































































































TECHNOL 


x tk 


i 
at 


Vol. XXXI, No. 3593 





a 





By Martin L. Whitmyer 

Staff Writer 

7) both Chevrolet and- Ford 
levelling off output between the 
0,000 and 35,000 levels and Chrysler 
4 porp. continuing at a near-record 
the auto industry is slated to 
ost production to an estimated 
0,000 cars in March. 

| Ford Motor Co. and Chrysler 
orp. are the only makers ex- 
to work Saturdays this 








nth. 
| March’s estimated 6.8 percent up- 
ng from February’s 570,890 as- 
mblies also is 6 percent more than 
575,260 cars produced in March, 














* * * 


PITE the fact that Chevrolet 
slowed its lines the last two 
jweeks of February to “balance pro- 
sections with field inventories,” the 
ufacturers still were able to bet- 
their original goal of 570,000 in 
ruary. 

_ February also was the second 
consecutive month that auto out- 
put the corresponding 
month a year ago. Last month’s 


Akron Selected 
For Single-Line 
Chrysler Test | 


By Joseph M. Callahan 
Staff Writer 
KRON. — Greater Akron has 
been selected as the first metro- 
politan area in the nation to have a 
tomplete line of single-line Chrys- 
ler Corp. dealerships. 

Under the new Akron master 
Plan, which goes into effect as soon 
@s the dealers sell out the cars of | 
their cast-off lines, there will be five 
Plymouth dealers, four Dodge deal- 
@fs, three DeSoto dealers and two 
Chrysler-Imperial dealers. 

Formerly, there were 13 Plym- 








More on Split-Off 


See another story on Page 24 
Tegarding the split-off of Chrysler 
Corp. dual franchises. 











formerly there were 25 franchises. 
One dealer, Falor Motors (De- 
Seto-Plymouth) in suburban Bar- 
berton, O., was not asked to give 
up either of its franchises. 


meetings to persuade all 

the Chrysler Corp. dealers in a 

tity to give up one of their fran- 

Chises also have been held in Cleve- 

land, Dayton, O., and several other 

towns. Cleveland, with 42 Plymouth 
(Continued on Page 57, Col. 1) 





















New-car and truck 
Detroit auction, Page 6; 


Me 





arch Car Output 
Heads for 610,000 


| ago to 1.1 percent this year. 


dates for the 1958 New York and 
Chicago auto shows, 
News learned last week. 


Inside Automotive News... 


@ Tire makers win discount ruling, Page 2. 


Vehicle production by makes, Page 61. 
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642,000 610,000* 


570,900 
output was 2.8 percent better than 
February a year ago, when the 
manufacturers turned out 555,596 
cars. 


An interesting sidelight to this 
year’s assembly operations to date is 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


New-Car Production . . . Curtain Going Up on Spring 


What's Happening This Year— 


fA 








Jan. Feb. Mar, April 





the manner in which Chrysler Corp. 
and Ford Motor have taken up the| 
slack left by declines at General | 
Motors. 











What Happened 


+. + * 


A§ OF last Saturday, GM had ac- 
counted for 46.9 percent of the) 

1,382,394 cars produced to date, com-| 
pared with the 55.3 percent during} 
the same period a year ago. GM’s 
drop in total industry output from 
@ year ago was 84 percentage 
points. 

Chrysler Corp. grabbed off 20.5 
percent of total industry output 
during the first nine weeks of the | 
year, compared with 14.6 percent | 
@ year ago. Its gain over a year | 
ago was 5.9 percentage points. 

Picking up 4.9 percentage points 
was Ford Motor, which turned out 
30.2 percent of total industry output 
during the first nine weeks of this| 
year, compared with 25.3 percent a) 
year ago. 


612,000 575,200 


555,600 





Jan. Feb. Mar. 


*March figure is a projection based on 


* cm * | 

MERICAN MOTORS CORP.! 
dropped from 2.5 percent a year | 
ago to 13 percent this year, while 
Studebaker-Packard slumped from to rear its head again in the} 
2.3 percent of total output a year new-car showrooms, after a period | 
of long-profit trading since early 


By Robert M. Lienert 


Associate Editor 


eee output is running | jast fall 
xima’ 2.1 : 

of te 1358,005° en ee | Roughly 85 percent of new-car 
during the first nine weeks of dealers spot-checked in major 
1956. marketing areas last week by 
Last week's output of 142,163 cars| Automotive News said dealers in 


was about 2,000 ahead of the 140,-/their communities had “failed to 
362 units turned out a week earlier.| 51g the line’ on discounting. 


Last week’s output, h Vv Ott 
put, however, was Sn Gate - 


5.5 percent above the same week a/| 
year ago, when the industry assem-| cepted the development in matter- 
of-fact fashion. 


bled 132,840 cars. 
: The return of wild price-cutting 
1152 percent of AUvTomorive is an ominous note. Most dealers 


News’ three-year index, compared | V!¢¥ discounting with dislike. It 
| with the 113.6 percent compiled the | Costs them money. 
previous week. e € a 
mt of production | 
schedules at several Buick-Olds- | , then, has discounting 
mobile-Pontiac plants held GM | moved back into the picture in 
(Continued on Page 61, Col. 3) |such abrupt fashion? Apparently 


” - 
AST week's car assemblies were 


Seek to Break National, Chicago Deadlock . . . 


Battle of the Big Shows 


By Pete Wemhoff 
Editor, Automotive News 


TRENUOUS efforts are being 
made to resolve a conflict of 


shortly after their 1957 show that 
next year’s event would be staged 
Jan. 4-12, 1958. 

Meantime, auto manufacturer 
officials tied down the same dates 
for the second postwar National 
Auto Show in New York City’s 
new coliseum. 

Insiders say that, while both ma- 
jor shows could be held at the same 
time without consumer attendance 
conflict, supplying of exhibits and 
manpower for simultaneous events 


AUTOMOTIVE 


Chicago dealer officials announced 


















- @ Are the engines moving to the rear? SAE hears Cen 6s 

the latest word, Page N Ante. phow eamitcemen, 

: : - : : con n 
* soe ee ence cooperative advertis- a everyung a being dene t to re- 

9 . solve the conflict. 
@ Auto-safety proposals promise lively debate. Wil- “We'rn still hopeful Chicago will 
liam Ciena Washington report, Page 17. oon ka poy ly Bet 
@ How to succeed in a dealership, Page 30. have to have our two big shows 


running simultaneously,” he said. 
Ivil be vantly bit 1 be the lesser 
the indus- 


of two avils. 
try can’t d to let either show 
ards next year; 








and new-car prices, Page 48. 
other auctions, Page 42. 


go by the 
(Continued on Page 4, Col, 5) 








pymav= discounting is beginning | 








May June July 





Last Year= 


471,675 430,375 ||] 448.875 


402,575 


| 


ll 190,725 
Aug. Sept. 


daily rate. 


Dealers Shorten Profit Margins... 





because enough dealers believe it 
|necessary to Move cars. 
Significantly, most dealers look | 
for a spring upturn. 
| However, buyer resistance is 
evident, There has been much 
loose talk of depression. The an- 
ticipated credit squeeze, which 
did not materialize during the 
fall and early winter, is begin- 
ning to make itself felt. 
Impatient dealers are anxious to 


Colorado Dealers 
Join Big 3 Fight 
‘On License Bill 


By Maynard M. Gordon 
News Editor 

board of directors of the Col- 

orado Automobile Dealers Assn. 

last week reversed custom and) 

joined the Big Three auto producers 

in opposition to a proposed factory- 

dealer licensing and anti-coercion 
bill. 

Meeting in special session in Den- 
ver, the board declared that factory- 
dealer relations had improved oe 
passage of the Federal “good-fai 
law last year. A statement ee 
of the dangers of further extending 
governmental control over business. 

In Arkansas, where industry ex- 
ecutives also had denounced a li- 
censing proposal, the Senate sent 
the measure to the House by a 
bare majority. The Arkansas Au- 
tomobile Dealers Assn., which is 
sponsoring the bill, reported that 
testimony of Detroit executives 
“no doubt cost us support.” 

The Colorado directors convened 
after representatives of the Big 
Three testified against House Bill 
317, designed to reenact features of 
a@ 1955 law killed by a Federal court 
last year. Arkansas’ bill also seeks 
to revive a court-killed 1955 law. 

* ” 7 


AKING the committee witness 

stand in opposition to both the 
Arkansas and Colorado bilis were 
W. F. Hufstader, General Motors 
distribution vice-president, and R. 
C. Somerville, assistant to the Chry- 
sler Corp. dealer relations vice-pres- 
ident. Ford Motor sent an associate 





counsel, Richard B. Darragh, to the} ” 


Colorado hearings. 
The Celerado directors, 
holding suppert from =r 


7. Par 
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580,800 |] 597.225 


389,065 


Nov, 


Sales Pressure Rises 


| get 57s moving in volume. It ap- 
|pears that many feel that the way 
to accomplish this is to kindle a 
|bit of buying fever and make it 
obvious that there is a spring boom 
jin new-car sales. 
* = os 
HEY are determined that a 
spring upturn will materialize 
|this year, despite its notable ab- 
sence last year. Unfortunately, the 
discounters have been pretty much 
unsuccessful so far in getting the 
spring market off the ground. 
Said one Detroit dealer last week 
|in explaining why he sent his sales- 
|men out to ring doorbells and make 
|cold-stab offers which left him an 
|estimated gross of only $50 on each 
deal: “The new cars haven't sold 
| and we've got to break the logjam.” 
Within a few weeks dealers who 
discount will have to face up to 
some a arithmetic: Did 
discounting boost volume enough 
to take care of reduced profit? 
Past experience has shown that 
it usually does not. Dealers know 
it, Yet, when one dealer in a com- 
munity cuts prices, other dealers 
are hard-pressed to follow suit. 
A dealer in Utah last week said 
(Continued on Page 4, Col, 1) 








Top Cars 


New-car registrations, all states 
for January: 


1957 Pos. Make 1956 Pos. 
1—110,454 Ford 85,715— 2 
2—101,116 Chevrolet 109,342— 1 
3— 41,262 Plymouth 36,945— 4 
4— 35,013 44,803— 3 
5— 31,787 Oldsmobile 36,525— 5 
6— 24,015 Pontiac 28,721— 6 
7— 19,215 Mercury 19,700— 7 
8— 18,442 Dodge 15,501— 8 
9— 11,809 Cadillac 11,472— 9 

10— 8462 DeSoto 7,496—12 
1l— 8206 Chrysler = 
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*Transitional’ Adoption Seen First. . . 





Rear Engines Nearing for U.S.? 


By Maynard M. Gordon 
News Editor 

EAR-ENGINE cars have 

cracked through the acceptance 
barrier in the U. S., but still have 
a long way to go before reaching 
the level of widespread consumer 
popularity, 

These conclusions were drawn by 
three “rear-engine’ experts last 
‘week in a discussion at the annual 
passenger-car meeting of the So- 
ciety of Automotive Engineers. 

Brooks Stevens, veteran auto 

designer, predicted that rear- 

engine U. S, cars at first will 
show “transitional” styling 
changes. 

Consumer “fears” which rear- 
engine cars will face, Stevens said, 
are of a front end without protec- 
tion against accidents and of han- 
dling “peculiarities” with rear en- 
gines, 

= > ~~ 


TEVENS debunked projections 
of “space-ship” rear-engine cars. 
He foresaw little change in seating 
positions and the continuation of a 
front-end compartment for trunk 
space. 
“If the 19 XY model were to 
completely outmode in overall con- 


2-Month Records 
Set by Cadillac 
And Ford Motor 


DETROIT.—Ferd Motor Co. and 
Cadillac have reported that dealer 
sales during January and February 
were the highest in history for 
those two months. 

Henry Ford II said retail sales of 
Ford, Mercury, Lincoln and Conti- 
nental totalled 293,008 units, up 22 
percent over 1956. The previous 
record was 290,731 units in 1955. 

Ford division led the surge with 
239,742 sales, a gain of 27 percent 
over 1956. Mercury rose 6 percent 
to 46,102 while Lincoln slipped 2.38 
percent to 7,012 units. 

Cadillac sales totalled 28,447 for 
the two months, according to James 
M. Roche, general manager. The 
previous record was 27,251 in 1955. 

Elsewhere, Semon E. Knudsen, 
Pontiac general manager, told San 
Francisco dealers that the division 
expects to capture 8 percent of the 





new-car market this year and oust | 


Oldsmobile from fifth place. 
In Los Angeles, Edward T. Rags- 


| 
i 





|U. S. public already is “sold” on 


cept and appearance its more im- 
mediate predecessors,” Stevens said, 
“their tradein value would diminish 
to the point where the mass buyer 
could not afford the innovation.” 

Fernand Picard, Renault engi- 
neering and research manager, 
said the fact that 2% million 
rear-engine cars are in operation 
throughout the world has over- 
come arguments against rear- 
engine novelty, 

“There is absolutely no doubt that 
this technique, which has now 
found an equilibrium not only in 
design but in manufacture, is par- 
ticularly adaptable to economy cars, 
development of which never ceases 
to expand in Europe,” Picard said. 

a * * 


Answers Complaints 


theo Renault engineer listed 21 
advantages of rear-engine cars 
and discussed six difficulties, in- 
cluding weight distribution, engine 
cooling, heating and defrosting, 
need for longer rods and cables for 
controls, limitations of body styles 
and baggage curtailment, 

He said that solutions are being 
worked out by Renault, Volks- 
wagen and Fiat for all of these 
obstacles. A larger conduit of 25 
percent greater diameter should 
improve interior car heating, 
Picard said. 

John R. Bond, editor of Road ¢& 
Track, chided U. S. engineers for 
not being honest with the public 
on problems of rear engines. 

“If the popular and widespread 
notion of our public is that the en- 
gine logically belongs in the rear,” 
Bond said, “then it is our duty to 
either give them what they demand 
or to explain why we cannot or 
will not do so.” 

am « - 

BSERVING that “much lighter” 

engines and transmissions will 

be needed before a six-passenger, 
300-horsepower family car can be 
marketed with a rear powerplant, 
Bond pointed to. Volkswagen wait- | 
ing lists as an indication that the 


the engineering innovation. 
Installation of air-conditioning | 
systems and other electrical 





equipment in modern automobiles 
is making more work for genera- 
tors, according to P, W. House, of 
Delco-Remy. House proposed at 
an electricai-equipment panel 
that generators be designed, built 
and operated for peak production, 
since traffic congestion now 
makes city driving so slow that 
batteries become rapidly dis- 
charged. 

Larger engines and power assists 
may also require more powerful 
batteries and starting motors, as 
well as generators, according to a 
report given by H. D. Wilson, of 
Ford. Wilson made a _ servicing 
point by observing that battery life 
can be greatly extended by closer 
attention by car owners to voltage 
regulator settings and battery 
water consumption, 

He urged that generators be set 
for lower cut-in speeds to prevent 
battery discharges in city traffic. 

a ad + 


Unstable Copper? 


1 Reynolds Metals techni- 
cians, T. E, Lewis and J. C. 
Meekins, outlined aluminum’s as- 
sets as an electrical conductor. 
Price instability of copper in recent 
months has underscored the “natu- 
ral cost advantage” of aluminum 


as an electrical conductor material, | 


Lewis and Meekins said, 
“The electrical conductivity of 
(Continued on Page 8, Col. 5) 





Supreme Racing Board 


Discussed for U. S. 


NEW YORK.—A new top-level 
body to supervise competitive 
auto events in the U. S. may arise 
out of talks between a delegation 
of three members from FIA, the 
international auto record author- 
ity, and representatives of 
NASCAR, the United States Auto 
Club and the Sports Car Club of 
America. 

The proposed new group would 


be comparable to the old AAA | 


Contest Board. The FIA report- 
edly is leaning toward a group 
composed of representatives of 
the three existing U. S. bodies. 








S-P Offers Observation Seat— 


A rear-facing third seat is available as 


optional equipment on all Studebaker and 


Packard Clipper station wagons. Termed the “hideaway seat,” the seat folds into the 


space formerly used for the spare tire. In 
wagons will be equipped with captive-air 


lieu of the spare tire the three-seat station 
tires capable of carrying the car an addi- 


tional 100 miles in the event of a puncture. 





Franchise Reforms Listed 
For Chrysler Dealers 


By Joseph M. Callahan 
Staff Writer 

a: — Proposed franchise 

improvements by Chrysler Corp. 
include continuous agreements, old- 
model rebates, more liberal features 
;on parts returns, provisions for 
heirs, and a new plan for disposal 
of dealership premises on termina- 
| tion. 


dealers in about two months. 
This was learned last week fol- 
lowing a meeting of Chrysler exec- 
j}utives with the national dealer 
}councils of Chrysler, DeSoto and 


| Dodge. 

aan reached by AUTOMOTIVE 
News said they were pleased 

with the proposed terms and also 

with the attitude of the factory ex- 

ecutives, 

“Other years when they had a 
| hot line,” the dealers said, “they 
acted very superior toward 
dealers. This year they were co- 
operative, frank, optimistic, de- 
| termined and full of pep. It was 

heartening.” 
| The council meetings were held 
over preliminary “discussion drafts” 
for purposes of developing dealer 


+ * * 





Tire Makers Upheld in FTC Discount Case 


WASHINGTON .—The U.S. Court 
of Appeals has invalidated a Fed- 


dale told Buick dealers that the|eral Trade Commission ruling which 


daily delivery rate in the last period ||imited quantity discounts on auto 


of February was the highest of any 
10-day period this year and was 
nearly 20 percent above the first 
two periods of the month. He called 
the rise a healthy indication for 


the spring market. 
- 


Lincoln Sales in a Rut, 


But Who’s Unhappy? 
DEARBORN.—Lincoln statisti- 


cians checked their figures, blinked| competitive advantage. 


and checked them again. They 


found that their dealers had sold) 


1,188 cars in the Feb. 11-20 period— 
exactly the same number as were 
sold in the corresponding period a 
year earlier. It was the highest in 
Lincoln history. 

Then they checked sales for the 
Jan. 1-Feb. 20 period and found 
that the 5,834 total again duplicated 
the 1956 figure. 

In registration reports for 31 
states in January, Lincoln recorded 
1,237. Its score for the same 31 
states in January of last year? 1,237, 
of course. 





Top Trucks 


New-truck registrations, all 
states for January: 


1957 Pos. Make 1956 Pos. 
1—20,820 Chevrolet 22,286— 1 
2—13,296 Ford 19,044— 2 
3— 17,539 International 8,108— 3 
4— 5,175 GMC 6,872— 4 
5— 3,881 Dodge 4,140— 5 
6— 1,873 Willys 1,311— 6 
7— 1,016 Mack 959— 8 
8— 1,015 White 1251— 7 
9— 607 Studebaker 349— 9 

10— 308 T 318—10 

li— 238 Reo 218—11 

Ww 5:1 %—12 
1,070 Misc. 710 


Total All 


Makes 
56,979 ead 
Further details on Pass t 
* 


tires and tubes. | 


The judgment was a victory | 


| for 20 major tire manufacturers | 





and dealers who have been fight- 
ing the ruling since 1951. | 
It was a defeat for small tire | 
dealers who have contended that | 
quantity discounts based on large | 
orders gave the larger dealers a} 


the FTC failed to make the neces- | 


|sary findings to back up the ruling, 


even though it was aware of the 
law’s requirement that proper find- 
ings must back up such a limita- 
tion. 

The court added, “The FTC 
instead chose to make a finding 
concerning the paucity of avail- 
able purchases in quantities 
greater than a certain annual 
dollar volume, and then fixed a 
quantity limit in terms of a car- 
load.” 

The FTC ruling limited quantity 
tire discounts to a single carload lot 

of 20,000 pounds ordered at one 
time for delivery at one place, Re- 
gardless of additional tires ordered, 
no larger discount was permitted. 

Only a handful of tire buyers did 
$600,000 worth of business in a year, 
the FTC continued, but these buy- 
ers bought one-third of the re- 
placement tire and tubes and were 
granted discounts up to 30 per- 
cent—enabling them to resell at 
prices about equal to the smallest 
purchasers’ cost. 

The commission based its order 
en amthority conferred upon it 
“he Robinson-Patman Act 

hibits discriminatory 


~ 


discounts, rebates and allowances 
tending to destroy competition. 
The act provides that the FTC | 


“may fix and establish quantity, With that question of fact in its 


limits as to particular classes of | 
commodities where it finds that | 
available purchasers in greater 
quantities are so few as to render 
differentials on account thereof un- 
justly discriminatory or promotive | 
of monopoly in any line of com- | 
merce.” 

Proponents of larger discounts | 
for larger quantities contend that 


said the order was arbitrary and 
capricious, not based on actual) 
findings, and that they were denied | 
procedural rights when the rule 
was made. 


The Court of Appeals ruling said 
the FTC findings did not include! 
a determination that “available | 
purchasers in quantities greater | 
than a carload are so few as to| 
render differentials on account 


| quantity limit of one 20,000-pound 


thereof unjustly discriminative or | 
promotive of monopoly. 

“Instead of dealing directly 
findings, the commission seems 
to have been primarily concerned 
with the fewness of available 
purchasers in annual dollar vol- | 
umes greater than $60,000. Ob- | 
viously a finding concerning that | 
does not support a rule fixing a | 
carload.” 

George J. Burger, vice-president | 
of the National Federation of Small | 


the FTC ruling will increase the Business, last week urged Assist- | 
The court unanimously said that |Price of tires to consumers. They |ant Attorney General Victor Han 


sen, in charge of the Department | 
of Justice’s antitrust division, to | 
appeal the Court of Appeals’ de- | 
cision to the Supreme Court. 

Among the companies involved | 
in the case were B. F. Goodrich Co., 
General Tire & Rubber Co., Fire- | 
stone Tire & Rubber Co., U. S. Rub- | 
ber Co., Western Auto Supply Co., | 
Montgomery Ward & Co. and the 
American Oil Co. 





Business Barometer 


Auto Production — 160,511 cars, 
trucks in week vs. 156,738 year before. 

Department Store Sales — Up 3 
percent from year before. 

Freight Loadings — 626,636 cars 
in week, down 60,382 cars from year 
before. 

Gasoline Stocks — 204,122,000 
barrels, an increase of 1,868,000 bar- 
rels in week. 

Jobless Claims—228,300 in week 
vs. 230,700 year earlier. 

New-Car Registrations— 174,542 
in 1957 to date vs. 170,955 year ago. 

New-Truck Registrations — 56,- 
979 in 1957 to date vs. 66,141 year 


ago. 

Oil Stocks — 251,684,000 barrels, 
an increase of 1,159,000 barrels in 
week. 


Steel Output—94.9 percent of ca- 
pacity estimated vs. 96 percent week 
earlier. 

Used-Car Prices — $953 average 
in March vs. $970 in February. 

Wholesale Prices—116.8 percent 
of 1947-49 index vs. 116.9 percent 
week earlier. 


* * 


Common Stocks 





March Feb. 1956-57 

6 27 High Low 
Am. Motors 5% 5% 8% 5% 
Chrysler 74%, 69%, 87 60 
Ford - 57% 56% 63% 51% 
GM 40%, 39% 49%, 38%, 
S-P 7% %7%4 10% 5% 
Average 37.30 35.65 





The franchises will be ready for | 


comment on principal points, and 
did not involve submission at this 
time of a finished agreement. 

* cd * 

ORPORATION officials made it 
clear at the three separate 
|meetings that they wanted dealer 
| reactions to the “proposed” clauses 
jin the new agreement. 

However, dealers at the meetings 
concluded that the new contract 
will provide for (1) a rebate on 
junsold new cars carried into a new 
model year, (2) the return of any 
parts within 90 days after receipt, 
(3) a perpetual contract, (4) the 
|right of a dealer to designate his 
successor in case of death, (5) a | 
plan whereby the dealer’s widow | 
may retain the dealership for a 
time, (6) a new plan for disposal 
of dealership premises on termina- 
tion and (7) broader provisions for 
repurchase of parts and equipment 
on termination. 

In addition, the dealers were 
told about the new Chrysler Corp. 
dealer insurance which is much 
like GM’s insurance, except that 
it is not cancelled when the 
dealer reaches the age of 69. 

In short, the new Chrysler Corp. 
agreement is patterned after the 
GM agreement of March 1, 1956, 
except for these GM provisions: 

1. A parts obsolescence plan 
whereby 4 percent of the parts pur- 
chased in a year may be returned 
at the end of the year. 

2. An umpire for handling dealer 
appeals. 





* - 2 


EMBERS of the dealer councils 
were overwhelmingly in favor 
of the new pacts and they said 
that, for the most part, the dealer 
councils accepted the factory-pro- 
posed clauses without reservations 
or criticisms. 
The principal and practically the 


(Continued on Page 62, Col. 1) 


Auto Credit Dips 


$47 Million 


During Month 


WASHINGTON. — The amount of 
auto installment paper outstanding 
dipped by $47 million during Jan- 
uary, the Federal Reserve Board re- 
ported last week. 


In January, 1956, the consumer 
credit debt on cars increased by $13 
million, 


Total auto paper outstanding at 
the end of January was almost $144 
billion—around 37 percent of 
outstanding consumer debt, which 
totalled $31.3 billion. 


The $31.3 billion figure repre 
sented a decline of $254 million in 
consumer debt during January— 
the first monthly drop since the 
same month a year ago, The de 
crease at that time was $134 million. 

Of the $14.4 billion in auto debt 
at the end of January, $568 million 
was in the hands of dealers, with 
most of the rest being held by sales 
finance companies ($7.2 billion) and 
commercial banks ($5.7 billion). 

Despite the decline in consumer 
credit totals, an FRB spokesman 
said consumer credit buying is still 
moving at a brisk pace. He added 
however, that debt expansion is not 
likely to match the rate of mié 
1955. 
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SALUTE my readers this morn- 

ing, having just returned from 
a 5,200-mile automobile trip to the 
Pacific Coast for a vacation and 
to attend the NADA convention. 

I am refreshed and relaxed for I 
enjoyed every minute and mile. I 
am sure I am much wiser because 
I always benefit by meeting and 
talking to old friends and new 
ones at the Automotive News 
booth at NADA and at hospitality 
rooms and social gatherings. 
NADA conventions always have 

| been a high point in my life, as 
|} Iam sure they have been in yours. 
| I have attended 39 of them and I 
have found it’s a great opportunity 
to feel the pulse of this wonderful 
trade. 

The dealer committees and staff 
members responsible for this latest 
convention deserve a lot of credit, 
for the arrangements and programs 
were outstanding. And it’s always 
delightful and thrilling to visit San 
Francisco. 

* 


Thanks to Guest Columnists 


I WILL not attempt to review the 
meeting as it has already been 
so adequately covered in AvuTomo- 
tive News. 

But I want in this first column to 
thank Dave Castles (Buick), St. 
Louis; Frederick M. Sutter (Dodge), 


= 


| Columbus, Ind., the new NADA| 


president; R. D. McKay (Chrysler), 


Salt Lake City, (I listed Charles 
Freed as a Dodge dealer, and I 
apoligize now for I was perfectly 
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Dealers tell me 


By John 0. Munn 











ments in the various sections of 
the country. 

It’s always inspiring actually to 
visit the places which heretofore 
have just been spots on the map 
to you and Have the opportunity to 
talk to people who reside there. 

One who travels the American 
road sees vast developments, in- 
cluding new merchants, motels, 
restaurants, filling stations whose 
volume of business depends on 
tourists and now amounts to 
more than $3 billion a year. No 
one is alone on the road any 
more, He has lots of company 
with services readily available to 
take care of his every need. 

Each year we notice a vast im- 
provement in highways, and one 
needs no imagination to picture 
what they will be like when the 
current multibillion dollar road 
program is completed. 

One often is surprised and 
pleased at the extent of these road 
improvements. Pavements through 
small communities that run from 
curb to curb with the result that 
one can pass through without traf- 
fic congestion. Such towns have a 
new, clean appearance and reflect 
progress. 

* + 


Tribute to Small Dealers 


can be shocked, too. For 
instance, our northern cities are 
supposed to be progressive but we 


Wichita: Charles F i (DeSoto), | B@ve to fight for every inch to 


eliminate parking. In Little Rock, 


| Ark., for example, there is no park- 


jing on the State routes going 


aware that he has been with De-| 


Soto since the line was announced) ; 
Lou Stewart (Chrysler), St. Louis, 
and Claude Klugh, manager of the 
Pennsylvania Automotive Assn., for 


substituting for me during this| 
riod 


pe: , 
I am not only extending my per- 


sonal thanks to these leaders but | 


the thanks of this column's readers. 

It is always a nice change of 
pace to have columns conducted 
by practical operators. The 
change also shows dealers’ versa- 
tility for it reveals their ability 
to write interestingly. 

Friends often ask me why I drive 
such a long distance annually in- 
stead of traveling by airplane or 
train. Such facilities I often have 
used. I realize time can be saved 
by using these alternate methods. 
Iam aware that transportation on 
them is considerably safer. But I 
am an automobile man, so I use 
an automobile. With the automo- 
bile one sees more of the country 
and how people live and work. 

> > ae 


Visiting Across America 
pPBceLs are important in this 
world and the closer we con- 
tact the more satisfaction we get 
out of life. With an automobile, 
one not only enjoys the scenic 
beauties of the land but also has 
the opportunity to visit historical 
shrines, come closer to nature and 
witness the commercial develop- 
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through the city. And I mean no 
parking on either side, 24 hours 
a day and seven days a week, not 
only downtown but in the outskirts 
as well. 

When will we realize we live in 
the automobile age and must use 
main streets for moving traffic 
rather than as a parking garage? 

We who live in big cities too 


|often think all dealers handle a 
| thousand cars or more a year, while 


all know that more than 80 per- 


jcent of them sell fewer than 100 
| cars. 
| where the automobile industry lives 


These roadside towns are 





Chicago Dealers to Etch 
License on Hub Caps 


CHICAGO. — March 1 has been 
set as a tentative starting date 
for automobile dealers and gaso- 
line dealers to begin etching auto 
license numbers on hub caps as a 
step toward reducing accessory 
thefts. 

In a meeting of police officials 
with automobile and gasoline 
dealer representatives, it was 
agreed that posters will be pre- 
pared to urge motorists to have 
the license numbers etched onto 
their hub caps. It is proposed that 
automobile agencies and service 
stations will do the etching at no 
charge. 





9 in September, 7 in May... 


39 States and Canada 
Set °57 Conventions 


DETROIT. — Thirty-nine state— 
and Canada’s— dealer associations 
have reported that convention 
dates for 1957 have been selected, 
with nine planned for September. 

May was the next most popular 
choice with seven conventions, then 
April with six. March, June and 
October each will have four. 

Three are planned for August, 
two in November and one in 
December. Ohio’s association has 





Lead Dealers in Washington Area— 


Newly elected officers of the Automotive Trade Assn.—National Capital Area, 
seated, from left, are Charles H. Mason (Chrysler-Plymouth), treasurer; Robert D. 
Stewart (Buick), president; Joseph B. Paul (Oldsmobile), first vice-president. Standing: 
Maurice J. Murphy, executive vice-president, and Curtis E. McCalip jr. (Ford), secretary. 
| Walter R. Stubbs (Lincoln-Mercury), second vice-president, is not pictured. Directors 
include Arthur H. Bowis (Chevrolet), Joseph E. Bowman (Studebaker-Packard), Ernest P. 
Eaton jr. (Buick), Everett Flood (Pontiac), Erie 8. Kirby (Dodge-Plymouth), Harry Monroe 
| jr. (Ford), |. Albert Peake (Buick), Robert E. Phelps (Jobber), John J. Pohanka (Oldsmo- 
bile) and Paul A. Sellers (DeSoto-Plymouth). 


AMC Drops Ad Charge; 
Prices Up $41 to $78 


| 26-28: 





By John K. Teahen dr. 
Staff Writer 


DETROIT. — American Motors 


optional feature which will be 
available later. 
The Rebel will be priced at $2,- 





not decided whether its annual 
meeting will be in November or 
December and Alabama’s dates 
have not been determined, 

First is the Northern California 
Motor Car Dealers Assn., which is 
holding its convention this week at 
Fairmont Hotel, San Francisco. 

Other convention dates are: 

March 

Iowa, Hotel Fort Des Moines, 

Speakers, Frederick J. Bell, 

Senator A. S. Mike Mon- 

roney. 

Nebraska, Paxton Hotel, 

Omaha, Speaker, Frederick 

J. Bell, 

: Rhode Island, Sheraton-Bilt- 
more Hotel, Providence. 
Speaker, Fred M. Sutter. 

A 


25-26: 


25-26: 


pril 

: Louisiana, Roosevelt Hotel, 
New Orleans. Speakers, 
Frederick J. Bell; Charles L. 
Jacobson, Chrysler Corp., and 
Stanley Pressler, dealer and 
professor of accounting, In- 
diana University. 
Illinois, Leland Hotel, 
Springfield. Speaker, Fred- 
erick J, Bell. 
Indiana, Claypool Hotel, In- 
dianapolis. 
Arizona, San Marcos Hotel, 
Chandler. 
South Carolina, Charleston. 
Pennsylvania, Hotel Penn- 
Sheraton, Pittsburgh. 

May 


Date not set: South Dakota, 
Huron, 
: Idaho, Pocatello. 
: Missouri, Chase Hotel, St. 
Louis. Speakers, H. B. Shar- 
er, U. S. Rubber Co.; Karl 
Richards, AMA, and Freder- 
ick J. Bell. 

Washington State, Winthrop 
Hotel, Tacoma, Speakers, 
Benson Ford, Gene Flack. 
Massachusetts, Hotel Statler, 
Boston. 

North Carolina, Asheville. 
Tennessee, Peabody Hotel, 
Memphis. Speakers (tenta- 
tive), Ivan L. Wiles, General 
Motors Corp.; Walter B. 
Cooper and Birkett Williams 
of NADA; George Romney, 
president, American Motors 
Corp. 


4- 5: 


10-12: 
12-13: 


26-27: 
29-30: 


9-11: 


14-15: 


19-21: 


June 


and is supported. Many of such |jact week joined the Big Three in 
dealers make their money from | ojiminating the cooperative adver- 
wreckers and service. In some cases | tising charge. The move boosted 
the dealers themselves operate dealers’ wholesale prices slightly, 
these wreckers and work from | put will have little if any effect on 


785.90, including Federal excise 
tax and dealer delivery-and- 
handling. Fuel injection is $385. 
Following is a summary of AMC 
price changes brought about by the 


: Oregon. 

: Maryland, Commander Ho- 
tel, Ocean City. 

: New Mexico, Albuquerque. 

: Michigan, Grand Hotel, 


early morning till late at night. 
Many of them have gasoline dis- 
tributing contracts. In the South, 
some of them operate cotton gins. 
A great many also handle agri- 
(Continued on Page 62, Col. 1) 


Was Denied Ads, 
Dealer Charges; 
Sues for $750,000 


the price paid by the buyer. 
At press time Thursday, 
er-Packard was the lone 
holdout against the new policy 
on advertising levies. S-P said it 
has no immediate plans for 
adopting the change. 

American Motors dealers have 
been paying $50 into the co-op ad 
fund for each Nash and Hudson 
they received and $40 for each 
Rambler except the price-leader 
Deluxe Six four-door sedan, which 


PITTSBURGH.—The Beaver Val-| carried a $30 levy. 


ley Times and eight new-car deal- 
erships in the Beaver Valley north- 
west of here have been sued for 
$750,000 by a used-car dealer in 
Sewickley. 

The plaintiff, Ernest Nappi, 527 
Broad St., charged the dealerships 
and the newspaper with violating 
the Sherman Antitrust Law by con- 
spiring to keep his ads out of the 
newspaper. 


These extra charges have been 
discontinued and the wholesale 
price of the car has been raised a 
corresponding amount. This re- 
sulted in a slight increase in the 
Federal excise tax. 

Applying the dealer markup to 
the new wholesale figures brought 
about increases in the advertised- 
delivered prices of $41.45 to $57.65 


Nappi filed suit on the heels of | °” Rambler and $70.80 on Nash and 


an announcement that two used-car | Hudson. 
ya ae in Wichita, eae. had set-| However, since dealers already 
tled a similar case out of court for| have been figuring the advertising 


$225,000. 


charge in their price quotations, 


Nappi alleged that the eight deal-|the price to the buyer will not rise 


erships threatened to cancel their 
advertising if the newspaper ac- 


any more than $11.45 to $17.65 on 
bler and $20.80 on Nash and 


elimination of the cooperative ad- 
vertising charge: 

RAMBLER — Deluxe Six four- 
door sedan—Advertising charge was 
$30. Suggested retail price rose 
$38.45; excise tax up $3; total, 
$41.45. Increase to buyer should be 
not more than $11.45. 

Custom Six station wagon, Super 
V-8 four-door sedan and Custom 
V-8 hardtop station wagon — Ad- 
vertising charge was $40. Suggested 
retail price rose $52.60; excise tax 

(Continued on Page 61, Col. 1) 


Mackinac Island. 
August 
: Georgia, General Oglethrope 
Hotel, Savannah. 
(Continued on Page 62, Col. 2) 


NADA Slates Convention 
Jan. 11-15 in Miami 


WASHINGTON. The 4ist 
annual convention of NADA will 
be held Jan. 11-15 in Miami 
Beach. 








On the House... . 





Wemhoff Denver Post 


Looks like a very busy few weeks for the auto 
industry, come next January, what with the New 
York and/or Chicago auto shows running Jah. 4-12, 
the NADA’s Miami convention set for Jan. 11-15 
and the Detroit auto show, Jan. 18-26. .. . Senator 
William E. Miron has 
Michigan Legislature to repeal a two-year-old law 
which permits youths to operate motor scooters pn 
highways at 14, two years before they’re permitted 
to drive cars. Parents wonder how the law ever got 
through in the first place, in view of the accident 
rate since its passage... . 


introduced a bill in the 


cepted Nappi’s own advertising. He | Hudson. 
sued for triple damages, charging| It is quite possible that the in- 
a $100,000 loss of prospective profit, | crease will not affect the buyer at 
$100,000 loss in good will and $50,000| all. The prices mentioned above are 
in additional operating expenses. | figured on the basis of full dealer 
Dealerships named in the suit are | markup—and few cars are sold that 
Vollmer Motor Sales (Nash), Roch-| way today. 
ester; Baker Chevrolet, Beaver;| AMC also has disclosed the price 
Wagner Auto Sales, Rochester;|of its newest model, the Rambler 
Beglin Motor Sales (Ford), Roches-| Rebel which was introduced at the 
ter; Miller & Sons Chevrolet, Ali-| National Automobile Show, The 
quippa; Hamish Auto Sales (Dodge-| Rebel is a four-door hardtop with 
Plymouth), Aliquippa; Bixler Mo-| four-barrel carburetion and a 255- 
tors, Beaver, and R. W, Stettler| horsepower V-8 engine. Horsepower 


Buick Co., Aliquippa. rises to 288 with fuel injection, an 





dedicated its recent auto show 
section to Tom Braden, Denver dealer association 
manager and long-time manager of that city’s show. . . . James 
Monroe, a state senator and auto dealer in Charles County, has 
been appointed Maryland’s commissioner of motor vehicles. . . . 
Southern California dealers will stage annual golf tourney this 
ae during May in Santa Barbara instead of the usual Palm 


Rhode Island tax department is warning der'_rs about abuses 
under the association-backed car tax exemption ;,rivileges. ... Florida 


dealers are fighting proposal to extend sa!.s levy to cars. ... Ted 
Larson, secretary of Milwaukee association, is “getting a new motor” 
in St. Mary’s Hospital, Racine. 

—Prtre Wemuorr, Editor, 


Automotive News 
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Dealers Shorten Profit Margins .. . 





Sales Pressure Rises 


As Spring Approaches 


(Continued from Page 1) 


retailers in his area were giving 
“large” discounts. 
“Invoice plus $75 is a common 
thing in this area,” he said. 
a * * 
URTHER north in the Rocky 
mountain area, a dealer con- 


NASCAR Strips 
Ford of Points in 


Ad Crackdown 


DAYTONA BEACH, Fla, — 
NASCAR President Bill France has 
disallowed the points won by Ford 
division models in the convertible 
race at last month’s Speed Weeks 
competition. The race group charg- 
ed a violation of its “pure advertis- 
ing law.” 

France said the points were fore- 
feited “on the grounds that Ford 
advertising outlets had failed to 
comply with NASCAR regulations 
on release of what were presented 
as ‘official’ records.” 





Ford entries finished second, sev- | 


enth, eighth and tenth in the race. 

France said the ruling did not 
penalize the drivers and had no 
effect on their individual point 
standings on the NASCAR circuit. 
It merely took away the points 


scored by Ford in the convertible | 
box score kept on all makes of | 


cars. 


The organization emphasized that | 


no points can be considered official 
until released by NASCAR. 


Benson Ford 
In Hospital 


WEST PALM BEACH, Fia.— 
Benson Ford, 37, chairman of Ford 
Motor Co.’s dealer policy board, 
is in a _ hospital 
here after suffer- 
ing a heart attack 
last week. 

He had been va- 
cationing here. In 
Detroit, a Ford 
spokesman said 
Ford’s attack was 
“very mild,” and 
that he would be 
under observa- 
tion for two or 
three weeks. Ford 





Benson Ford 
was said to have maintained a 
heavy travelling schedule since be- 
ing chosen to head the dealer pol- 
icy board. 


Flames Strike 2 Deals 


ST. ALBANS, W. Va.—A $22,000 
fire ripped through the newly ren- 
ovated building of Bostic & 
Jeffries, Inc., (Studebaker-Packard) 
here. Officials said they would sell 
cars outdoors until the interior is 
repaired. In Wayne, W. Va., fire 
destroyed Elkins Motor Sales. 
Curtis Elkins, owner, estimated 
damage at $40,000. 





Rambler Rebel Rolis— 


tacted in the check admitted there 
had been “some pretty wild” dis- 
counting in his area, 

In the Midwest, a Dodge-Plym- 
outh dealer who said discounting 
had not become a problem yet 
volunteered that “GM dealers are 
trading a little long.” 

A Texas Gulf Coast dealer said 
that Chevrolet dealers were pack- 
ing prices $200 and advertising a 
$629 discount. Ford dealers, he 
said were cutting $500. 

“No one is holding the price line 
here,” he concluded. 

In the East, a dealer said that not 
only were dealers discounting, they 
were “year-end trading” 
present time. 

“Giveaways are rife,” said a New 
|England dealer. “Discounts ram- 
pant,” reported a leading Chicago 
retailer, adding, “Cars are being 
sold at absolute minimum markup 
at many dealerships, but not at 
ours.” 

+ * = 

MIDWEST dealer last week 
summed up neatly his theory as 
|to (1) why there was no spring 
|boom last year, (2) why sales in 
|the first two months of this year 
|were fewer than a year ago and 
| (3) why there will be a spring boom 
this year. Said he: 

“The spring market will be 
better this year because the 
winter market was not as strong 
on account of bad weather. Last 
year, many ‘spring buyers’ pur- 
chased in January and February.” 
Can anybody discount that? 


‘Rambler Rebel 
Production Starts 
Ahead of Time 


KENOSHA, Wis. American 
Motors Corp’s new Rambler Rebel 
last week started coming off the 
assembly line here. 
| Output originally was scheduled 
March 15 but dealer and customer 
|interest became so high that the 
schedule was moved up, according 
j\to Roy D. Chapin Jr., executive 
vice-president. 

The Rebel has a 327-cubic-inch 











| horsepower rating is 288, while with 
|a four-barrel carburetor it develops 
255 horsepower. Production of the 
|fuel-injection model will begin at a 
later date, Chapin said. 

In engineering tests, the Rebel 
with a four-barrel carburetor and 
overdrive transmission accelerated 
from 0 to 60 miles per hour in less 
|than eight seconds, Chapin said. 
The model, 
ee ore with a golden anodized 
aluminum spear running down the 
side, will be built in limited quanti- 
ties on a dealer-order basis, Other 
styling distinctions include rear- 
deck radio antenna and special 
wheel discs. 





* > > 


J. W. Mueller, left, works manager, and D. R. Hutchinson, general chassis super- 
intendent, inspect the first Rambler Rebel as it rolls off the assembly line at the 
American Motors plant in Kenosha, Wis. The car is equipped with a four-barrel 
carburetor and a V-8 engine which develops 255 horsepower. Production of the Rebel 
with electronic fuel injection, which will boast 288 horsepower, will begin later. 


at the 





|V-8 engine. With fuel injection its | 


finished in metallic | 
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New Austin A55— 





The Austin A55, a larger and restyled version of the A50, has been introduced by 
Austin Motor Co., Ltd., Longbridge, England. The model embodies many new features 
such as an extra-large trunk, bigger curved rear window, and dished, safety steering 
wheel. Powered by a water-cooled, four-cylinder engine, the car is 13 feet, 10% 


inches long and 5 feet, 34 inches wide. 





Spent $530 Million in’56.. . 
Ford Expansion at Peak 


DEARBORN.—Ford Motor Co.’s; Ford’s 1955 tax bill was slightly 


expenditures for expansion, modern- 
ization and replacement of facilities 
in 1956 were the highest in com- 
pany history, it was disclosed in the 
firm’s annual report. 

The 1956 outlay was $530 mil- 
lion, excluding special tools, which 
far exceeded the previous record 
of $327 million in 1954. 

Expenditures for 1957 and 1958— 
again excluding special tools—were 


estimated at $660 million with most! 


of them scheduled to be made in 
1957. 

Four plants and three other facili- 
ties were completed in 1956. The 
plants were a stamping plant in 
Chicago, a Mercury station-wagon 
body plant in Wayne, Mich.; a 
hardware plant in Sandusky, O., 
and a plant in Sterling Township, 
Mich., which produces rear axles, 
front suspensions and drive shafts. 

Other facilities were a body engi- 
neering building, a new proving 
ground and a new central office 
building. Nine additional major fa- 
cilities were begun in 1956, Ford 
said. 

Employment averaged 178,061 
during the year and payrolls to- 
talled $1.087. Average gross hourly 
earnings reached a new high of 
$2.48, excluding fringe benefits, 
Ford said, and average weekly 
earnings of hourly employes were 
$102.91 for an average work week 
of 41.5 hours. 

In 1955, average weekly earnings 
were $106.68 for a work week of 44.2 
hours. 

Sales of defense products in 1956 
amounted to $278 million compared 
with $259 million in 1955, and Ford 
said its backlog of defense orders 
at the end of the year was almost 
$1 billion. 

Ford had approximately 300,000 
shareholders at the end of 1956 and 
nearly half of them resided in five 
states—New York, California, Mich- 
igan, Illinois and Pennsylvania. 

A survey showed that 91 percent 
of the shareholders own at least one 
automobile. Average gross family 
income of shareholders was put at 
$11,000 a year, with 49 percent earn- 
ing more than $10,000 and another 
40 percent in the $5,000-to-$10,000 
bracket. 

The report also noted that Ford’s 
consolidated provision for taxes in 
1956 was $646.7 million with the big- 
gest item being $338.5 million in 
Federal excise taxes. 

Other provisions were $242.2 
million for U. S. and foreign in- 
come taxes, $23.7 million for Social 
Security taxes and $42.6 million 
for state, local and other taxes. 





Ban Against ‘Bushing’ 
Proposed in Wisconsin 

MADISON, Wis.—A ‘bill to 
prohibit “bushing” in new -car 
sales has been introduced in the 
Wisconsin Assembly. 

The bill would make it illegal 
for. a dealer to accept a down- 
payment on a new or used car 
without giving a fully executed 
contract to the purchaser. The 
Wisconsin Automotive Trades 
Assn. said it is preparing an 
amendment to the bill to safe- 
guard the right of the dealer to 
approve any contract written by 
an employe. 








less than $1.02 billion. 

Ford said it paid about 53,000 
weekly benefits amounting to some 
$800,000 under the Supplemental 
Unemployment Benefit plan which 


|was negotiated with the United 


Auto Workers in 1955. 

The benefits are paid from trust 
funds financed by company contri- 
butions of five cents for each hour 
of employe pay. At year’s end, these 


trust funds totalled about $22 mil-| 


lion. 


Bill Would Free 
Driver-Training 


Cars from Excise 


WASHINGTON .—If a bill being 
considered by the House Ways and 
Means Committee is enacted into 
law, the cause of driver-training 
and highway safety will be helped 
immeasureably, according to Rep. 
William H. Avery, Kansas Republi- 
can. 

Avery’s bill would amend the In- 
ternal Revenue Code to exempt 


from Federal excise tax automo- | 


biles furnished without charge to 
schools for use in driver-training 
programs. 

The measure has been endorsed 
by NADA and is supported by the 
nation’s new-car and new-truck 
dealers. Last year these dealers 
loaned 9,253 cars, valued at an 
estimated $20,819,250 to schools for 
behind-the-wheel training. 

According to Avery, the manu- 
facturers’ excise tax is a complete 
loss to the dealers who lend the 
cars as a public service. Usually 
the cars loaned are new cars on 
which the tax is paid. After the 
school year the cars are returned to 
the dealers who sell them as used 
cars. 

Avery said passage of his bill 
would increase the number of cars 
loaned to schools. He called driver- 
training classes a major factor in 
reducing highway accidents and 
said studies show that this train- 
ing, and especially behind-the- 


wheel experience, is important in 
reducing accidents. 





A Million Engines— 


Frank Maly, left, production manager, 
and Fred J. Meredith, right, plant man- 
ager, supérvise final assembly of the mil- 
lionth engine produced at Ford's Cleve- 
land engine plant No. 2. Robert Kuhn, 
veteran Ford employe, tightens the final 
screw. The plant started production in 
Feb., 1955. 


Conflict Feared 
For Big Shows 


AMA Bids to Iron Out 
N. Y., Chicago Dates 
(Continued from Page 1) 
they’re both too big and impor- 
tant. 

“We feel the New York setting is 
most vital because of the nationwide 
publicity, which we feel is impos 
sible to obtain in any other city,” he 
asserted, ruling out any possibility 
of the auto makers taking over the 
Chicago exposition as the national 
show. 





* * * 


E? CLEARY, manager of the Chi- 
cago Automotive Trades Assn, 
which sponsors the Chicago show, 
declares “we have been working on 
the problem for several weeks but 
thus far haven’t been able to find a 
solution.” 


“The Navy Pier is too small for 
our show,” Cleary said, “which 
leaves only the Amphitheater and 
that place is booked solidly until 
late March. There is a remote pos- 
sibility that we might be able to 
move our dates to Jan. 27-Feb. 2, 
if we can get the Plant Mainte- 
nance show to vacate those dates. 
But thus far, we’ve had no luck 
on that score.” 


Cleary said the AMA had sug- 
gested a possible late November 
show for Chicago, but General Mo- 
tors executives pointed out that 
some of their 1958 models would not 
be ready in time. December dates 
would not be suitable because of the 
| proximity of Christmas, he said. 


* = « 

i’ of important in- 
* dustry events immediately fol- 
lowing Jan. 4-12—such as the an- 
nual NADA convention in Miami, 
Jan. 11-15, and the Detroit Auto 
Show, Jan. 18-26—further compli- 
cates the situation. 


The first maker-sponsored auto 
show since 1941 was held last Dec. 
8-16 upon completion of New York’s 
Coliseum. Auto officials felt that a 
December show date, while con- 
flicting with Christmas shopping, 
also did not hypo auto sales as 
much as would a January event 
when winter doldrums have set in. 

Chicago dealers, who will pre- 
sent their 50th anniversary auto 
show next year, have traditionally 
held their exposition early in the 
year. The shows have drawn 
around 500,000 persons annually 
in recent years. 

Elaborate exhibits built for the 
New York show last December 
were moved to the Chicago show in 
January. Experts point out that it 
requires roughly 10 days to two 
weeks to move exhibits from one 
city to another. 


Thus, if either the N. Y. or Chi- 
cago shows are moved ahead a cou- 
ple of weeks, Detroit's event will 
probably have to miss the elaborate 
exhibits—unless, of course, dates for 
the Motor City show are moved. 





‘Segregate Autos 
From Humans, 


Architect Urges 


LOS ANGELES.—The only way 
to keep from killing the auto in- 
dustry and prevent the death of 
cities is “to create reservations for 
the human race and reservations 
for the automobile race,” according 
to a nationally known architect. 

“Automobiles are strangling our 
lives and economy to the point 
where the danger has become a na- 
tional emergency,” Victor Gruen 
said in speaking before the Insti- 
tute of Real Estate Management at 
a dinner here. 

“The main threat,” Gruen ex- 
plained, “comes from the fact that 
automobiles have outgrown the 
old-fashioned gridiron street system 
that covers most cities of the U.S. 

Streets, roads, and highways ful- 
fill a dual function, Gruen said. 
They form the organizing lines 
along which all structures are ar- 
ranged and they carry all motorized 
traffic, whether moving or parked. 

“The devilish thing is that these 
two uses are diametrically oppos- 
ed,” he _ said. 

“We cling to this concept, even 
though we know better...” 
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more people ride on Goodyear tires 


than on any other kind 
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NADA Concerned ... 


By John K. Teahen Jr. 
Staff Writer 
hyo advertising be 1957's big 
problem ? 

NADA asks that question in its 
current newsletter. The dealer or- 
ganization said reports indicate 
that “in isolated locations a new 
upsurge in false, misleading and 
deceptive advertising is taking 
place.” 

The association has urged its 
members to send copies of such 
newspaper advertising to NADA 
headquarters in Washington. 

NADA’s fight against blitz adver- 
tising is a long-standing one, and 
it has borne considerable fruit dur- 
ing the last year. A set of stand- 
ards drawn up by NADA and the 
Assn. of Better Business Bureaus 
has been adopted as a guide in 
many cities. 

















* + 


HE dealer group sums up its 
stand on advertising in this 
manner: “NADA believes that ad- 
vertising, as a whole, should not 
create a misleading impression even 
though any statement, illustration 


Judge Ponders 
Decision in Suit 


Against Ford 


WINSTON-SALEM, nNc— Argu- 
ments by attorneys of both sides in 
the $1,419,462 damage suit Miller 
Motors, Inc. filed against Ford 
Motor Co. have been heard by 
Judge Roszel C. Thomsen, in US. 
District Court here. 

Judge Thomsen, who tried the 





















case without a jury, did not indi- 
cate when he would announce his 
decision, but told attorneys it prob- 
ably will be some time before a 
ruling could be made due to the 
lengthy testimony and numerous 
documents and papers filed as evi- 
dence. 

Examination of more than 100 
individual items of evidence, occu- 
pied much of the time of the at- 
torneys when court was reconven- 
ed for argument, Presentation of 
testimony was completed Feb. 13 at 
which time Judge Thomsen recess- 
ed court in order to permit court 
stenographers to prepare tran- 
scripts of testimony. Trial of the 
case had required almost two 
weeks. 

Miller Motors alleged monopolis- 
tic practices, coercion in dealer re- 
lations and cancellation of its Lin- 
coln-Mercury franchise in 1954. 


Lincoln Employes 
Begin Moving 


DEARBORN.—An advance group 
of about 440 salaried employes of 
the Lincoln division of Ford Motor 
Co. have moved into the new gen- 
eral office building and manufac- 
turing plant in the Novi-Wixom 
(Michigan) area. 

The group consists of manufac- 
turing, industrial relations and ad- 
ministrative services personnel, who 
will install equipment and organize 
employe services in advance of the 
general occupancy of the facilities 
in about a month. 

The balance of the 1,200 salaried 
employes will move from Lincoln’s 
present headquarters in the Rouge 
area in early April. A major ex- 
pansion of the hourly personnel 
force will begin in May. 


Man of Year 


Llewellyn Wins Honor 


In Lorain, O. 


LORAIN, O.—George G. Llewellyn 
jr., 28, general manager, Llewellyn 
Motor Co. (Pontiac), and president, 
Lorain County Automobile Dealers 
Assn., has been honored with the 
Jaycee’s “Young Man of the Year” 
award. 

Liewellyn was described asa 
“young man who had sown well 
his seed by his devotion in time 
and energy to make Lorain a bet- 
ter community.” 

His father started the dealership 
in 1919 and became a Pontiac dealer 
in 1940. The son joined the firm in 
1947. 



















































Blitz Ads Are Sneaking Back 


or device therein—separately con- 
sidered—is literally truthful. 


“Advertising should be accurate 
and clean, and should not be un- 
fair, confusing or deceiving to the Dodge dealers combined to adver- 
public in any manner.’ tise a 1957 two-door sedan for 

Auto advertising has improved | $2,189 delivered. Copy said, “No 
greatly in the last year as more | d0ubletalk, asterisks or fine print 
and more dealers have learned | to read—this is your drive-it-away 
that a clever ad which does not | Price.” 
insult the reader’s intelligence 
brings better results than the 
blitz-type promotion, 

For example, in the Pittsburgh 
area, Stoffan.Motors, Inc. (Chrysler- 
Plymouth), Dormant, Pa., pictured 
a wise old owl who declared: “It’s 
a wise man who buys his summer 
transportation now. Yes, it’s freez- 
ing outside, but now is the time for 
the hottest deals.” 

* * + | 

Fyne Pittsburgh dealer, 

Pankopf Ford, proclaimed that 

every day is “sale day” at its es- 
tablishment. 

“No gimmicks, no comeons,” the 
ad continued. “No ridiculous down- 
payment claims with forever to pay. 
But the record shows our customers | 


can cut your transportation costs 
by buying your Ford this week- 
end at Rollins.” 


* * ad 


ARIO-BUICK, Pawtucket, R. L, 

placed a full-page ad to an- 
nounce “extra-bonus week.” The ad 
included pictures of B, A. Dario, 
president, and 14 members of his 
staff. 

The dealership also entered the 
giveaway field with an offer of a 
free portable radio with each new 
car purchased during the week. 


Easy terms were the selling 
point used by Luby Chevrolet, 
Baltimore. The dealership offered 
choices of no money down with 
sufficient collateral, $139 down or 
$9.68 a week. 

The last-named deal is $41.95 a 
month and was based on one-third 
down and 36 months to pay, the 


get wonderful deals, excellent | dealership said, The 36-month con- 
terms, unexcelled service.” 

In Wilmington, Del., Rollins 
Ford promoted its Washington’s 
Birthday Open House by saying, 
“George needed a hatchet to chop 
down his cherry tree, but you 


tract also has returned to ads in 
other spots in the East, South and 
Midwest, 

The long trade was used as a 
jlure by Kilborn’s (Dodge- 
| Plymouth), Decatur, Ill. Its ad men- 
tioned, “$600 or more tradein allow- 
ance for any car that can be 
| pushed, towed or carried into our 
| showroom.” 










Wonder Car City 
Gets °57 License 


- * + 


EW ENGLAND MOTORS, INC. 


+ odge-Pl - id 
After Rehearing ‘eae a belle none: eee 


nohow, nowhere can give you a new 
oakene aio ‘bas dees tee te 1957 Plymouth or Dodge for less 
Wonder Car City, incorporated as money. 
Car City, Inc., by the Illinois Secre- 
tary of State’s office following a re- 
hearing, the Chicago Better Busi- 
ness Bureau reported. The State 
had refused to renew the license in 
an dealer action. 


The BBB, however, has asked one 
of the firm’s principals for written 
assurances regarding future adver-| 
tising and selling practices as a) 
condition for withdrawing its own | 

“not in the public interest” advices | 
to principal media. 

“These assurances,” the bureau | 
said, “include pledges that Wonder; It has been reported that Jim 
Car City will discontinue previously | Moran, Courtesy president, has paid 
exposed ‘baiting’ and ‘bushing’ tac- | $750,000 for 87 first-run movies for 
tics, as well as its alleged practice | t television, The transaction was said 
of inducing some customers to sign | to be the largest film-package deal 
contracts in blank.” |yet signed by an individual client. 


same theme but was more verbose. 
|The dealership said, “We intend to 
sell more cars in March than have 
ever been sold by any one dealer— 
|}anywhere — anytime in any one 
month. 

“And how are we going to ac- 
complish this alltime sales feat? 
By giving car buyers—you—and 
you—and you—the Number One 
deal—the best deal ever offered 
by any dealer — anywhere — any- 





Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


March 6 $1,150. °55 Ranch Wagon, $1,430; 


AUTOMOTIVE NEWS, MARCH 11, 1957 


Courtesy Ford, Chicago, used the| 


time—any place.” | 















Sports Car Highlights 





In Maryland, 14 Baltimore-area 








Rambler Palm Beach by Farina— 


One of the most talked-about models at the Sports Cars in Review exhibit is the 
Rambler Palm Beach, which has a Farina body on a Rambler chassis. The car is listed 
as an Italian make in the show roster, although it now is owned by American Motors. 
AMC said it has no plans to produce the Palm Beach. The sports-car exhibit will con. 
tinve through March 24 at Henry Ford Museum, Dearborn. 


An Auto Show for Sports-Car Fans— 


| An auto show featuring models manufactured thousands of miles from the motor 
| capital is in progress at the Henry Ford Museum, Dearborn. 
Sports Cars in Review which will run through March 24. On display are 45 models 
from Germany, Italy and England, plus a Corvette, a Thunderbird and three old-timers 
from the early days of US. avutodom. 


It's the sixth annval 





Sports-Car Exhibit Opens... . 


Sleek, Low and Speedy 


Review. 





| Fairlane (8) Victoria, $1,350°, $1,- 
(Sold 160 cars out of 306 entered.) | 275*, $1,225*: 2-dr., $1,060*: station 
BUICK—'56 Century Riviera, $2,150* wagon, $1,100*; Custom (8) 2-dr., 
(ps), $2,040* $1,915*; Special Rivi- $1,030*, $910; 4-dr.. $965; Custom 
era, $2,050° (ps), $1,895*, $1,865 (ps); (6) 2-dr., $835; Main (8) 2-dr., $800; 
Super 2-dr., $1,600° (ps). °55 Super Main (6) 2-dr., $780. "54 Custom (8) 
Riviera, $1,485° (ps); Special Rivi- 2-dr., $825, $700, $640; 4-dr., $765, 
era, $1,425*, $1,285*, $1,260°; RM $700*; Main (8) 2-dr., $525. ‘53 
conv., $1, 400° (ps). '54 Century Rivi- Country sedan, $720; Custom (8) 4- 
era, $1, 150°; Special Riviera, $1,140*; dr., $540, $500, $460; 2-dr., $535, 
Super Riviera, $1,070°. "53 Super $405, $325, $285. °52 Crest (3) Vic- 
Riviera, $750° (ps), $630*°; toria, $540*. 51 2-dr., $150. 
2-dr., $875*; Riviera, $735*. "51 Spe- LINCOLN—’56 Premiere 4-dr., $2,675* 
"50 Super 4-dr., (ps). 
MERCURY—’56 Montclair Hardtop, $1,- 


cial 4-dr., $225. 
800*. "55 Monterey Sun Valley, $1,- 


$110*. 
CADILLAC—'55 (62) coupe de Ville, 

285°. "54 Monterey 2-dr., $800; 4-dr., 
$770. ‘53 Monterey Hardtop, $630*, 


$2,600° (ps). "53 (62) 4-dr., $1,110*. 
OCHEVROLET—’'56 Two-ten (8) station 
$320; 2-dr., $460. 
NASH—'56 mbler station wagon, $1,- 


wagon, $1,625*; 2-dr., $1,250*; Bel 

Air (8) 2-dr., $1,600*; Two-ten (6) 

4-dr., $1,575*: 2-dr., $1,213, $1,150. 475. °55 Rambler station wagon, $1,- 

’55 Bel Air (8) Hardtop, $1,400*, $1,- 255. '54 Rambler 2-dr., $460. 
OLDSMOBILE—'55 (98) Holiday, $1,- 

775*, $1,725*, $1,520°; (88) Holiday, 


340°; 2-dr., $1,160; 4-dr., $1,065; 

Bel Air (6) 4-dr., $1, 120*; Two-ten 
$1,760*°, $1,580* (ps), $1,580°; 2-dr., 
$1,195*. '54 (98) 4-dr., 2 at $1,400° 


(8) station wagon, $1,350; Two-ten 
(ps); conv., $1,400* (ps); (88) 2-dr., 


: gene; One-fifty (6) 

wagon, $1, "oe; ar, $735"; $1,135. '53 (98) Holiday, $650*; (88) 

Bel Air (8) 2-dr., $800* (ps); 4-dr., 4-dr., $525°. 
$750*, $600. '53 Bel Air Hardtop, PACKARD—’53 Clipper 4-dr., $360°; 

; Two-ten 4-dr., $560; 2-dr., 2-dr., $310*. 
$415.. "52 SL Deluxe station wagon, PLYMOUTH—’56 Belvedere (8) 4-dr., 
$525; 2-dr., $260. '51 SL Deluxe 4- $1,350*; Savoy (8) station wagon, 
dr., $290*; 2-dr., $140, $100. $1,690°. °55 Plaza (8) station wagon, 
CHRYSLER—'55 NY Hardtop, $1,725*, $1,110; 2-dr.. $675; Belvedere (8) 
$1,710*; 4-dr., $1,710*; Windsor Nas- Hardtop, $1,100*; Savoy (8) 4-dr., 
Hara si, (Ps), $1,400". leat $935°, "te Betvedeve oan, $520: 
patho’ (oe); ‘teas, amon Plaza 2-dr., $465. °53 Cranbrook 4- 
$450, $375; 2-dr., $325. 


DesOTd—'s3 Powermasier 2-dr., $525 dr 
F rmaster i e, “s 
DODGE—’57 Royal 4-dr., $2,366° (pe). PONTIAC—’55 Star Chief (8) Catalina, 
$1, 695°. 55 Royal $1,450°, 2 at $1,370*, $1,325°, $1,- 
ye dr., $1,175* (ps), 275°; 4-dr., $1,250*. '54 Chieftain (8) 
. BA Royal 2-dr., $700*; Cor- Catalina, ; . 
onet (8) conv., $540. 
— "ST Country sedan, $2,410* 
(ps); Fairlane (8) 500 , $2,- 
030. '56 Country sedan, $1, ;' Cus- MISCELLANEOUS —'5S4 Ford %-ton 
tom (8) 2-dr., $1,165, $1,150; "4 dr., stake, $665, $630. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 42, 44, 46, 49 and 50 


Special 





$470°; 4-dr., 


$505* ; \ 
$425°. '51 (8) 2-dr., $280°. 


tirely to sports models. 


Visitors will see 18 models from 
England, 17 from Germany, 10 from 


Italy and five from the US. 


The U.S. contingent consists of a 
Thunderbird, a Corvette and three 
old timers—two Stutz models and a 
1927 Kissel Speedster which once 
was owned by heavyweight champ- 


ion Jack Dempsey. 


The uninitiated may decide that 
many of the foreign makes are not 
his cup of tea, but he will not 
mention this fact to his enthralled 
co-visitors. To them, the European 
models are every bit as familiar and 
attractive as the cars rolling from 


American assembly lines. 


The low, sleek models impart a 
promise of speed, and their makers 
have built in plenty of that com- 


modity. 


The exhibit includes 17 cars 
with listed top speeds of 120 miles 
an hour or more, headed by 
Maserati and Mercedes racers 
which are listed at 165. Rated at 
140 are an Allard J-2, a Ferrari 
250 Europa and a Jaguar XK-140. 

Also on display is the complete 

Jaguar XK-140-MC line— a conver- 
tible, roadster and hardtep—rated 
at 125 miles an hour, Another eye- 
catcher is the MG-A closed coupe, 
a@ model for sports-car fans who 


like a roof over their heads. 


Among the smaller models, a 





DEARBORN. — The experts, the 
devotees and the curious began 
|trooping into the Henry Ford Mu- 
|seum last Saturday (March 2) for 
the sixth edition of Sports Cars in 


Show officials estimate 75,000 
persons will view the 50 cars on 
display before the exhibition 
closes March 24. It’s billed as the 
nation’s only show devoted en- 


| Ghia-Karmann Volkswagen and the 
| Alfa Romeo Guillietta drew atten- 
tion. 

The former has a Ghia body built 
by Karmann of Germany, while the 
Guillietta, called an “economy 

(Continued on Page 61, Col. 4) 





Tips From George— 


While portraying George Washington, 
William Hogan, Pontiac district manager, 


gives members of the Pontiac Master 
Salesmen’s Guild in New York a few sell- 
ing tips based on Washington's Revolu- 
tionary War experiences. “While we were 
in Valley Forge sitting around the camp- 
fires, we weren't accomplishing anything. 
But when we got up and went out looking 
for the enemy we won the war,” George 
pointed out. ‘There's one thing | want you 
men to know. This ain't no Valley Forge! 
You can't sit around the campfire or show- 
room. You have to get out and meet peo- 
ple. You have to show them what you got 
to sell,” he advised. 















espa for a Hero's Wile 


Yes, until The Inquirer acted ! 
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ne On September 13, 1956, George Dorsey was a 30-year-old Philadelphia policeman 
built with three small children and a life of challenge and hope. One day later, he was 
> the in a hospital bed, completely paralyzed by a gunman’s bullet. His future a ques- 
ae tion mark. 






While George Dorsey struggled to regain some measure of physical usefulness, his 
wife and children faced the bleak prospect of losing their home, their possessions, 
their unity. 

And then, The Philadelphia Inquirer Charities, Inc.—a fund established for 
charitable purposes—rose to a need 


An appeal for the Dorseys appeared in the columns of The Inquirer. In just 11 
days, 25,000 responsive Inquirer readers contributed over $115,000 to insure 
the Dorseys’ future. 


People respond eagerly and magnificently to a cause only when they have complete 
belief in the integrity of the defender of that cause. It is this kind of loyalty that 
The Inquirer evokes in Delaware Valley. This same loyalty is also shared by 
Inquirer advertisers. 


_ The Philadelphia Prguirer 


Now in its 24th consecutive year of total advertising leadership 


Loyalty to a 
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Ark. Pro 1 Gains... 


AUTOMOTIVE NEWS, MARCH 11, 1957 


Colo. Dealers Back 
Big 3 in Bill Fight 


(Continued from Page 1) 


continue their efforts to help solve 
some of the serious industry prob- 
lems that have caused legislative 
agitations. 

Forrest Knox, of Loveland, presi- 
dent of the Colorado association, 
conceded that the present dealer 
licensing law had some shortcom- 
ings, but expressed hope that these 
can be offset by good administration 
and close cooperation with dealers. 

Legislation of the type now pend- 
ing in Arkansas and Colorado has 
zipped through a third of the 
state legislatures with few dissents. 

* * * 


Identical Statutes 

r= example, the adjacent states 
of Kentucky, North Carolina 

and Tennessee all put virtually 

identical licensing and anti-coer- 

cion laws into effect in 1956 and 

1957. 

Dissenters in each of these states 
were far in the minority, guberna- 
torial approval was enthusistically 
given and no high-ranking execu- 
tives from Detroit ventured to the 
assault in any of the three capitals 
—Frankfort, Raleigh or Nashville. 

The laws in Kentucky, North 
Carolina and Tennessee bear a 
close resemblance to the bills 
introduced in Arkansas and 
Colorado, which are efforts to 
overcome the objections raised 
by the courts, 

These measures establish a state 
administrator and an _ all-dealer 
board to control licensing of dealers 
and factories. 

Hufstader complained in _ his 
testimony against this type of set- 
up, although it has operated for 
many years in Rhode Island and 
Wisconsin, states with years of ex- 
perience in regulating factory- 
dealer relations. 

> . > 
IHE old Colorado law was struck 
down by a three-judge Federal 
court because it required court ap- 
proval of all franchise terminations 
and forbade factory inducement of 
dealers. 

The court said the requirement 
for court approval of terminations 
violated the right to contract, while 
inducement could be regulated but 
not banned in the same manner 
that coercion was outlawable. 

Arkansas’ 1955 law was struck 
down nearly a year ago by that 


state’s Supreme Court, which | 


called the measure class legisla- 
tion because it exempted used- 
car dealers. 

The new Colorado bill (HB 317) 
omits the disputed court-approval 


clause and inducement ban. It gives | 


the dealer board and state vehicle 
administrator full powers to regu- 
late conduct of automotive business 
in Colorado, following the pattern 
of similar legislation in 12 other 
states. 

The proposal would require Sun- 
day closing by all dealers and 
limit hours of operation during 
weekdays to the hours the adminis- 
trator’s office was open, thus barr- 
ing night hours. 

” = . 
OK for Inefficiency 

NTI-COERCION features of 

both the Arkansas and Color- 
ado bill were assailed by Hufstader. 
He warned that enforcement of the 

statutes would compel GM to deal 
with nonfranchised dealers, because 
inefficient franchised dealers would 
be able to hang on to their licenses. 

Ford’s Darragh said he thought 
the proposed Colorado legislature 
would “disrupt the present good 
relations between the manufactur- 
ers and their dealers, raise numer- 
ous legal questions in the day-to- 
day conduct of the motor vehicle 
business in Colorado and burden 
the free and competitive flow of 
new cars, parts and accessories, to 
the detriment of the buying public 
of this state.” 

Darragh said manufacturers 
must not be forced to “continue 
indefinitely to do business with 
incompetent or inadequate deal- 





ers.” He said licensing power, 
which would be in the hands of 
the board made up of licensed 
dealers, would “regulate compen- 
sation” in Colorado. He predicted 
this eventually might lead to 
higher prices. 

Somerville, assistant to the dealer 
relations vice-president of Chrysler 
Corp., told the Colorado House 
Judiciary committee it would be 
unfair to single out the auto in- 
dustry for government control, He 
said manufacturers have no inten- 
tion of weakening their dealer or- 
ganizations by coercion since 
“neither can exist without the 
| other.” 

* * a 


RED M, Winner, Denver attor- 


|merely would shift the burden of 


facturer 
arise over a sales franchise. 


director, 
nue department is concerned is to 


mobiles. 


“That would protect the buyers 
from getting a car represented 
as a ‘near new’ car, one that 
has been wrecked” or has been 
in service for a car rental agency, 
he declared. 

Of the eight states accounting 
for more than 50 percent of the 
| new-car market, only New York has 
|a factory-registration law. This law 
also forbids cancellations of dealer- 


testimony from only one factory 
spokesman, the now retired Don 
| Ahrens, former Cadillac genera) 
manager. 

However, neither New York nor 
|any of the seven other “top market” 
states regulates coercive practices. 


gan, Ohio, Illinois, Indiana, Texas 
}and Pennsylvania. 
* = = 


Ohio Eyes Dealers 





| 
|with an all-dealer commission pos- 


sessing subpoena and suspension | 


powers. 
Proposed factory-dealer laws 
made little headway last year in 
Texas and Massachusetts, 
Iowa, Louisiana, Minnesota, Mis- 
| sissippi, 
|South Dakota and Virginia also 


license factories and dealers and} 


impose varying restrictions on 
trade practices. 

The Rhode Island, Virginia and 
Wisconsin laws have provided the 
models for the Arkansas and 


Colorado statutes. 


ee 


- 


Popular Speedometer— 
A survey of 14,000 Studebaker owners 


has disclosed that for 85 percent, the 
safety-eye speedometer would now be a 
reason they would purchase a Studebaker. 
Standard on all Studebaker sedans and 
station wagons, the speedometer is 
mounted on top of the dashboard. The 
speed travelled is shown in magnified 
numerals which are also colored to indi- 
cate the speed ranges. 


connection with the legislation, said | 
its provisions protecting the dealer | 


proof from the dealer to the manu- | 
in cases where disputes | 


John Healy, deputy state revenue | 
said the prime purpose | 
of the bill, as far as the state reve- | 


require “abstracts of title” on auto- | 


ships without cause and was) 
adopted last year with opposition | 


These seven are California, Michi- | 





(Fr does police a dealers’ and | 
salesmen’s licensing statute) 


Nebraska, Oklahoma, | 





German Heinkel Makes American Debut— 


“Only 51 inches high,” exclaims Salvatore Pescetti as he measures the first Heinkel 


> | “Cabin Cruiser” flown in from Germany 
ney representing the state in | 


on a Pan American World Airways plane. 


Models Janice Wells, left, Patty Long and Stewardess Erika Nusken fit comfortably 


into the 99-inch long, four-wheeled vehicle, said to give up to 94 miles per gallon | 


of gas and a maximum speed of 56 m.p.h. Jacques Elmaleh, president, East Land 


Motor Corp., Brooklyn, N. Y., plans to distribute the Heinkel to dealers for sale at a| 
Price of $998. The car also is being distributed to Montreal. 





Chrysler Earnings Rising; 
Kelley Leaves as Director 


NEW YORK. — High sales plus 
improved operating efficiency have 
boosted Chrysler Corp.’s earnings 
for the first two months of 1957 
above the earnings for the same 
period last year, according to F. W. 
Misch, finance vice-president. 

Addressing a New York Society 
of Security Analysts last week, 
Misch said, “I can tell you that 
our earnings for the first two 
months of this year are ahead of 
those in the first two months of 
1955. 

“For the first quarter of 1955, we 
earned $3.96 a share.” 


Declaring that the company’s! 


principal problem this year was to 


| meet demand, he added that Chrys-| 


ler Corp. was shipping 32,000 cars a 


P. C. Ackerman N. Kelley 
week to dealers this year, compared 
to 17,000 cars a week at this time 
last year. 

Meanwhile, in a proxy statement 


released last week, Chrysler Corp. | 


revealed the following salaries for 
its top executives last year: 

L. L. Colbert, president, $250,- 
900; James C. Zeder, vice-presi- 
dent, $135,400; C. L. Jacobson, 
vice-president, $115,300; K. T. 
Keller, former chairman, $103,709 

(part year); W. C. Newberg, auto- 
motive group vice-president, $100,- 
450; John P. Mansfield, Plymouth 

general manager, $100,450; E. C. 
Quinn, Chrysler division general 
manager, $100,450; Misch, $86,583; 
L. IL. Woolson, DeSoto general 
manager, $85,300; the late Carl J. 
Snyder, vice-president, $57,750 
part year); E. C. Row, adminis- 
trative vice-president, $52,783 
(part year), and the late C. B. 
Thomas, vice-president, $46,242. 

The proxy also revealed that 
Nicholas Kelley is retiring as a 
director of Chrysler Corp. although 
his firm will continue as general 
counsel. Nominated to succeed Kel- 
ley was Paul C. Ackerman, engi- 
neering director. 

Kelley worked closely with Walter 
P. Chrysler in establishing Chrysler 
Corp. in 1925 from a reorganization 
of Maxwell Motor Corp. He had a 
leading part in acquiring Dodge 
Bros. Corp. in 1928 and was named 
a vice-president in 1937. 

In addressing the analysts, Misch 
said that despite the heavy factory 
shipments, “Our dealers’ inventories 
have not increased significantly. 
From Christmas week on, we have 
consistently sold 19 percent or 


better of all cars retailed in the 
U. 8.” 


He said the company’s shipments 
of vehicles in the first quarter of 
1957 are expected to exceed 416,000 
in the U. S. and Canada, second only 
| to the record total of 456,000 shipped 
jin the same 1955 period. He re- 
| affirmed Chrysler Corp.’s earlier es- 
| timate that the 1957 auto market will 
range from 6 to 6‘ million units. 


Discussing the new group mar- 
keting organization, Misch com- 
mented, “The long-term effect is 
to be a gradual modification of 
our dealer alignments, tailored to 
local circumstances; to give the 
| strengths and weaknesses of in- 
dividual establishments, and de- 
| signed not just to give us ade- 
| quate outlets, but to maximize the 
__ opportunities of each of 
them. 


“There is nothing altruistic about 
| that last statement. Sales that yield 
| profit for the manufacturer but not 

for the retailer only pile up trouble 
for later years. One of the best 

assets any producer can have is a 
| strongly established, enduring, re- 
tail representation.” 

Declaring that Chrysler Corp. may 
well end up with four or even five 
distinct dealer structures, he said, 
“The Imperial car is making such 
a special place for itself in the 
luxury market that it is likely to 
rate separate handling in some of 
the metropolitan centers. 

“But we also are likely to have 





an arbitrary separate selling effort, 
| but the best and most penetrating 
| Sales effort we can get on behalf 
| of each of our cars.” 
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Aluminum Parts— 


New applications of aluminum to auto- 
motive electrical components were de- 
scribed at SAE passenger-car meeting last 
week. Reynolds Metals engineers cited 
generator end ball housing, lower left; 
distributor housing, above, and headlamp 
housing as aluminum possibilities tending 
to reduce manufacturing costs. 


in many places multi-line combina-| 


| tions, because the objective is not} 


Engine in Rear 


Seen Nearer 


SAE Told Consumers 
Are More Receptive 
(Continued from Page 2) 


EC grade copper,” they stated, 
“is only 61 percent of that of 
an equal volume of aluminum, 
However, because the density of 
aluminum is about 30 percent that 
of copper, for equal electrical 
conductivity only 485 pounds of 
aluminum are needed to replace 
one pound of copper. 

Lewis and Meekins listed the fol. 
lowing advantages for electromag. 
netic coils and electric power leads 
and wiring harnesses: 

1, Conductor cost savings of up to 
50 percent in wire sizes of AWG 
No, 25 and larger. 

2. Additional cost savings in 
manufacturing and inventory con- 
trol, with reductions in storage and 
manufacturing space required. 

3. Improved performance owing 
to superior imsulation systems 
and good heat transfer character- 
istics. 





4, Effective joining methods are 
| available at low cost. 

5. Strip conductor is adaptable to 
high production techniques for 
coils, power cables and wiring har- 
nesses, 

6. Material is readily available. 

= * * 


AULTY aiming of the best- 

designed and most adequate 
headlights can reduce the night 
vision of drivers as much as two- 
thirds, it was reported by V. J. 
Roper, of General Electric. He said 
the situation is improved by the 
use of dual lamps on ’57 models and 
the incorporation of aiming pads 
simplifying adjustment, but he 
called upon motorists to have head- 
lamps aimed and adjusted periodi- 
cally to give them better vision and 
to save lives on the highway. 

Roper said that headlamp beams 
must be adjusted within close 
tolerances to half-degree down and 
two degrees to right of straight 
ahead so that roads will be properly 
illuminated 300 feet ahead. 

In the 1957 dual-unit system, 
Roper added, each beam is pro- 
vided by a filament at the opti- 
mum position for best illumina- 
tion. 

“But,” he added, “Let me again 
emphasize that this new dual-unit 
system, or any headlamp system, is 
only as good as it is aimed.” 

| Aluminum Co. of America’s R. V. 
Vanden Berg declared that ano 
dized aluminum trim has nearly 
doubled in automotive use in the 
|last year. 
= * * 


13 Percent for Trim 


| ¥7ANDEN BERG, head of Alcoa's 
finishes section, told a meeting 
on new automotive finishes that 
more than 13 percent of all alumi- 
num used on ’57 models is trims. 

T. J. Wallag, of Ford, said that 
improvements need to be made in 
materials for convertible tops. 
Commending suppliers for “trying 
hard,” he said the industry still is 
seeking a more ideal material for 
this tough application. 

* = - 
vue meeting was told by L, D. 
Cobb, of New Departure, that 
vacuum-melted steels are greatly 
extending the service life of ball 
bearings. 

Progress in rear axle design 
was reviewed by Robert P. Lewis 
and Loren J. O’Brien, of Dana 
Corp. They said that independent 
rear wheel suspension promises 
to improve the ride, handling, and 
safety of American cars. The new 
differentials, they added, probably 
will be of the limited slip rather 
than full non-slip type and de- 
signed to accommodate “jack- 
rabbit starts” and to assure trac- 
tion when one wheel is on a 
slippery surface, 

Application of the principle of 
air-springing to the Cadillac El- 
dorado Brougham was explained by 
V. D. Polhemus, L. J. Kehoe jr., F. 
H. Cowin and §, L. Millikin, all of 
General Motors, They said this type 
of suspension appears to give the 
softer, level ride which American 
motorists desire and “which seldom, 
if ever, can be achieved with steel 
| springing.” 
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OFFICIAL TWO-WAY FLYING MILE SPEED RUNS 
(U. S. Production Pass. Cars) 
Wednesday, February 13, 1957 


Class 7—Over 350 Cubic Inches Two-Way 
Pos. Driver Car Average 
1. Red Byron, W. Palm Beach, Fia., (300C) 57 Chry. 134.128 
2. Frank Ramey, Abbeville, S. C., 57 Buick 130.766 
3. Fran Hernandez, Long Beach, Calif., 57 Ford 130.058 
4 
5 


Speed 


. Edward Lyons, Grayville, Iil., (D501) 57 Dodge 129.753 
. Jimmy White, Abbeville, S. C., 57 Buick 129.683 


Wednesday, February 13, 1957 


Class 6—305 to 350 Cubic Inches 

1. Joe Littlejohn, Spartanburg, S. C.., 
2. Jim Stonebraker, Fairview Park, O., 

3. Dr. L. D. Morris, Mt. Carmel, Iil., 

4. Ronnie Householder, Detroit, Mich., 57 Plym. 126.205 
5. Bud Wilcox, Lakewood, N. Y., 57 Ford 125.239 


Tuesday, February 12, 1957 


Class 5—259 to 305 Cubic Inches 

1. Paul Goldsmith, St. Clair Shores, Mich., 57 Chev. 131.076 
2. Jesse Piatt, New Lebanon, O., 57 Chev. 130.199 
3. Speedy Thompson, Charlotte, N. C., 57 Chev. 129.310 
4. Ray Fulmer, Jr., Saluda, S. C., 57 Chev. 129.055 
5. Tom Helsinger, Sr., Excello, O., 57 Chev. 127.660 


Tuesday, February 12, 1957 


Class 4—213 to 259 Cubic Inches 
. Smokey Yunick, Daytona Beach, Fic., 


57 Pont. 131.747 
57 Pont. 131.531 
57 Pont. 128.434 


57 Chev. 102.157 


2. Dick Joslin, Orlando, Fia., 57 Chev. 95.707 
3. James Quinn, Oneonta, Ala., 57 Chev. 95.112 
4. Hal Martinson, Long Beach, Collif., 57 Ford 94.874 
5. Dagmar Moore, Wyandotte, Mich., 57 Chev. 94.525 


Thursday, February 14, 1957—"BIG THREE" 


1. Al Simonsen, Cambridge, Wisc., 57 Chev. 118.460 
2. Lonnie Hilliard, Palatka, Fia., 57 Chev. 115.849 
3. Ned Decker, Sherwood, O., 57 Chev. 113.852 
4. Joseph Blais, Long Beach, Callif., 57 Ford 111.836 
5. Billy Swindell, Ludowici, Ga., 57 Chev. 111.767 
OFFICIAL TWO-WAY FLYING MILE SPEED RUNS 


“EXPERIMENTAL CARS" 


Monday, February 4, 1957 


1. Wally Parks, Los Angeles, Calif., 57 Plym. 159.893 
2. Art Christman, Compton, Calif., 57 Merc. 154.176 
3. Fran Hernandez, Long Beach, Calif., 57 Ford 147.059 
4. Vern Houle, South Gate, Calif., 57 Merc. 146.759 
5. Karol Miller, Houston, Texas, 56 Ford 140.078 


OFFICIAL TWO-WAY FLYING MILE SPEED RUNS 
"Prestige Class Cars"—Tuesday, February 5, 1957 
1. Ernie Walls, Indianapolis, Ind., 57 Linc. Contin. 108.860 


OFFICIAL TWO-WAY FLYING MILE SPEED RUNS 
“SPORTS CARS" — Monday, February 18, 1957 
Class B—5,000 to 8,000 cc—305.10 to 488.16 cu. inches 
- Harold Mauck, Long Beach, Calif., 57 Ford T Bird 138.755 
2. Allen Adkins, Long Beach, Collif., 57 Ford T'Bird 135.313 
3. Jean Howard, New York, N. Y., 57 Ford T'Bird 116.204 
Sport Class B—Modified 
> Danny Eames, Long Beach, Calif., 57 Ford T'Bird 160.356 
. Fred Lavell, Birmingham, Mich., 54 Cad. Corvette 130.600 
: Art Chrisman, Compton, Calif., 57 Merc. 115.200 
ne Class C—3,000 to 5, 000 cc—183.06 to 305.10 cu. inches 
. Paul Goldsmith, St. Clair Shores, Mich., 57 Chev. 
Corvette 131.941 
57 Chev. Corvette 128.848 
57 Chev. Corvette 127.051 


2. Betty Skelton, Winterhaven, Fic., 
3. Johnny Beauchamp, Harlan, lowa, 
Sport Class C—Modified 
1. Jack Rutherford, Palm Beach, Fic., 56 Jaguar 159.187 
2. Buck Baker, Charlotte, N. C., 57 Chev. Corvette 152.866 
3. John Stoker, Macomb, Iil., 56 Chev. Corvette 134.680 
Class D—2,000 to 3,000 cc—122.04 to 183.06 cu. inches 
1. Phil Stiles, Palm Beach, Fic., 56 Austin Healy 134.756 
Sport Class E—1,500 to 2,000 cc—-91.53 to 124.04 cu. in. 
1. Fred French, Northboro, Mass., 56 Porsche Coupe 107.995 
Sport Class F—1,300 to 1,500 cc—67.122 to 97.53 cu. inches 
1. Bill Buff, Red Bank, N. J., 56 Porsche Spyder 135.491 
Sport Class G—750 to 1,300 cc—45.765 to 67.122 cu. inches 
1. Kip Mitchell, Red Bank, N. J., 57 Volkswagen 68.435 
Midget Division 
1. Ed Hawkins, Coram, N. Y., Ford Midget 97.707 


Acceleration Runs—Measured Mile—Standing 
Start—Thursday, February 14, 1957 
(U. S. Production Pass. Cars) 


Pos. Driver Car 
Class 7—over 350 cubic inches 
1. Brewster Shaw, Daytona Beach, Fia., 
2. Art Chrisman, Compton, Calif., 
3. Fran Hernandez, Long Beach, Calif., 
4. Elton Lile, Hopkinsville, Ky., 
5. Red Byron, W. Palm Beach, Fia., 
Class 6—305 to 350 cubic inches 
1. Jim Stonebraker, Fairview Park, O., 
1. Joe Littlejohn, Spartanburg, S. C., 
3. Ronnie Householder, Detroit, Mich., 
4. Robert Stanclift, Long Beach, Calif., 
5. Al Swenson, Chicago, Iil., 
Class 5—259 to 305 cubic inches 
1. T. Winston Parker, Williamsburg, Va., 


Speed 


57 Chrysler 86.873 
57 Mercury 85.511 

57 Ford 85.066 

57 Dodge D501 84.408 
57 Chry. 300-C 83.897 


57 Pontiac 85.308 
57 Pontiac 84.388 
57 Plymouth 83.897 
57 Ford 82.854 

57 Plymouth 82.192 


57 Chev. 85.006 


2. Tom Helsinger, Sr., Excello, O, 57 Chev. 84.586 
3. Paul Goldsmith, Sr., St. Clair Shores, Mich., 57 Chev. 84.151 
4. Erwin Bishop, Sherman, N. Y., 57 Chev. 84.112 
5. Speedy Thompson, Charlotte, N. C., 57 Chev. 83.955 
Class 4—213 to 259 cubic inches 

1. Robert Reed, Orlando, Fia., 57 Nash Ramb. 71.785 
2. Smokey Yunick, Daytona Beach, Fia., 57 Chev. 69.592 
3. Edsel Massey, Birmingham, Ala., 57 Chev. 69.311 
4. Bobby Morgan, Chillicothe, O., 57 Chev. 68.755 
5. Bevlah Cowan, Farmington, Mich., 57 Chev. 68.676 


Class 3—167 to 213 cubic inches 


1. Robert Reed, Orlando, Fia., 57 Nash Ramb. 64.795 








NASCAR INTERNATIONAL SAFETY 


AND PERFORMANCE TRIALS 


Daytona Beach, Florida—February 3 through 17, 1957 


NATIONAL ASSOCIATION FOR STOCK CAR AUTO RACING, INC. 
42 South Peninsula Drive, Daytona Beach, Florida 


Standing Mile Acceleration Runs—"Sports Cars" 


Monday, February 18, 1957 
Pos. Driver Car Speed 
Sport Class B—5,000 to 8,000 cc—305.10 to 488.16 cu. inches 
1. Harold Mauck, Long Beach, Calif., 57 Ford T'Bird 89.708 
Sport Class B—Modified 
1. Danny Eames, Long Beach, Calif., 57 Ford T'Bird 97.933 
2. Fred Lavell, Birmingham, Mich., 54 Cadillac Corvette 86.331 
Sport Class C—3,000 to 5,000 cc—183.06 to 305.10 cu. inches 
1. Paul Goldsmith, St. Clair Shores, Mich., 57 Chev. 
Corv. 91.301 

57 Chev. Corv. 89.798 
57 Chev. Corv. 87.400 


2. Johnny Beauchamp, Harlan, lowa, 
3. Betty Skelton, Winterhaven, Fia., 
Sport Class C—Modified 

1. Buck Baker, Charlotte, N. C., 57 Chev. Corv. 93.047 
2. John Stocker, Macomb, IIL, 56 Chev. Corv. 90.068 
Sport Class F—1,300 to 1,500 cc—67.122 to 97.53 cu. inches 
1. Bill Buff, Red Bank, N. J., 56 Porsche Spyder 88.801 
Sport Class G—750 to 1,300 cc—45.765 to 67.122 cu. inches 
1. Kip Mitchell, Red Bank, N. J., 57 Volkswagen 60.181 


Standing Mile Acceleration Runs—"Experimental 


Cars" — February 6, 1957 
1. Danny Eames, Long Beach, Calif., 57 Ford T'Bird 98.065 
2. Art Chrisman, Compton, Calif., 57 Mercury 93.482 
3. Chuck Daigh, Long Beach, Calif., 57 Ford T'Bird 93.312 
4. Ray Stilwell, Slate Hill, N. Y., 32 Ford 91.162 
5. Harold Mauck, Long Beach, Calif., 57 Ford Ranchero 91.162 


NASCAR—125 Mile Sportsman and Modified Race 
February 15, 1957 


Fin. Start 
Pos. Pos. Driver CAR 
1. 21 Speedy Thompson, 
Charlotte, N. C, 52 Plym. M 

2. 77 Curtis Turner, Roanoke, Va. 36 Chev. M 
3. 7 Glen Wood, Stuart, Va. 49 Ford S. 
4. 25 Bobby Waddell, 

N. Wilkesboro, N. C. 39 Ford S 
§. 53 Larry Flynn, Holly Hill, Fla. 37 Ford S 
é. 8 Jimmy Thompson, Monroe, N.C. 49 Ford M 
ve 36 Chuck Thompson, 

Orange City, Fla. 40 Ford S$ 
8. 3 Marvin Panch, Daytona Beach, Fla. 55 Ford M 
9. 30 Fuzzy Clifton, King, N. C. 49 Chev. S 
10. 76 Bill Amick, Charlotte, N. C. 37 Ford S 

Fastest Qualifier: Time of Race: Average Speed: 

Bob Reuther, 38 Plym. 1:15:41 99.097 


150.250 


NASCAR—160 Mile National Convertible 
Championship Race—February 16, 1957 


1. 1 Tim Flock, Atlanta, Ga. 57 Merc. 
2. 12 Joe Weatherly, Norfolk, Va. 57 Ford 
3. 6 Billy Myers, Germantown, N. C. 57 Merc. 
4. 1 Bob Welborn, Greensboro, N.C. 57 Chev. 
S. 24 Pau! Goldsmith, 

St. Clair Shores, Mich. 57 Chev. 
é. v Possum Jones, Tampa, Fia. 57 Chev. 
7. 15 Marvin Panch, Daytona Bch., Fila. 57 Ford 
8. 20 Fireball Roberts, Daytona Bch., Fla. 57 Ford 
9. 18 Tom Pistone, Chicago, Ill. - Plym. 
10. 19 Glen Wood, Stuart, Va. 6 Ford 

Fastest Qualifier: Time of Race: pe Speed: 

Tim Flock, 57 Merc. 1:34:45 101.32 


128.570 


NASCAR—160 Mile Grand National Championship 
Circuit Race — February 17, 195 


1. 3 Cotton Owens, 57 Pont. 
Spartanburg, S. C. 

2. 13 Johnny Beauchamp, Harlan, lowa 57 Chev. 

3. 4 Fonty Flock, Atlanta, Ga. 57 Merc. 

4. 18 Buck Baker, Charlotte, N. C. 57 Chev. 

§. 21 Marvin Panch, Daytona Beach, Fla. 57 Ford 

6. 27 Bill Lutz, Louisville, Ky. 57 Olds. 

7, 39 Curtis Turner, Roanoke, Va. 57 Ford 

8. 50 Speedy Thompson, Charlotte, N.C. 57 Chev. 

9. 53 Rex White, Silver Springs, Md. 57 Chev. 

10. 36 Charlie Cregar, Nazareth, Pa. 57 Plym. 

Fastest Qualifier: Time of Race: hucrene Speed: 

Banjo Matthews, 57 Pontiac 1:34:29 101.60 


134.328 


MAJOR TROPHIES AND RECORDS 
(*New Records) 

Harley Earl Perpetual Trophy 
Winner of Grand National Championship Race—160 miles 
Feb. 17, 1957—Cotton Owens, Spartanburg, S. C.—57 Pontiac, 
317 HP, Tri-Carb. 101.60 mph. 

Sports Illustrated Perpetual Award 
Winner of Grand National Championship Race—160 miles 
Feb. 17, 1957—-Cotton Owens, Spartanburg, S. C.—57 Pontiac, 
317 HP, Tri-Carb. 101.60 mph. 

Sports Illustrated Perpetual Award 
Winner of National Convertible Championship Race—160 miles 
Feb. 16, 1957—Tim Flock, Atlanta, Ga.—57 Mercury, 335 HP, 
Dual 4 Bbi.—101.32 mph. 

Paul Whiteman Perpetual Award 
European and/or U. S. Production Sports Cars—Two-Way Flying 
Mile. Feb. 18. 1957—Jack Rutherford, Palm Beach, Fla.— 55 
Model D Jaguar—159.187 mph. 

Tom McCahill Perpetual Award 
U. S. Standard Production Passenger Cars—Two-Way Flying 
Mile. Feb. 13, 1957—Red Byron, W. Palm Beach, Fila.—57 Chrys- 
ler 300-C, 390 HP, Dual 4 BbI.—134.128 mph. 

Champion Spark Plug Trophy 
Fastest Time—Standing Start Acceleration Runs. Feb. 18, 1957— 
Danny Eames, Long Beach, Cal.—57 Ford Thunderbird, 430 HP, 
Class B—Modified—97.933 mph. 

Pure ee Ces ny Manufacturer's Performance Tro 


phy 
Ford—309 so 
Fipmecte38' Oldenebiie-—49 Sette Dodane is ee me? 
Pure Oil re “Man off the Street" Seote 
(Century Club 
Feb. 3, 1957—Abbott Greene, Bartow Air Force Base, Bartow, 
Fla.—56 Buick—139.405 mph. 
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Mechanix Illustrated Trophy 
U. S. Production Passenger Cars—Acceleration Runs. Feb. 14, 
1957—Brewster Shaw, Daytona Beach, Fila.—57 Chrysler 300-C, 
390 HP, 86.873 mph. 

Mechanix Illustrated Trophy 
Sports Cars—Unlimited Class—Acceleration Runs. Feb. 18, 1957 
—Danny Eames, Long Beach, Calif.—57 Ford Thunderbird, 430 
cu. in. Competition Equipped—97.933 mph. 


* Experimental Cars—Two-Way Flying Mile—Pure Oil Com- 
pany Award—NASCAR Trophy 
Feb. 6, 1957—Wally Parks, Los Angeles, Calif—57 Plymouth, 
Fuel Injection, Chrysler Powered—159.893 mph. 
* Experimental Cars—Acceleration Runs 
Feb. 6, 1957—Danny Eames, Long Beach, Calif—57 Ford 
Thunderbird, Fuel Injection—98.065 mph. 
ao Class—Two-Way Flying Mile—Pure Oil Company 
rophy 
Feb. 5, 1957—Ernie Walls, Indianapolis, Ind.—57 Lincoln Conti- 
nental—108.860 mph. 
Air Lift Challenge Race 
Feb. 13, 1957—Lee Petty, Randieman, N. C.—57 Experimental 
Oldsmobile—144.928 mph. 
Big Three Ciass—Two-Way Flying Mile—Pure Oil 


Company Tro 
tee. Ys, res Simonsen, - ‘anmete Wisc.—57 Chevrolet, Stand- 
ard ‘Family sedan—|18.460 mph. 


U. S. Production Passenger Cars—Optimum Performance 
Models—Two-Way Fiying Mile 
Class 7—NASCAR s 

Feb. 13, See oh Byron, Palm Beach, Fia.—57 Chrysler 300-C, 


390 HP, 134.128 mph. 
* Class. 6—Pure Oil Company Award—NASCAR nae 
partanburg, S. C.—57 Pontiac, 317 HP. 


Feb. 13, 1957—Joe Littlejohn, 
131.747 mph. 
* Class 5—Pure Oil Company Award—NASCAR Tr 
Feb. 12, 1957—Paul Goldsmith, St. Clair Shores, Mich.—57 
283 HP, Fuel Injection—13! 076 mph. 
Class 4—NASCAR Trophy 
Feb. 12, oa Yunick, Daytena Beach, Fla.—57 Chevrolet, 
6-Cyl. —02.157 mph. 
U. S. Production Passenger Cars—Optimum Performance— 
Acceleration Runs 
Class we Oil Company Award—NASCAR Trophy 
mM HP aan ee haw, Daytona Beach, Fia.—57 Chrysler 300-C, 


* Class 6—Pure Oil Sompeny Award—NASCAR Trophy 
pel 14, a Stonebraker, Parkview Pk., O.—57 Pontiac, 317 HP, 
* Class S— Pure Oil Company Award—NASCAR Trophy 
Feb. 14, 1957—T. Winston Parker, Williamsburg, Va.—57 Chevrolet, 283 
HP, Fuel Injection—85.006 mph. 
Class 4—NASCAR Troph 
Feb. 14, 1957—Robert Reed, Orlando, Fia.—57 Rambier—71.785 mph. 
Class 3—Pure Oil Company Award—NASCAR Trophy 
a 14, 1957—Robert Reed, Orlando, Fia.—57 Rambler, 6-Cyi.—é4.795 
m e 


* 


* 


Yotet, 


+ 


+ 


Sports Cars—Two-Way ry Mile 

* Class B—Prod.—Pure Oil ce tong teach 
Feb. 18, 1957—Harold Mauck a ach, Calif.—57 Ford Thunder- 
bird, 300 HP, Super- charged—138.755 

* Class B—Modified—NASCAR Tr 
Feb. 18, 1957—Danny Eames, Long ,. Calif.—57 Ford Thunder- 
bird, 430 cu. in.—160.356 mph. 

* Class C—Prod.—Pure Oil Company Trophy 
Feb. 18, 1957—Paul Goldsmith, St. Clair Shores, Mich.—57 Chev. 
Corvette—131.941 mph 

* Class C_-Modifed—-NASCAR Trophy 
~~. i oe 1957—Jack Rutherford. Palm Beach, Fia.—55 Model D Jaguar 
_ mph 

* Class D—Prod.—Pure Oil Company Tro: 
Feb. 18, 1957—Phil Stiles, Palm Beech, Yee En Healy—! 34.756 


mph. 
* Closs E—Prod.—Pure Oil Company my Trenty 
Fred French, Northboro, Mass.—5é Porsc upe—!07.995 mph. 
* Class F—Prod.—Pure Oil Company Trophy 
a 18, 1957—Bill Buff, Red Bank, N. J.—5é6 Porsche Spyder—i35.49! 


e Class ¢ G—Prod.—Pure Oil Company we nen 
= 18, 1957—Kip Mitchell, Red Bank, 
mp’ 

Sports Cars—Standing Start Acceleration Runs 

* Class B—Prod.—NASCAR Teepe 
Feb. 18, 1957—Harold Mauk, Lo ach, Calif.—57 Ford Thunder- 
bird, 300 HP, Super-charged—8?. a 

* Class B—Modified—NASCAR Tro 
Feb. 18, 1957—Danny Eames, Long a, Calif.—57 Ford Thunder- 
bird, 430 cu. in. —Competition Equipped—97.933 mph. 

° Gloss Sfres .-—NASCAR Trophy 

b. 18, ee Goldsmith, St. Clair Shores, 

Coete—a1 30 

* Class C—Modified NASCAR Wweghy 
Feb. 18, 1957—Buck Baker, Charlotte, C.—57 Chev. Corvette, 283 
HP, Fuel Injection, Competition Cesipted 93.007 mph. 


Volkswagen 68.435 


Mich.—57 Chev. 


mph. 
* Class G—Prod.—NASCAR Tro Hy 
Feb. 18, 1957—Kip Mitchell, Red Bank, N. J.—'57 Volkswagen—60.18! 


mpn. . 
Pure Oil Company Acceleration Award—Fastest Competi- 
tion ane Car Driver 
18, 1957—Buck Baker, Charlotte, N. C.—57 Chev. Gaseatin, 283 
HP, Fuel Injection, Competition Equipped—93.047 mph. 
Qualifying Speed Runs—Sportsman, Modified, Convertible, 
San cae oc T ASCAR Troph 
* Sportsm re ompany Tro 
Poeb 4 1957--Glen Wood, Treat, Va tea mph. y 


* Modified—Pure Oil Company Tro ASCAR Tr 
Feb. 14, 1957—Bob Reuther, Lae enn.—38 ae 250 


mph. 
*c¢ ertible—P Oil Com Tr y—NASCAR T 
onreb. 14, 1957—Tim Flock, Afomte = Mercury, 335 H oe 
4 Bbi.—i28.576 mph. 
Grand National—NASCAR Trophy 
—. 14, 1957—Banjo Matthews, Asheville, N. C.—57 Pontiac—!34.328 
mph. 


Championship Race Events 
* 125-mile Sportsman and Modified Race—Pure Oil Company 


5 epee Thompson, Charlotte, N. C.—52 Plymouth 


* 160-mile National” Convertible Championship Race—?ure 
Oil Songer 7 Awerds to Ist, 2nd and 3rd place winners. 
—Tim Flock, Atlanta, Ga.—57 Mercury—!02.32 mph.— 
Joe Weatherly, Norfolk,” Va.—57 Ford; Billy Myers, Germantown, 
S$, C.—57 Mercury. 

* 160-mile Grand National Circuit Race—Pure Oil Company 
Awards to Ist, 2nd and 3rd place winners, 
17, 1957—Cotton Owens, rtanburg, S$. C.—57 Pontiac—101.60 
mph. v_Bosuchomo, Harlan, lowa—$7 Chevrolet; Fonty Flock, 

Atlanta, Ga.-57 M jercury. 
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AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of line and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 





Spring Comes for Those | 
Who Work for It | 


| 
ee has been a great deal of discussion recently as to | 
whether spring will come to auto sales this year. 


It’s a pretty good bet that it will, but there is a safer and 
surer bet. That is that spring will come for some dealers. | 


In this business, as in most, we are always looking for a| 
magic formula that will move cars out of the showroom with 
a minimum of effort. 


Those who have been in the business long enough know 
that there is only one dependable formula for auto sales. 
There is nothing magic about it. It is made up of four sym- 
REGIE 6f0%p 00 v0 « Maes be 


No one is going to remove that as a factor of success in 
any field. 


What you can do, however, is to approach work from dif- 
ferent viewpoints. Many of us have somehow linked the word 
“work” and the word “unpleasant” together. This puts a 
barrier in the way of one of the great satisfactions of life. 


Those for whom spring is sure to come this year, and the 
next and the next, are those who look upon work as a joyous, 
satisfying thing. 

That has to start at the top, with the dealer, who keeps a 
chain of enthusiasm running all through his organization. 


His enthusiasm will make work meaningful, and his 
planning will make it fruitful. Work has got to start at the 
management lev] to make any organization effective. 


Even as this is written, there’s a stirring at the wholesale 


used-car level which is a sign of a spring upsurge in new-car |, 


sales. We think the upsurge is on the way. 


But whether a general upsurge comes or not, you will 
always find it comes for those who plan and work for it. 
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Coming 
Events 


Dealer Conventions 


March 24-26 — Automobile Dealers Assn. 
of North Dakota, Bismarck, 
March 25-26 — lowa Automobile Dealers 


Assn., Hotel Fort Des Moines, Des 
Moines. 


March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha. 

March 27—Rhode Island Automobile Deal- 
“ Assn., Sheraton-Biltmore Hotel Provi- 
ence, 


Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


Apr. 3-4 — Kansas Motor Car Dealers 
Assn., Hotel Broadview, Wichita. 


Apr. 4-5—Illinois Automotive Trade Assn., 
Leland Hotel, Springfield, Ill. 


Apr. 10-12—Automobile Dealers Assn, of 
Indiana, Claypool Hotel, Indianapolis. 


Apr. 12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 


Apr. 26-27—South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston, 


Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 


May 5-7—Idaho Automobile Dealers Assn., 
Pocatello. 

May 6-7— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 

May 9-li—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2I—North Carolina 
Dealers Assn., Asheville, 
May 24-25 — New Mexico Automotive 

Dealers Assn.. Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 


Automobile 


June 7-9 — Automobile Trade Assn. of 
—. Commander Hotel, Ocean 
ity. 


June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General glethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 


Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 


Sept. 68 — Maine Automobile Dealers 


a. Inc., Samoset Hotel, Rockland, 
e. 
Sept. 8-10—New York State Automobile 


Dealers, Inc., 
Lake, N. Y, 
Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke. 
Sept. 8&-10—Wyoming Automobile Dealers 

Assn., Sheridan, Wyo. 

Sept. 15-l6—Kentucky Automobile Dealers 
—_. Sheraton Seelbach Hotel, Louis- 
ville, 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — 
Dealers Assn., 
apolis. 


Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 


Sept. 26-28—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 


Oct. 1-3—New Jersey Automotive Trade 
Assn., Chalforte-Haddon Hall, Atlantic 
City. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

Oct. 20-2i—Oklahoma Auto Dealers Assn., 
Tulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utal; Sait Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 


(See CALENDAR, Page 12, Col. 1) 


The Concord, Kiamesha 


Minnesota Automobile 
Nicollet Hotel, Minne- 
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"Step inside and—er—warm up, Mister.” 


Letterbox 





‘Most Amazed .... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


What Happened? 
Upon opening the Feb. 25 issue 


News I was most} 
amazed to see a photograph on 
Page 3 of a car on the stage at 
our 1956 Chicago Automobile Show 
with the following caption: 


“Above is a scene taken at the 
Houston auto show which this 
year attracted thousands of in- 
terested spectators .. .” 


How in the world could this hap- 
pen? The photo is a scene taken by 
| our own photographer on Jan. 6, | 

1956, and the original is still on file 
in our office—Epwarp L. CLeary, 
executive vice-president, 
Automotive Trade Assn. 


Eprror’s Note: Well, Ed, here’s 
the story. Our Houston corre- 
spondent sent us a 10-by-15-inch 
print of the Houston show folded 
up to fit in a legal-size envelope 
(4 by 9% inches). Incidentally, 
the photo made it clear that the 
Houston folks had a good show, 
too, but the print was in no shape 
to use after the treatment it got. 


So we sent it back. Our corre- 
* © 7 


Chicago 


| would be 





spondent then sent up the photo 
(below) with a note that the 
Houston folks were anzious to 
publicize their fine show and 
would we please use the caption 
she had sent previously with the 
new photo. The photo did look 
familiar, but we assumed that 
your motif must have been so 
good that the Houston folks were 
using it this year. Little did we 
realize what had really happened. 
We're sorry. We give you back 


your show. 
. a > 
Deflationary 

After reading John Benedict's ar- 
ticle on new suspension systems, I 
inclined to think that 
most of the present day automo- 
biles are running with torsion bars 
or air suspensions, The fact of the 
matter is that they are all just 
about running on coil springs and 
leaf springs, as you well know. 

I would give you a word of 
caution, in that I think the pub- 
licity on air springs has been so 
severe that if someone one of 
these days decides that they are 
not going to pay $250 extra for 
air springs, that they might not 
be as popular as all of the ar- 
ticles written indicate they are 
going to be. In which case, there 
could be a lot of embarrassment. 

As you well know, the whole 
matter of suspensions is undergoing 
change simply because the cars now 
are about as low as they can get 
and they are about as long as they 
can get and they can’t change the 
engines and about the only thing 
that is left to change is suspen- 
sions. 

I do believe, however, that realis- 
tically, there is a lot of wishful 
thinking going on, and you and I 
are both old enough to know that 
it is easy to be taken away with 
some of these things. Frankly, I did 
like the article but it was a little 
bit one-sided, I thought. — Prrrts- 
BURGH READER. 


Eprror’s Note: The writer made 
it clear that he was discussing 
future suspension systems. 






—Jmt 


ra) = © 5, © 5 
kx. COOKIES | y Cone COOKIES fa COOKIES 





Bete | J oe N 
Ra | pone Jove | | Gplas 





1 BUY 
: ~@ Nes, | J te 




















ok “OC COOKIES y cone | 
at ee “ 2. ) ole) Si 3 
80 

Te en. aeons 

we 

nd. @ ( 

ck . 

- News’ 

e — 

nat Pe een a 

no- 

ars 

whe 

ust 

nd 

of 

> O Q . + 

0 

of 

SMOSIS In action... 
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* Same driver, same poster copy ...all over town. Here he is, driving down 
. accustomed streets and seeing your OUTDOOR sales message over 
nle and over. 

= Matter of fact, he sees it 22 times per month! * And as knowing folks 
ret x : *4° oe 

a: know, it takes repetition—constant repetition—to get any message planted. 
~ Outdoor has the highest repetition of any medium. 

- Add flexibility and the lowest cost pr M—OUTDOOR adds up to 
is- | a remarkable buy, locally or nationally. For further information, and 
= some interesting success stories, call or write your local General Outdoor 
- Advertising office. Or, write us in Chicago. 

id 

ue *Traffic Audit Bureau 


General Outdoor Advertising £23 


€ 515 South Loomis Street, Chicago 7, Illinois 
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On Nationwide Basis .. . 
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Pa. Aide Offers Plan 
For ICC Truck Check 


HARRISBURG, Pa. — Revenue 
Secretary Gerald A. Gleeson has 
forwarded to the Interstate Com- 
merce Commission in Washington 
“for its full consideration,” a sug- 
gested program for required peri- 


Enthusiasm Dies 
In Price Deals, 
Declares Dealer 


ST. LOUIS.—Lack of enthusiasm 
for product is one of the things that 
prevents auto salesmen from at- 
taining volume, according to a 
dealer here who has been in the 
business 20 years. 

The reason, this dealer believes, 
is that salesmen are involved in 
too many deals where considera- 
tions of price dominate. 

“Some salesmen never seem to get 
a chance to talk about the good 
points and selling features of a 
car,” the dealer said. “Some means 
of re-instilling enthusiasm for the 
product is needed.” 


Another thing that’s lacking, 
according to this dual dealer, is 
ability and means to instill confi- 
dence and inspire trust in the cus- 
tomer. 

“We've had a bad reputation in 
the auto business since World War 
II,” he said, “and the smart dealer 
of today is the one who builds trust 
and confidence by fair dealing and 
who refuses to use methods that 
will undermine the confidence that 
is being built.” 


Calendar 


(Continued from Page 10) 
Auto Shows 


March 13-17—Lincoln Auto Show, Muni- 
cipal Auditorium, Lincoln, Neb. 

March 14-17— Orlando Automobile and 
Truck Show, Orlando, Fla. 

March 20-24—West Texas National Auto- 
mobile Dealers Show, Municipal Colli- 
seum, Lubbock. 

March 29-31 — Hutchinson Automobile 
Show, Hutchinson, Kans. 


Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 

Dec. 14-21 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 


Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 


Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 
Jan. 412— National Automobile Show, 
New York Coliseum. 
Jan. 16-26—Detroit Auto Show, Artillery 
Armory, Detroit. 
7 * * 


General 


March !1-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers’ Assn., Windsor Hotel, 
Montreal. 

March 13-14—National Automotive Serv- 
ice Show, Show Mart Bidg., Montreal. 

March 18-2i—SP!i Annual National Con- 
ference, Biltmore Hotel, Los Angeles. 

March 25-27— American Society of Tool 
Engineers, Technical ptestian and Con- 
vention, Shamrock Hilton Hotel, Hous- 


ton. 

Apr. 4-7—\4th Annual Southwest Automo- 
tive Show (jobber sponsored regional), 
Automobile Bidg., Fair Park, Dalias. 

April 10-12—Point-of-Purchase Advertising 
Institute, !ith Annual Symposium an 
Exhibit, Palmer House, Chicago. 

Apr. 25-27—International Automotive Ex- 
peeition (southeast jobber sponsored), 

inner Key Auditorium, Miami, 

May 9-12 — Midwest Automotive Trade 

iow, Kiel Auditorium, St. Louis. 

May !2-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

Mey 23-26—National Automotive Service 

ow (national regional designated), 
Commonwealth Armory, Boston. 

June 16-2i—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Iindependent Garage Owners 
of America, National ention, 
Toledo. 


THE FINEST 
QUALITY. INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Weorgren-STEMAC, inc. 
(FORMERLY STEMAC, INC.) 


1281 Se. Cherokee, Denver 23, Cole. 
Ask for typical sample, complete details 





odic inspection of commercial vehi- 
cles on a nationwide basis. 

The proposal was prepared by 
O. D. Shipley, director of the 
State Bureau of Highway Safety. 

Gleeson said it “hlueprints one of 
the most effective traffic safety 
projects ever developed for the en- 
tire United States, and it is one that 
will save lives and reduce property 
damage.” 

Shipley’s program is called “A 


New Route to Better ICC Enforce- 
ment.” It calls specifically for a 
nationwide network of authorized 
ICC inspection stations which would 
inspect semiannually every commer- 
cial motor vehicle engaged in inter- 
state commerce. Pennsylvania al- 
ready has such a program on a 
statewide basis. 

Official ICC inspection stickers 
would be affixed to interstate vehi- 
cles. Any vehicle not having such a 
sticker would be stopped by state 
or local police in every section of 
the nation and would not be per- 
mitted to proceed until it had been 
inspected and approved at an offi- 
cial ICC inspection station. 

Most truck operators are re- 
sponsible individuals with ade- 
quate safety programs, Shipley 
declared, but there still are thou- 
sands of commercial vehicles 





Antique Auto Collection 


To Be Sold at Auction 


BELOIT, Kans. — The widely 
known antique car collection 
owned by Robert Thierolf, Mit- 
chell County farmer and grain- 
man, will be sold at auction, Apr. 
12-13, 

Thierolf has 82 of the old ve- 
hicles in his collection which he 
started in 1903 with a 1903 Cadil- 
lac, He plans to keep one of the 
old cars, he said. 


which are receiving little or no 
maintenance or inspection and 
whose owners never see an ICC 
official. 

In addition, the proposal suggests 


that the ICC consider the adoption 


of a regulation which would estab. 
lish the basis for adequate horse. 
power and braking surface neces- 
sary for the minimum safe opera- 
tion of commercial vehicles. 

Enforcement of this provision 
could be accomplished by the re- 
fusal of the inspection station to 
pass an inadequately powered or 
braked vehicle, Shipley said. 

In outlining his proposal for ICC 
consideration, Shipley emphasized 
that today there are just 100 safety 
inspectors assigned to the task of 
enforcing ICC safety regulations on 
1.7 million commercial motor vehi- 
cles engaged in interstate commerce 
throughout the U. S. 

Shipley believes these safety in- 
spectors could perform their duties 
more effectively by the “policing” 
of authorized ICC inspection sta- 
tions, as suggested in his proposal. 


DANA CORPORATION - TOLEDO 1, CHIO 
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Tool Engineers 
Mark Society’s 
25th Anniversary 


iner, president, General Electric 
Co.; Dr. J. R, Killian jr., president, 
M.1.T.; J. L. McCaffrey, board 
chairman, International Harvester 
Co.; Ernest G. Swigert, president, 
National Assn. of Manufacturers; 


DETROIT.—The American So- | J. A. Ratterman, president, National 


ciety of Tool Engineers here has 
announced that a special salute to 
the society and a presentation of 
problems in tooling for the earth 
satellite will take place at the 25th 
anniversary convention in Houston, 
March 23-28. 

The salute to the society will be 
sent to ASTE chapters in the USS. 
and Canada via a _ closed-circuit 
audio broadcast. 

Among those taking part will be 


Harlow H. Curtice, president, Gen-| 


eral Motors Corp.; Ralph J. Cord- 





| tics, buyer information and personnel data. 





Machine Tool Builders Assn.; Dr. 


| William Francis Ryan, ASME pres- 


ident; Morgan Reichner, American 
Economic Foundation, and Dudley 


|C. Sharp, assistant secretary of the 
| Air Force. 


ASTE also will institute the an- 
nual Eli Whitney memorial lecture 


|series with the first award going to 
|Louis F. Polk, president, Sheffield 


Corp. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis- 


..., Star Performers 








Meeting the Practical Problems... 
Case Histories of a Salesman 


Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

a * * 

Dear Ed: 
_ many times after working 

on a prospect for a reasonable 
length of time, we get “Thanks a 
lot,” “You’ve been very kind” or 
“T'll let you know.” 
Well, Ed, there’s more ways than 





one to come back at these nice 
people but the other day I dream- 
ed up what I thought was a little 
different approach. 

When Mr. and Mrs. Britt Brind- 


Theft-Proof Lock Urged 


BUFFALO, — Development of a 
theft-proof auto lock was recom- 
mended by the Buffalo Youth 
Board. The board voted to write all 
auto manufacturers, urging them to 
use their resources to develop such 
a lock. 





im many different fields! 


Wists you see movement... 
water, in the sky or underground... 


on land or 
chances 


agricultural and industrial fields. 


The first successful, commercially-produced 





are you will find one or more Spicer Universal 
Joint and Propeller Shaft units delivering power 
efficiently and dependably. 


Spicer produces hundreds of different drive 
lines in thousands of variations, for use in the 
automotive, aviation, transportation, marine, 


universal joint for automotive use was intro- 
duced by Clarence W. Spicer in 1904. In 1957, 
backed by over 50 years of continuous service 
and development, Spicer Drive Lines are 
being used in a majority of the automotive 
vehicles made throughout the world. 


Spicer Universal Joints include these features: 


Sliding splines have ground finish on ALL contact sur- 
faces, high hardness, and iron manganese phosphate 
coating. 

True bearing alignment with rigid one-piece yoke de- 
sign. This rigidity is the essence of accuracy. 


Precision bearings with improved surface hardness and 
finish. 


Whatever your drive line problem, in your particular 
industry, Dana engineers have the experience and 


know-how to give you the answer. 


Dynamically balanced to exacting limits. 


Uniform high quality propeller shaft tubing. Special 
steels used to Dana specifications. 


Wide selection of flange and yoke types, and a com- 
plete range of sizes to suit each individual requirement. 


Rey 


SPICER PRODUCTS: Transmissions © Universal Joints ¢ Propeller Shafts « Axles « Torque Converters « Gear Boxes « Power Take-Offs « 
Power Take-Off Joints e Rail Car Drives ¢ Railway Generator Drives ¢ Stampings ¢ Spicer and Auburn Clutches @ Parish Frames ¢ Spicer Frames - 
Universal Joints also Manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario. 











ling stood up and were ready to 
brush me off and make the usual 
polite exit, I 
said, “Look 
folks, I know 
just what you’re 
going to say and 
Tll prove it to 
you.” 

When I called 
their shot al- 
most exactly to 
the word they 
showed a lot of 
surprise and 
just a little em- 
barrassment, which I took for my 
cue. Being the good host that we 
have to be, I immediately assured 
these two people that I didn’t 
mind them taking up my time 
without buying. 

* 





Bert Simons 


* * 


“VE and Mrs. Brindling, sit 
down for just a minute and 
let me tell you a little about the 
life of an auto salesman—or at 
least let me tell you what brought 
about my mind-reading act,” I 
said. 

My plan was working. Human 
nature and curiosity got these 
two to stay a few minutes more. 
That’s what I wanted and need- 
ed badly—more time. 

Mrs. Brindling, a bit impatient, 
said, “Mr. Simons, I’m waiting for 
you to tell us how you knew what 
we were going to say.” 

Here’s how I answered: “Most 
people follow a pattern of some 
kind and in our business we sales- 
men, in qualifying our customers, 
put them into a category. When 
we think we know what we've got 
we take certain proven measures 
to pursue that particular type.” 

« * + 


ICH are we?” they sang out 
together. “You folks are the 
bashful kind,” I replied, “the type 
who either are afraid or ashamed 
to dig in and ask for something 
more than what you are offered. 
And you would rather leave than 
ask for more. 
“So, as your salesman, I must 
sort of do it for you. That’s 
what I call reopening the door 
for you to bargain with me. Cer- 
tainly it’s better than nothing at 
all. And many times we can 
work out the difference in one 
way or another and, before you 

know it, we’ve got a deal,” I 

said. 

When I got through telling Britt 
Brindling and his wife how I was 
handling them, they smiled a little 
and then broke into an all-out 
effort to buy a car from me for 
less than dealer’s cost. But at 
least I had an offer rather than, 
“Thanks a lot and I'll think it 
over.” 

And because I now had the 
Brindlings bargaining with me, 
we were on the road to making a 
_ After a bit of sparring, we 

id. 

—Bert Simons. 


Atlantic Offers 
High-Octane Fuel 


PHILADELPHIA — Atlantic Re- 
fining Co. has entered the high-oc- 
tane field by replacing its Premium 
brand with “Atlantic Imperial.” 

The company will continue to 
market two brands of gasoline and 
not three. “Imperial” can serve the 
maximum requirements of all cars, 
according to D. T. Colley, vice 
president and general manager of 
marketing. 

Atlantic said the new gasoline 
contains an additive which provides 
increased power, acceleration and 
maximum miles per hour. It will 
sell for four cents a gallon more 
than the regular brand. 


Extra-Super-Value! 
ORIGINAL 


Plymouth & Dodge 7 
TRUNK MATS Mea 


ONLY 


1953-1954 models 9». N. Y.C. 
QUANTITIES LIMITED — SEND TODAY 


TOPPS-ALL PRODUCTS CO. 
3815 Tibbett Ave., New York 63, N.Y. 











TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Three-Grade Gasoline Trend 


Gains Important Convert 

OW that Gulf has shown its 

hand by announcing plans to 
market three grades of gasoline, 
availability of 100-octane fuels has 
taken another long step toward 
nationwide coverage, Adding Gulf’s 
network of approximately 40 states 
to the area covered by previous 
“third-grade” announcements by 
other petroleum companies, one in- | 
formed source told me that only the 
Pacific Coast currently is omitted. 

Latest reports place West Coast 
premium fuels at average octane 





levels of 96% to 97. Some Detroit 
observers are of the opinion that 
the industry generally will hesi- 
tate to offer engines having 10% 
to 1 compression ratio until suita- 
ble fuels of higher octane are 
available in that part of the 
country. 

Others are convinced that the (to 
them) unmistakeable trend in the 
petroleum industry to depart from 
the traditional two-grade market- 
ing system has moved along far 
enough to give the car makers 
sufficient assurance regarding 
availability of “su per-premium” 
fuels in the 100 to 101-octane range 
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in all sections of the country at an 
early date. 

With Gulf’s commitment to the 
three-grade system, many are bet- 
ting that it is only a question of 
time until all of the “majors” will 
have made public their intention of 
adopting either a three-grade sys- 
tem or a revamped marketing setup 
based on multiple-octane blending 
and dispensing pumps. 

* * * 

OSING the views of those 

who contend that one or the 
other of the above new marketing 
systems will be favored by virtually 
all major petroleum companies, are 
the staunch two-grade system ad- 
vocates—who still insist that some 
of the large gasoline firms have no 
present plan for converting to the 
three-grade system, and will meet 
the “super-premium” competition 
by forced-draft upgrading of the 
octane level on their premium fuels. 
The complexities and tremen- 
dous cost of a large-scale conver- 
sion to the three-pump arrange- 
ment are well known to those 
who are able to appreciate the 
magnitude of such a changeover. 
Just as widely recognized, but 
discussed less often in public, is 
the fear of many qualified people 





Tuts FrRAM PATENTED DESIGN absolutely 
prevents by-passing of dirty air: elimi- 
nates all the defects found in other types 
of sealing such as—metal to metal, metal 
to cork or compound gaskets and metal 
beads pressed against a flat plastisol face. 
All of these leak dust and dirt unless the 
cartridge is replaced after servicing, in 
exactly the same position. 

To achieve absolute protection against 
by-passing, the top and bottom facings 
of the cartridge must form a perfect seal 
with the air cleaner housing even after 
removal for cleaning and replacement 
afterwards. To accomplish this, FRaAM 
engineers designed the exclusive FRAM 
patented built-in gasket as an integral 
part of the end seal. Once locked in place 
under slight pressure, this built-in gasket 


provides an absolute bond with the 
housing case. No matter how often the 
cartridge is serviced, the unit is always 
perfectly sealed. It can never leak dirty air! 

Only Fram dealers can offer their cus- 
tomers this exclusive Fram feature that 
means thousands of carefree motoring 
miles with no danger of engine-killing 
dust and dirt! Add these other exclusive 
FRaAM advantages: 99.+% efficiency, and 
easy cartridge replacement and you'll 
know why Fram Filtronic Carburetor 
Air Filter Cartridge is the finest on the 
market. And, just as FRAM created your 
oil filter market, Fram is going all out to 
make this new air filter market your 
number one profit source. 


FRAM Corp., Providence 16, R.1., Fram Canada Ltd., Stratford, Ont. 





that possible buyer resistance 
may become a serious deterring 
factor as the top-grade fuel in a 
three-grade system apparently 
must be priced at about 39 or 40 
cents per gallon in the Detroit 
area. 


Public awareness of the cost of 
the new super-fuels is coming at a 
time when there already are signs 
of increasing pric e-consciousness 
among car owners who complain 
about the high cost for present 
premium gasolines and the in- 
creasing tendency of the auto indus- 
try to turn out engines that call for 
the use of premium instead of reg- 
ular fuel. 

At this writing, many questions 
remain to be answered concefning 
the Gulf announcement. The local 
office had no comment on such 
vital points as: How soon will the 
third grade be avaliable? How 
much will it cost? What is its 
octane rating? . 


Service Expert Advises That 


Engineers ‘Relax and Talk’ 


T’S TRUE that a wealth of tech- 
nical information was available 
at the Detroit meeting of the 
American Petroleum Institute. Yet 
any development engineers who 





FRAM patented built-in gasket 
forms a perfect air-tight seal 


All air must pass through the fil- 
tering material 














— 


joined the service experts and 
petroleum company men for these 
informative sessions may agree 
that the best idea to come out of 
the affair was a nontechnical sug. 
gestion made by Carl T. Doman, 
manager, service department, Ford 
division. 

It seems that, for several years, 
service managers from the vari- 
ous companies have been getting 
together every year for a few 
days in the Canadian wilds, 
Although, as Doman said, none 
of them “takes any paper along,” 
the relaxed, informal discussions 
of mutual problems and objec- 
tives has proved beneficial in 
many ways. 

While looking over a large, comp. 
licated chart showing the confusing 
(from a service standpoint) array 
of manufacturers’ recommendations 
for oil change intervals, Doman 
had the brilliant idea that some 
uniformity and furtherance of in- 
dustrywide service goals might be 
accomplished if development engi- 
neers would follow the lead of the 
service managers and meet once a 
year for a brief period of relaxa- 
tion in a place remote from De. 
troit’s pressures and problems. 

Certainly, as Doman pointed out, 
many people are puzled as to the 
reason why, with all companies in 
the industry using a basic type of 
engine that has many fundamental 
similarities, there should be wide 
variance about such simple things 
as crankcase drain intervals or rec. 
ommended periods between oil filter 
servicing. 

*~ a = 
Pressure-Drop Indicators 


Readied for Air Filters 


7 current swing to specifica- 
tion of dry-type air cleaners 
with replaceable paper filter ele- 
ments has sparked widespread in- 
terest in a variety of pressure-drop 
indicating devices. Basically, these 
“restriction indicators” are classi- 
fied by type according to whether 
they are intended for installation in 
the car or for use as an adjunct 
to air cleaner servicing equipment. 
The two questions answered by a 


| filter pressure-drop measurement 


are: (1) Does this paper filter 
require cleaning? (2) Is the car- 


|tridge clogged up so badly (from 


repeated use) that 
replaced? 

The type of simple instrumen- 
tation being readied for this pur- 
pose not only will aid the service 
man in determining the need for 


it should be 


| servicing and demonstrating the 


effectiveness of the cleaning oper- 
ation—it also should be a con- 
vincing tool to persuade a skepti- 
cal car owner that he really is in 


| meed of a new filter element. 


A variety of types of underhood 
and dash-mounted instruments and 


| pressure-drop indicators have been 


investigated for possible installa- 
tion in cars equipped with paper air 





| cleaners. Some people who are close 
|to engine and air cleaner develop- 
|}ment do advocate that the car 


owner be provided with a simple 
indication that his air cleaner 
should be serviced. However, so 
far as can be determined, there 
presently is no plan under way to 
proceed with such an instrument 
as original equipment. 

Importance of servicing paper air 
cleaners at regular intervals (fre- 
quency dependent upon severity of 
service) is universally recognized 
by engineers. When servicing is 
neglected, dirt builds up and tends 
to clog the pores of this highly 
efficient filter element. In extreme 
cases, the result of the air restric- 
tion is a drop-off of engine power 
and economy to a degree that is 
certain to cause complaints. 

While pointing out that a filter 
clogged to an extent that would 
cause a pressure drop of 20 inches 
of water would indeed be unusual, 
one engineer noted that this figure 
sometimes is used in the industry 
as a measure of filter life—and that 
this amount of air restriction would 








cause a 10 percent loss of engine 
power. 


Alabama Unit Elects 


Owings, Stokes, Graham 
ALICEVILLE, Ala. — Alton T. 
Owings, Carrollton, Ala., is the new 
president of the Pickens County 
Automobile Dealers’ Assn. 
Other new officers are Jim 
Stokes, Reform, vice-president, and 
Elmer Graham, Aliceville, 
secretary-treasurer. The retiring 
president is J. W. Owens, Gordo. 
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Use that Stainless Steel trim 
on your new cars to help you sell! 


e The model 53 Super 4-door hardtop has 27 *4 pounds of 
solid Stainless Steel trim where it will do the most good. 
The picture shows the most important exterior applications. 

So, when you’re talking to a prospect, why not put that 
Stainless into the deal? After all, high-quality brightwork 
that keeps its good looks is going to mean a lot to him as 
long as he drives this new beauty! 

Show him the Stainless. Be sure he knows Stainless trim 
will withstand corrosion and pitting better than any other 
trim material. Emphasize that Stainless is hard—much 
harder even than carbon steel—and that it will resist dents 
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and scratches better than other trims. Stress ease-of- 
cleaning, how it takes only soap and water to keep Stain- 
less clean. 

Remember, too, gleaming Stainless Steel trim typifies 
how much more your customer gets for his money when 
he buys a Buick. Use this vital sales point. 


USS 
Stainless Steel 


S Ff € £2:4% 
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— are puzzled by the recur- | 
ring situation after new models | 
are introduced in which the big | 
dealers in the cities seem to have 
an excess of new cars while small 
dealers complain they can’t get cars 
to take care of customers who are 
clamoring for delivery or else. 

“What's behind such a situa- 
tion?” we asked a factory man 
who had served as a zone car 
distributor. 

“Well,” he said, “part of it is a 
matter of relativity, part a matter 
of all-year performance, part a 
matter of the break-even point of 
the dealer and part just plain old 
human nature.” 

For example, the former distribu- 
tor said, a country dealer comes to 
town and sees a city dealer with 50 
new cars on the lot. Back home he’s 
got one and is pressed for delivery 
by several buyers. He figures the 
factory has loused up distribution 
again. He can get full price on his 
cats while the city dealer is dis- 
counting them, 

“What he probably doesn’t con- 
sider,” said the factory man, “is 
that the city dealer has a record 
of selling 100 cars a month and 

the 50 cars he has in stock thus 
represent a 15-day supply, while 
the small dealer sells two a 


Lukens Sees 


No Depression 
For 20 Years 


NEW YORK. — There will be no 
major depression over the next 20 
years, according to a long-term eco- 
nomic forecast just completed by 
Lukens Steel Co., Coatesville, Pa. 

Speaking before the New York 
chapter of the American Steel 
Warehouse Assn., Edward J. Ver- 
ity, Lukens staff economist, an- 
nounced these chief conclusions of 
the study: 

1. Total output of goods and serv- 
ices in the United States will in- 
crease approximately 11 percent an- 
nually over the next 20 years. 

2. Industrial production will in- 
crease 5 percent annually. 

3. The general price level will 
continue to move upward-probably 
3 percent per year. 

4. Total steel production will in- 
crease at an average annual rate of 
approximately 4 percent. 

He explained that the forecasts 
“are based on certain assumptions 
. .. A hot war would change the 
outlook, and so would total disarm- 
ament.” However, Verity said, the 
weight of evidence “negates the 
possibility of a major depression.” 


Dallas Dealers 
Elect Ingalls 


DALLAS. — A. L. Ingalls is the 
new president of the Authorized 
New Car Dealers Assn. of Dallas, 
Inc. Tom Maher is the retiring 
president. 

Other new officers are G, C, My- 
rick, vice-president; J. N. White- 
hurst, general manager, and E. B. 
Mohr, holdover member of the 
executive board. 


Packer Corp. Purchases 


National Auto Leasing 

DETROIT.—Packer Corp., which 
operates GM dealerships in Detroit, 
Flint and Miami, has purchased 
National Auto Leasing Corp. James 
H. Ross, who organized the leasing 
company in 1954, will continue as 
general manager. 

Other officers of the new Packer 
Corp. division are W. M. Packer, 
president; G. A. McKay, vice-presi- 
dent; W. M. Packer jr., secretary, 
and C. L. Bishop, treasurer. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


AUTOMOTIVE NEWS, MARCH 11, 1957 


Merchandising 


Memos to Dealers 


By Bob Finlay 


month and his one car in stock 
also represents a 15-day supply. 

“Of course, if the new models are 
hot, the one car doesn’t represent 
a 15-day supply during the period 
of high interest shortly after the 
new models are introduced. 


“But the factory has to keep 
in mind all-year performance, as 
well as the break-even points of 
the dealers. 

“The big dealers have higher 
break-even point and as a rule they 
keep slugging all year long. Some 
of the small dealers have a flurry 
of orders around new-model time 
and then settle down to filling 
demand for a car or two a month. 

“If you were faced with such a 


situation, who would you ship cars 
to during a temporary period of 
shortage?” 


Tact 


— people think that used-car 
dealers lack those fine little 
touches of diplomacy, leaning more 
toward bluntness and shrewdness 
in their dealings. But when you get 
to know them, you find many of 
them who are sensitive, tactful per- 
sons. 

Take the case of a couple of 
traders who were riding home 
together after a buying trip to Kan- 
sas City. The dealer who was the 
passenger noted that his friend was 
driving with a heavy foot and he 
knew that he had had plenty to 
drink. 

If I ask him to slow up, the dealer 
thought, he’ll just get sore. Finally, 
he asked: 

“How much 
car, Joe?” 

“Oh, about $3,500.” 

“How much will you take for 
it?” 

“"Bout $3,700.” 

“Tl take it. Now stop the car, 

you SOB. It’s my car and Ill 
drive it.” 


* * * 


you got in this 
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R. |. Rambler Dealers Award Hi-Fi— 


The Rhode Island Rambler Dealers’ Assn. gave away a hi-fi phonograph at a draw- 
ing held in connection with the automobile show at Cranston, R. |. Drawing the win- 
ning ticket is Norman Olsen, Cranston councilman. Assisting him are Jerry Parent, 
Parent's Sales & Service, and Cari Deluca, Deluca Bros., both of Cranston. More than 

| 1,000 show visitors registered for the prize. 
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AUTOMOTIVE WASHINGTON 


Auto-Safety 


Proposals 


Promise Lively Debate 


By William Ullman 


Washington Correspondent 


a bills have been offered during the past few weeks 


which would bring Washington solidly into the field of | 


automotive safety. 


All the bills are important, thoughtful measures and seem | 


sure to set off the most thorough discussion to date of the 


Federal Government’s role in® 


halting highway accidents. 

In addition, the Roberts | 
traffic safety subcommittee in the | 
House has been given permission to | 
pick up last year’s inquiry where it | 
left off and at least one senator has | 
asked for a probe of auto safety 
features. 

The sudden Capitol Hill interest 
in safety has been sparked by | 
Federal stake in the vast new road- 
building program and last year’s | 
record highway death toll. 








One bill has been introduced by | 
Senator Lyndon 
Johnson, Texas| 
Democrat and 
majority leader. 
His measure 


an automobile 
and highway 
safety division in 


of Health, Educa- 
tion and Welfare. 


William Ullman As reported sev- | 


would establish | 


the Department | 
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eral weeks ago, a small accident 
prevention unit already exists in 
the Welfare Department, but it is 
| pretty much a one-man opera- 

tion. The Johnson bill calls for a 
division with much broader func- 
tions. 

In a floor address, Johnson said 
the division he proposed could, 
among other things, “promote re- 
search into improved designs for 
automobiles and highways to pre- 
ivent accidents and to reduce the 
|severity of injuries in automobile 
accidents.” is 
* 


Information and Education 
| ADDITION to this job, he 


thinks the safety division should 
on accidents 





collect information 


and carry on a continuing public | 
| relations campaign to keep people | 


linformed about practical safety 
| Measures. 

Other than pointing out that the 
safety division would cooperate 
with state and local governments, 
Johnson did not question the right 
of Congress to enter this traditional 
domain of the states. Rather, he in- 
|sisted that “there is a responsibility 
here which we must face.” 


A new House bill, on the other 





hand, would push states toward 
action on a uniform traffic code 
without making direct Federal- 
intervention necessary. 

This measure was introduced by 
Rep. John V. Beamer, Indiana Re- 
publican who heard hours of testi- 
|mony as a member of the Roberts 
traffic safety subcommittee last 
year. 

The Beamer bill would give Con- 
gressional approval to a state traf- 
fic safety compact. The idea, 
Beamer explained, is not new. It al- 
ready is being used successfully in 
the interstate oil compact and the 
interstate compact for crime pre- 
vention. ee ae 


|A Step Toward Uniformity 


eo compact Beamer has in 
mind would be no idle discussion 
group. It would have the authority 
to prepare and promulgate regula- 
tions and legislation needed to slow 
down the accident rate. 

This may be an excellent solution 
to the vexing problem if the states 
agree to go along with it. Traffic 
experts agree that screwball diver- 
|sity among state traffic laws costs 
ithe nation lost time, lost dollars 
and lost lives each year. 

In spite of this agreement and 








DELCO-REMY ANNOUNCES NEW 
WATERPROOF STANDARD REGULATORS 





WITH IMPROVED PERFORMANCE 


Better electrical performance and 
are important user benefits foun 


ea dependability in any weather 
Delco-Remy’s new waterproof 


standard generator regulators, now available for general replacement use. 


And here are the features that make them the right regulators for 
millions of Delco-Remy equipped cars and trucks. 


New overhanging one-piece formed-steel cover and mating base 


and water vapors. 


0000 


shed road splash . . . convenient attaching screws are outside the 
enclosed area. Molded soft rubber gasket seals out harmful oil 


Integral sleeves of molded nylon insulator form permanent seal 
around rivets—assure watertight base. 


New, longer, more flexible armature contact spring on voltage 
regulator unit assures more positive closing of contact points for 
smoother operation. 


Welded electrical connections, and highest quality tungsten and 
non-tarnishing precious metal contact points, assure minimum 
resistance, maximum durability. 


Special fine thread screw-type controls allow easy, highly accurate 
adjustment of all three units. 


Sma a with Delco-Remy waterproof regulators when you 


-Remy equipped 


cars and trucks. These improved regu- 


ving are available from your car or truck dealer or the United 
Motors System. 
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| the enisittail efforts of several 





17 


organizations which urge adop- 

tion of a uniform traffic code, 

progress toward the goal has 
been disappointing. 

Beamer warned that if car output 
and drivers continue to increase, in 
a very short time the country will 
suffer 150 fatal auto accidents a 
day. 

Another House bill has been 
offered by Rep. Kenneth Roberts, 
Alabama Democrat and chairman 
of the traffic study group. His mea- 
sure would provide Federal grants 
to states for driver-education pro- 
grams in the public schools. 

* * * 


Cost Is Big Problem 


oa said there are two 
major obstacles to such pro- 
grams at present—the cost of about 
$35 a student and fitting the pro- 
gram into high school curricula. 
Of the two blocks, however, he 
claimed that cost is the more for- 
midable one, In the eight states 
where permissive legislation has 
been passed to allow school train- 
ing courses, he said, courses have 
been fitted in without too much 


| trouble. 


The only states in which such 
courses receive official sanction, 
he continued, are California, Del- 
aware, Florida, Louisiana, Maine, 
Michigan, Pennsy!vania and 
Washington. Roberts added that . 
he understood the cost of the 
program per student in some 
Michigan cities runs about $17 or 
less. 

Roberts had no qualms about 
Federal entry into this field. “The 
Federal government has a very 
great responsibility in protecting 
life and property in interstate com- 
merce,” he said. 

“By giving the states encourage- 
ment to set up driver-training pro- 
grams, we can cut down on the 
terrific loss of life and limb on our 
highways. Even a modest start will 
be well worth the cost involved.” 

* + 


State Bills Snag Code 


oo latest report by the Ameri- 
can Assn. of Motor Vehicle Ad- 
ministrators shows that while some 
states are moving toward adoption 
of a uniform vehicle code, others 
are moving in the opposite direc- 
tion. 

In Arkansas, a new bill to in- 
crease the allowable gross weight 
of a vehicle to 64,000 pounds is not 
in conformity with the code. 
Neither is the present law, for that 
matter. 

A Maryland bill would permit 
flashing lights to be used by rural 
mail carriers. The code limits 
flashing red lights to emergency 
vehicles and school buses. 

A North Dakota proposal. would 
give authority to suspend and re- 
voke drivers’ licenses to the courts 
instead of the motor vehcile com- 
missioner. This proposal is the re- 
verse of the code’s recommendation. 

- - - 


Tax Relief Opposed 


HE House-Senate Economic 

Committee thinks 1957 will 
bring further increases in employ- 
ment, production and purchasing 
power with no general easing of 
pressures toward further costs and 
price increases. 

Like most economic outlooks, 
however, the congressional one 
hedges its forecast carefully. 

It warns that “rising construction 
and interest costs and declining 
liquidity may prevent realization of 
present business plans for capital 
replacements and expansion .. . 
consumer outlays may not rise as 
muchas recent surveys indicate.” 

The committee's recommenda- 
tions: Cut Federal spending this 


year; don’t cut taxes. 
+ + + 


Road Designation Due 


CSeaence Secretary Sinclair 
Weeks has announced that the 
additional 1,000 miles of Interstate 
Highway System will be designated 
within the next two months. With 
typical understatement, he said 
there has been “considerable inter- 
est” in the designation. So far, state 
requests for the extra mileage total 
12,000 miles. 

The “tight money” controversy 
seems to affect everybody. Now 
Washington temperance leaders 
complain that since people can’t get 
enough credit for homes and hard 
goods, “they’re using a lot of their 
money for soft goods and whisky.” 
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. ringmaster 


@ Yes, with Studebaker-Packard, you crack the whip! You’re the “‘boss man” of 
your own business again. With the close cooperation of Studebaker-Packard’s sales 
team, you’ll develop your territory so you can realize its true potential. You’ll do 
the business you and your facilities are capable of handling profitably. It means 
work, sure—but when you’re through, you’ll have a lot more to show for it than 
a borderline financial statement and a round of applause. 

Get all the facts on a “Balanced Volume” Franchise of your own. Call or write: 
Dealer Development, Dept. A, Studebaker-Packard Corporation, South Bend 27, Ind. 
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tive research and development field, 
headed by Wally Parks, national 
News to Note... automotive magazine editor. 


* * + 


© ® Dealers Honor Pollard 
Auto World in Brief |) 2322: c,5 mere: 
hill Chevrolet Dealers Assn. has 
presented a silver cup to Martin 


Pollard, president, honoring “20 


; ‘ years of leadership.” The presen- 
LOS ANGELES. — DeVilbiss Co.,; been elected president of the local! tation was made by M. K. Smith, 









ton Truck Lines; William Tauss, 


= SS Grey Rock division, Ray bestos.- 
Manhattan, Inc.; A. J. Weigland, 
? Perfect Circle Corp.; Frank P1o- 


vick, Delco-Remy, and Frank Sny- 
der, White Motor Co. 
* a * 
53,000 Motels Counted 
NEW YORK. — The nation hag 
nearly 53,000 motels, compared with 














manufacturer of spray finishing| Chamber of Commerce. senior past officer of the associa- 15,000 in 1940, according to figures 
equipment, has completed a new a ie ee tion. compiled by the Automobile Club of 
building here which is five times Jefferson in Cleveland aaa New York, 

the size of the former quarters, CLEVELAND. — Jefferson Chem- NMA Gains Members Pie ae 






The building is serving as a sales|ical Co. has opened a Cleveland DAYTON, O.—The National Man- 
and service center, a warehouse and | sales office. R. J. Robinson, returned| agement Assn. has gained more} 


Winde Heads Oregon Unit 
KLAMATH FALLS, Ore. — H. J, 





4 
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has a research laboratory for dem-|to Jefferson from the U. S. Army| than 3,000 members in the last five | oe , |Winde (Buick) has been elected 

onstrating and testing spray appli-| Chemical Center where he spent| months of 1956, according to Marion | }/ en, | president of the Klamath Falls Au- 

cations. two years, has been named resident| N. Kershner, executive vic e- | If —~ |tomobile Dealers Assn. Bill Cun- 
eens salesman. The new office is at 802) president. This puts NMA member- Globe iningham is secretary, and R. E. 

Toronto Police Buy 87 Cars | Fidelity Building. | ship over 73,000 members in 365 af- | | Kenney is treasurer. 

TORONTO.— Gorries Downtown we: Sy | filiated clubs, he said, | “Anybody want to take a long- ee 

Chevrolet has sold 87 new Chevro-| Group Formed to Certi oo distance collect call from our , ws 

lets to the Metropolitan Toronto | : fy Service Experts Teach | sales contest winner basking in 35 Years for Erwin 

Police Commission. The bid of $118,-| Auto Tests and Trials ; a the Florida sun?” | MARVELL, Ark, — Curtis 0. 


764 was substantially below the| LOS ANGELES. — The National| Course at Penn State \Erwin, one of the oldest Ford 





commission’s estimated figure of | Automotive Testing Assn,, an or- UNIVERSITY PARK, Pa. —A ia State Uni |dealers in Eastern Arkansas, has 
$136,000. | ganization to sanction, observe and | group of maintenance experts from ducted by Pennsylvania —. e oa |observed his 35th anniversary as a 
le ee |certify special performance trials the automotive industry were | Versity’s Institute for Public Safety. \word dealer in this area. He heads 

C of C Elects Edwards vo tests, has been formed here. among the instructors at the 12th, Assisting Amos E. Neyhart, ad- ; 


| Erwin Motor Co, 


* * ok 


WHITEWRIGHT, Tex.—Car] Ed- The NATA will have a staff of 37| annual course in Maintenance for ministrative head of the institute, | 
wards, an automobile dealer, has| experts from almost every automo-| Safe and Efficient Operation con-| were Warren A. Taussig, Burling- | . 
|Fruehauf to Convert 


|Plant for U. S. Work 

NEW YORK.—Fruehauf Trailer’s 
plant in Delphos, O., will be devoted 
exclusively to Government work be- 
cause of the company’s increased 
defense work, particularly in the 
guided missile field. 

Fruehauf is currently producing 
equipment for the Redstone, Regu- 
lus, Thor, Nike, Matador and Ding 
Dong missile programs. The firm 
also has two other plants fully oc- 
cupied with defense work. 

* * 7 


Service Steel Boosts 


Warehouse Capacity 


DETROIT—Service Stee! division, 
Van Pelt Corp., has completed a 
| new 25,000-square-foot warehouse in 
|Los Angeles. It has four travelling 
cranes running the 240-foot length 
|of the building and a jib crane for 
| speedy unloading of freight cars. 
| The division also has completed 
| expansion of it’s Buffalo warehouse 
| by almost 50 percent and has con- 

structed a new office building there. 
= * = 


DeSoto’s L. A. Office Moved 


LOS ANGELES. — DeSoto’s Los 
Angeles regional sales, distribution 
| and service offices have been moved 
to 9130 Sunset Blvd., Los Angeles 
| 46, Calif. 





| Sei berling Develops 


Durable Recap Rubber 

AKRON.—A new “higher mile- 
age” tread rubber has been devel- 
oped by Seiberling Rubber Co. for 
its independent tire recappers 
| throughout the country. 


How to get a modern building like this Satbecting oflctels raport teat tm 


years of tests indicate that the new 





product will provide at least 25 per- 


... without paying a custom price _ jitter 


* * * 


| Steel Industry Future 








This dealership has been built a new, modern way... a way that In Chicago Seen Bright 
can save you both time and money when you build or expand your : ee steel ao 
. . ; 90 as ste ere will step up its growth rate 
dealership. A good proportion of this building was built in a factory! dan tances tr tend on tha Gockel 
For the basic structure is a Butler metal building. greatest steel center in the next 10 
Glass, wood and masonry have been judiciously combined with ad ars, ——— to Hjalmar “ 
the economy of Butler’s rigid-frame and metal panel construction Steel Co. eo-premem, Salas 
to make a distinctive, modern-appearing dealership at less cost than He said capacity of the area’s 
if the building had been built in the usual manner. Slow, expensive, mills, rated at 24 million tons a 
‘ : ? : : year, will rise to 27 million tons in 
ee os was reduced by Butler’s pre-engineered design. the nent tae penes en the Waste @ 
mstruction was faster, too. Because the building was ready for work now in progress, and jump 
assembly the minute it reached the building site, field erection was to 33 million tons or more by 1967. 
faster. This put the dealer in business months sooner. te 
Butler rigid-frame construction provides post-free service A Butler metal building can be tailored to fit your needs. There’s N. Y. Assn. Meeting Set 
areas up to 100-ft. wide. a wide variety of sizes. Build this new, modern way and get the ALBANY. — John J. Evers jr. 
. fi hat h de Butl tal buildi fir hoi executive vice-president, New York 
Fer inf hen, musta ue ei ie Cate tine special benefits that have made Butler metal buildings first choice State Automobile Dealers Assn., has 
your area. He's listed in the Yellow Pages under “Buildings.” with more than 500 automobile dealers. announced that the association’s 


annual spring meeting and golf 
tournament will be held at Saranac 
Inn, June 9-11, 1957. 


Cocco 


BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 


Please send more information about Butler metal buildings for automobile dealerships to: 





Morley Heads Dealers 


% 
x paowe® In Oregon County 


Pert eeoroercesesse=s< 


Manvfacturers of Buildings « Oil Equipment + Farm Equipment I SN a SI Se at PEST 1 ei ae Oot ae eee HILLSBOR a 
Dry Cleaners Equipment + Outdoor Advertising Equipment - has been aus tenseoe —— 
Custom Fabrication RR RTE See Washington County Auto Dealers 
Sales offices in Los Angeles, Richmond, Calif. * Houston, Tex. RR soe Me IE eek ea TN sie Assn., succeeding Carl Bunge. Other 
Birmingham, Ala. * Atlanta, Ge. * Minneapolis, Minn. * Chicago, Il. new officers are Bill Copps, vice- 
Detroit, Mich. * Cleveland, Ohio * New York City, Syracuse, N.Y. Os Ee SRS _....... Zone. State ead president; Bob Heinrich, secretary, 


Washington, D.C. ¢ Burlington, Ont., Canada 


bee ee eee ee eee ee 






and Elmer Lillegard, treasurer. 






Tauss, 
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A report to automotive advertisers: 
d 
1 hag 
1 with 
igures 
lub of 
nit 
H. J. 
lected 
s Au- 
Cun- 
R. E. * e 
Ford 
has 
as a 
heads 
A Study of Seven Publications, a recent survey of these publications in reaching car owners 
conducted for the Reader’s Digest by Alfred and car buyers—the cream of the automotive 
Politz Research, Inc., contains valuable data market—LOOK has applied current, one-time, 
ce on coverage of the automotive market by seven black-and-white page rates to each publica- 
te = leading publications. It reveals how many peo- tion’s audience as determined by the survey. 
eas . . . . * . . 
1 the ple each publication reaches in families who You will note in the tables below that, based on 
aes own cars and in families who bought cars dur- virtually any yardstick, LOOK is the most effi- 
Regu- ing the 12 months prior to the interviewing cient magazine for reaching the top automotive 
Din ° ° ° 
firm (spring, 1956). To show the relative efficiency sales prospects. 
y 0c- 
ision, 
eda REESE: SaroateeOES es PERE ORS PBS BEET IC 
‘ling : Readers in families who own Readers in families who own 
ngth : ONE OR MORE CARS ONE CAR ONLY TWO OR MORE CARS 
e for z pssst etpnsereaipitieshemniniaciinencnescaamasd 
rs. es 
leted Audience Readers ee Readers ee Readers 
ie 's per 's per ( 's per 
aa es omitted) dollar omitted) dollar omitted) | dollar 
here. : ————————E i tachi ewecjecnessil pee eset 
} | LooK 17,275 1,043 LOOK 13,325 804 LOOK 3,950 239 
ed 
: a Life 23,649 1,025 Life 18,434 799 Life 5,215 226 
ation # 
aa = Reader's Digest 26,686 920 Reader's Digest 20,826 718 Reader’s Digest 5,860 202 
eles es = 
Good Housekeeping 8,893 | 773 Good Housekeeping 6,945 604 Post 3,457 1758 
Post 14,578 Post 11,121 562 Good Housekeeping 1,948 169 
| This Week 19,168 This Week 15,387 478 This Week 3,781 117 
nile- is 
evel- McCall’s 8,640 McCall's 6,861 432 McCall's 1,779 112 
. for 
ers cenonconnmmansnne cocageeocaneccsenennet.te 
, two 
new 
per- ; : , 
stely ETS — purchases made in 12 months prior to survey, conducted in spring, 1956) 
Readers in families who who Readers in families who 
stry : PURCHASED A CAR PURCHASED NEW CAR PURCHASED USED CAR 
rate 3 
a : Readers Audience Readers fnemenee Readers 
es per 's per ’s per 
7 ji dollar omitted) | dollar omitted) | dollar 
an LOOK Life 5,013 217 LOOK 3,584 217 
+ Life LooK 3,514 212 Life 3,998 174 
—_ = Reader's Digest Reader’s Digest 5,210 180 Reader's Digest 4,289 148 
Good Housekeeping Good Housekeeping 1,924 167 Post 2,931 148 
ir, Post Post 2,853 144 Good Housekeeping 1,459 127 
_ This Week This Week 3,854 120 This Week 3,111 96 
_ McCall's McCall’s 1,664 105 McCall's 1,306 82 
mae SRS 
a e . : ° / 
ers the exciting story of people 
her 
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astic about the experiment. “Its 
How They're Pushing Sales .. . paying off,” one of a said. 


* * 


‘I Like Money...’ 
Dealer Ad Ideas MARY SADOWSKE, operator of 


Cedervale Motors, Ltd., To- 
- ronto, used a newspaper ad featur. 
Confidence |you, too, can buy with confidence|ing a photo of a man literally 


OU can’t buy confidence | —confidence earned through years! covered with money. 


i i rity since ‘ e 
you've got to earn it!” declared ae endability and integrity The ad was captioned: “Sure, I 


Luhring Motor Co. (Dodge-Plym- a he ae couiaan 20 ‘oa oe make more by 
uth), Norfolk, Va. ° ° | . 
, The company defined confidence Air Time by the Day | Said copy: “I’m in business for 
as “belief, reliance, trust,” and said, EN GARFF Oldsmobile Sales, | one thing — to make myself as 
“Since 1929, Luhring Motor Co. has ‘Salt Lake City, has pur- | much money as I can. But that 
enjoyed the confidence of thousands | chased the entire Sunday broad- | doesn’t mean that I'm going to 
of Norfolk people. That confidence | casting og of r + to station = - out oo. Pon 
Open-Air Showroom— has been merited by the products | ae cakes eth pa rs emer rae a 7 ae - 
Suncoast Motors, Inc. (DeSoto-Plymouth), has moved into this new building, featur- and services we have sold AND | ceaieléie inated to four short | deal that nets me the mutate a 
ing an open-air showroom, in Clearwater, Fla. Offices and closing rooms occupy the SS a = i | spiele each howr. profit. 
center section of the building, with oa roo — in os -_ The firm is operated = > tabeiae Sister Go, Where Company officials are enthusi- | “May soun d crazy — but it 
by George 1. Stearns, president, and Tom Butey, vice-president, OSs SS eS | wouldn't if you took a peak at my 
—————— books. It’s just like with the super- 
markets. A small profit per item 
and an enormous volume of items, 
That adds up to a big profit.” 


‘Corvette, T-Bird 
‘Carry U.S. Hopes 
In Sebring Race 


| NEW YORK. — An interconti- 
|nental battle for sports car su- 
| premacy in the Florida Interna- 
| tional 12-Hour Grand Prix of 
| Endurance is assured as two U. §. 
| manufacturers fi'ed official entries 
before the deadline. 


as | The American entries include two 
| Ford Thunderbirds and four Chev- 
| rolet Corvettes. The race will be 

i held at Sebring, Fla., March 23. 


Reginald S. Smith, race secretary, 
has announced that 62 cars, repre- 


at | senting 13 countries and 20 manu- 

- | facturers, had been assigned ten- 
| tative positions in the starting line- 

up. Eight additional entries have 

| been officially listed as reserves and 


| will be given first chance to replace 
| any cars scratched before the race. 


| At least three of these will be 
: | assigned starting slots as the field 
e) has been increased to 65 cars 


| against the originally planned field 
|of 60. Additional entries can be 


| filed up to March 6, but these will 

° | require a late-entry penalty fee of 
| $150. Regular fee was $100. 

| Cars and countries of origin, in- 

;clude: (Italy) Ferrari, eight; 

Maserati, six; Alfa-Romeo, three; 

. | Stanguellini, one, and OSCA, one; 

a =o (England) Jaguar, seven; MG, 

’ three; Arnolt-Bristol, three; Lotus, 

Pa a | three; Austin-Healey, two; Cooper, 

ye ' |two; Triumph, two; AC, two, and 

ONS SNACK Ben Se rong Raha 

. : |three; D-B, one; (Germany) 

Porsche, six; and Mercedes-Benz, 


LARGEST AND MOST MODERN Sa aa core fees 


TUXODUEONZUN es ee Gaon es 


3 ; ms ~ Med eee Bes | LANSING. — Oldsmobile has ap- 
i of ag aS <P . ae iets. bi Since | pointed two veteran members of its 
23 a, eres tie wes eS) : FA / | field organization to head its newest 
: 7 |zone offices. James W. Hill will 
Bae 4 be Ae Set Fale ig ' head the Jacksonville (Fla.) opera- 

ah i» len: tion, and William R. Owen was 


A ee ans Tyo eG | | 
THE WHELAND COMPANY 
FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS eacriaaaas W. R. Owen 


named zone manager in Newark, 


CHATTANOOGA ye TEN NESSEE N Both men joined Oldsmobile in 


1947. Hill formerly was assistant 
zone manager in Minneapolis, and 
Owen was assistant manager of the 
Boston zone. 

The Jacksonville office will serve 
121 dealers in Florida and Southern 
Georgia, and the Newark territory 
includes 92 dealers in Northern New 
Jersey and Southern New York. The 
Newark office is located in East 
Orange, N. J. 


Dodge Dealers Retain Miles 

NEW YORK. — At the three-day 
Dodge Dealer Advisory Conference 
held here, Ferris Miles, Dodge 
dealer in Redwood City, Calif., was 
reelected chairman for the third 
consecutive term, 





eereba| 


He makes the most of modern selling methods / 


On announcement day Chevrolet dealers have been known to use everything from a 

parade of live elephants to a live TV show in the dealership. A Chevrolet dealer Chevrolet Dealers and Chevrolet 
knows how to merchandise and advertise to bring people into his showroom, and he 
knows how to make sure most of them drive out in new Chevrolet cars or trucks. 
His record of sales leadership over the past twenty years proves that he’s a crack 
salesman with a quality product. He knows how to attract customers, but best of all, 
he knows how to make customers happy, and keep them that way! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


THE FIRST TEAM IN THE AUTOMOBILE INDUSTRY 
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Larger Quotas the Bait... 


Splitting Up of Duals 
Pushed by Chrysler 


——, the unusually 
strong demand for its cars, 
Chrysler Corp. has greatly acceler- 
ated its “operation split-off’—the 
establishment of a separate line of 
Plymouth dealers. 

After the original effort to split 
off Plymouth met strong dealer 
resistance, the program was ex- 
pected to be a 15-year attrition 
program in which the majority of 
Dodge, DeSoto and Chrysler 
dealerships were to lose one of 
their franchises as outlets 
changed hands through death, 
termination and dealership sales. 

However, because of heavy public 


and dealer demand for Chrysler} 


Corp. cars, especially Plymouth, top 
officials of Chrysler Corp. Market- 
ing Group have been making new 


and stronger pleas to most dealers) 


in multiple-points to give up their 





Dodge, DeSoto or Chrysler fran- 
chises. 
+ * + 


Y one major inducement is 
offered — a much larger quota 
of Plymouths, including all the 
more popular body styles. The latter 
element is important because many 
dealers are complaining more about 
the “body mix” they receive than 
the smallness of their quota. 


While this single inducement 
would be relatively unimportant in 
most previous years, it is of consid- 
erable importance this year and 
dealers in many metropolitan areas 
are quite stirred up about the situ- 
ation. 


Declared one dealer; “We care- 
fully watched Plymouth produc- 
tion move up. When the produc- 
tion increased 50 percent, we 
expected our quotas to be revised 


upward. But they said, ‘No, that 
extra production is for Plymouth 
exclusives. Now, if you want to 
give up your other franchise, or 
if you want to open another store, 
we'll see that you get more Plym- 
ouths.’” 

The situation has so stirred the 
Dodge dealers in Detroit that they 
requested a special meeting with E. 
M. (Bill) Braden, Chrysler Corp.’s 
director of central field operations. 

* * * 

At THE meeting, which was held 

Feb, 18, the dealers were merely 
told what they had already observed 
—that Chrysler Corp. was moving 
ahead as rapidly as possible on its 
split-off program because a fourth 
line of dealers is considered vital 
to the success of the corporation. 

The dealers are taking one of 
these three positions on the subject: 

1. They are going along with the 
split-off, either giving up one fran- 
chise or opening a separate store 
for their second franchise. 

2. They are unalterably opposed 
to the plan—at least until Chrys- 
ler Corp. car lines move into 
higher sales positions nationally. 

3. They see the wisdom of the 
program, but are unwilling to go 
along until all Chrysler Corp. 





es 
Goodyear R 
. 
Foreign Setup 

AKRON. — Incorporation of a 
new subsidiary to conduct foreign 
business of Goodyear Tire & Rub- 
ber Co. has been announced by E. 
J. Thomas, president, 

It is incorporated as Goodyear 
International Corp., and replaces 
Goodyear Tire & Rubber Export 
Co 


F..T. Magennis has been named 
president of the international sub- 
sidiary, with E. E, Long as vice- 
president. Magennis had previously 
held the title of vice-president and 
general manager of the export com- 
pany. He is a veteran of nearly 40 
years with Goodyear. Long has 
been with Goodyear 40 years—34 in 
the overseas organization. Before 
his present appointment, he was 
assistant general manager of the 
export company. 


dealers in their areas give up one 
of their franchises. 

Dealers say that the Group Mar- 
keting officials have worked out a 
new “master chart” for the ar- 
rangement of separate Plymouth, 


AN EFFECTIVE WAY TO DEVELOP 
VALUABLE GOOD WILL FOR YOUR COMPANY 


...and help to do a life-saving job at the same time 


You can achieve lasting good will for your 
company—the kind of good will that results 
in friendly relations with every group in 
your community. And you can help to save 


precious lives at the same time, by putting 
your company’s efforts behind the nation- 
wide campaign against traffic deaths. 


During 1956, the national total of highway 
deaths was over 40,000—the highest figure 


in our history. 


The cost to the country of 


these wasted lives is incalculable. 


But the picture wasn’t entirely black. In 
many areas—in small towns and big cities— 
the terrible upward trend was reversed. 


This was accomplished by community 


action—by business leaders, 


civic organiza- 


tions, church, fraternal and PTA groups 
joining together with law enforcement agen- 
cies in an all-out attack on traffic deaths. 


The figures prove it. Wherever people get 
together to do something about traffic safety, 


deaths go down. 


BACK THE ATTACK ON TRAFFIC ACCIDENTS! 


Your company can perform an invaluable 
service for your community, and for the coun- 
try as a whole, by pitching in and helping in 
this life-saving crusade. For full information 
on what you can do—and how you can 
do it—write The National Safety Council, 


Chicago 11, Illinois. 

















Dodge, DeSoto and Chrysler dealers 
ships in metropolitan areas. z 
+ . + 

OR this reason, some dealers say, 

dealers are given no option ag 
to which franchise they can retain, 
Other dealers say that the factory 
officials are being firm, but still ag 
fair as possible. 


Obviously, dealers who make 
the earliest move in this matter 
are being given more of a choice, 
While most split-offs thus far 
have involved D od g e-Plymouth 
dealers, DeSoto and Chrysler 
dealers also are being separated. 
In this respect, some observers 

feel that Chrysler dealers would be 
better able to survive a divorce 
since they have the Imperial, which 
also is showing surprising publi¢e 
acceptance. 

One unhappy dealer asserted that 
“this is the worst thing that’s hap- 
pened here in a long time, There's 
no acknowledgement of past good 
service at all. The way they’re put- 
ting pressure on the dealers to split 
their franchises shows that there ig 
no place in Chrysler Corp. for a 
dealer with a large overhead based 
on a two-car operation.” 

* * * 


NOTHER dealer said: “They 

realize that this is their best 
opportunity in a decade or two to 
separate Plymouth. A fourth dealer 
organization would be fine, but the 
factories have got to be in a posi- 
tion to build sufficient cars. We'd 
be glad to go along if Plymouth 
were in third place and Dodge in 
fourth place in sales.” 

One dealer commented, “Because 
of the way they supply us with 
ears, they gradually are taking us 
out of the Plymouth business.” 

However, most dealers spoke 
much more kindly of “operation 
split-off.” 

In the last couple of weeks, the 
following split-offs have been made 
in the Detroit area: 

1. Hodges Dodge (Dodge-Plym- 
outh now has a separate corpo- 
rate setup, Northwood Plymouth, 
to handle Plymouth sales and 
service in a nearby store. 

2. Frank Pepp, Inc. (Dodge-Plym- 
outh) has given up its Dodge fran- 
chise and is a Plymouth exclusive. 

3. Glenn Walker, Inc., (DeSoto- 
Plymouth) has opened up another 
location for its Plymouth operation. 

4. Raynal Bros. (Dodge-Plym- 
outh) has opened another service 
and sales store in a nearby building 
it owned and named it Raynal 
Plymouth Co. 

7 > - 


part Raynal, of Raynal Bros, 
said that he went along with the 
separation because he was promised 
three times as many Plymouths and 
because his operation had been 
growing in recent years and it 
needed more facilities. 

A Detroit dealer for 30 years, 
Raynal said, “Our quota has been 30 
Plymouths a month. Now that we're 
a Plymouth exclusive, our quota has 
been boosted to 100 Plymouths a 
month. This year we expect to sell 
about 1,000 Plymouths and 1,000 
Dodges. 

“We've had this other nearby 
building since 1951. We've been 
using the service department, but 
the showroom was used as our 
parts department. Now we've 
moved the parts elsewhere,” he 
said. 

He said that the expansion now 
gives the company seven more 
places to display new cars and that 
the original showroom only offered 
eight places for both lines, which he 
said was insufficient, 

*” * = 


FRAYNAL is adding salesmen and 
has moved up people in the 
organization to add another sales 
Manager, service manager and 
office manager. He said the new 
showroom also adds several much- 
needed salesmen’s booths. 

Raynal continued, “Under the 
new master plan, they’ve told us 
that the total number of Chrys- 
ler Corp. dealers will not increase. 
This program will reduce cut- 
throat competition among the 
dealers. 

“T think the split-off will help our 
salesmen sell cars. They can con- 
centrate on one product. I know 
myself that my head is only so big. 
By the time I learn all the body 
styles, models, engines, accessories 
and options of Plymouth, Dodge 
and Dodge truck, it’s impossible for 
me to grasp, digest and dish up this 
information properly to the cus- 
tomer, 

—JosepH M. CALLAHAN 








From a small beginning 25 years ago, 
South Florida Test Service now has more 
than 15,000 panels and many other 
types of materials and products on test. 
No wonder, either, for South Florida's 
combination of warm temperatures, high 
humidity, and direct solar rays provide a 
most severe outdoor testing laboratory. 


Automotive steel panels finished with new Acrylic 
paint were rushed direct from factory to South Florida 
Test Service. Half the panels were treated with Liquid 
Glaze—the other half were left untreated. All were 
immediately installed on the weather exposure racks. 

At the start of the test the ‘‘Photovolt’” rating 
showed that the Liquid Glazed panels had 25% more 
gloss than the plain panels. After 60 days’ exposure to 
Florida’s hot sun and high humidity, the Liquid 
Glazed panels still registered 21.6% more gloss. 

Here’s positive, unbiased proof that Liquid Glaze, 
with exclusive Glasite, is ideal for use on new Acrylic 
paints—just as it has been for regular paints for years 
and years. If you like to have your customers’ cars 
look their best—sell them Liquid Glaze. 


Liquid Glaze is available in shop size cans 
or customer ‘“‘do-it-yourself” spraytainers. 
Order adequate supplies now for the lucrative 
Spring ‘‘appearance treatment’ business. 
Write today for a free copy of the booklet, 
*‘Dollars and Sense’’, which tells how to set up 
a most profitable appearance department. 


LIQUID GLAZE, INC. 


704 Sheridan Ave. Lansing, Michigan 











Across the Nation .. . 


Auto Dealer Changes 


H. G. Wonderlin Co, (Stude- 
baker), Decatur, Ill, has added the 
Packard franchise held by Boyd C. 
Marquand. 

Marquand has purchased the 
Studebaker-Packard dealership in 
Mattoon, Ill, Mel Cox and Jim El- 
liot, former Marquand employes, 
are used-car manager and parts 
manager respectively for Wonder- 
lin. 


* * * 


Forsman Sole Owner 


Clarence Forsman now is sole 
owner of Mid-Valley Motors 
(Dodge-Plymouth), Aitkin, Minn., 
after buying the interests of his 
former partners, Ray McArthur and 
George Kelsh. 2 


Eddie’s Adds 2 Lines 

Chrysler and Imperial fran- 
chises have been acquired by 
Eddie’s Sales & Service, Dead- 





wood, ‘S. D. The firm also is a 
dealership for Dodge and Plym- 
outh, Owner of the is 
E. H. Rypkema, who also owns 
dealerships at Sturgis and Spear- 
fish, S. D. 


* ® * 


Young Lincoln Sold 


F. W. Mitchell, William Boyer 
and Ralph McCellan have bought 
out the former Young, Inc. (Lin- 
coln), St. Paul, Minn., and are oper- 
ating as Capitol Lincoln. J. Ray- 
mond Young, the former owner, has 
gone into the investment, real es- 
tate and auto leasing business, and 
his son, John Young, has joined the 


new firm as assistant manager. 
* + * 


AMC Triple for Jenkins 
The former Hudson Sales & Serv- 
ice Co., Inc., Watertown, S. D., now 
is known as Jenkins Motors, Inc., 
and is handling Nash, Rambler and 
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TUNE IN 


Hudson, according to L. D, Jenkins, 
president. The Nash-Rambler line 
was added through the purchase of 
Matz Motor Co., Watertown. 

* 


+ * 


Manz Opens Deal 
Manz Studebaker Sales, Chip- 
pewa Falls, Wis., is the new Stude- 
baker dealership replacing Rollett 
Motor Sales. Robert Manz heads the 
new firm. 
a + + 


Garcia Buys Out Nyquist 

Ernie Garcia, Portiand (Ore.) 
used-car dealer, has purchased Ny- 
quist Ford Co., Astoria, Ore., from 
C. A. Nyquist, who is retiring after 


20 years as owner of the firm, 
+ = om 


Monroe Motors Sold 


Edward Chamberlain has sold 
Monroe Motors (Lincoln-Mercury), 
2508 Princess Anne St., Fredericks- 
burg, Va. New officers of the firm 
are Richard C. Rawlings, president 
and treasurer; George C. Rawlings, 
vice-president, and George C. Raw- 
lings jr., secretary. 


* * * 





“IT must not have the knack of 
it yet, Mr. Smith! Everyone I ask 
already has a car!” 








in Jack Davis, Inc. (Lincoln- 
Mercury), 1031 N. Liberty, Winston- 
Salem, N. C. Jack Davis is president 
and treasurer, and Marion J. Davis 
is vice-president and secretary. Slick 


Davis Acquires Deal 


Jack Davis has acquired control- 
ling interest from Slick Enterprises 





then you 


want a 


Dry Charge Delco 


battery! 


You can turn this customer's snarl into a smile with a Dry Charge 
Delco—the battery that can't get old before it's sold! 


Show him that the battery is stored bone dry. It can't lose any 
power that way. Then electrolyte is added from a convenient, 
disposable container. In seconds it springs to life with all the 
factory-fresh power it's possible to pack into a battery. Your 
customer is on his merry way in a flash, because Dry Charge 
Delco batteries don't need a booster charge! 


Delco battery warranties are good all over the United States 
and in Canada, too. This, plus a complete line and General 
Motors quality, makes it a simple matter to please all of your 
battery customers. 





ON TV... Award-Winning “Wide Wide World" on NBC Network. 
ON RADIO... Lowell Thomas Newscast on CBS Network. 
See local listings for time and station. 





— 


Enterprises purchased the dealer. 
ship from Miller Motor Co. in 1954 
* + * 





Continental Opens 
Continental Motors has opened at 
526 S. E. Lane, Roseburg, Ore. The 
firm handles Hillman, Sunbeam ang 
Triumph. Vie Schetz owns the 
dealership. 
= * = 


Foreign-Car Deal 


European Imported Motors, 1414 
W. Twenty-eighth, Minneapolis, has 
been named a dealer for several 
foreign cars including Isetta 300, 
Austin, Austin-Healey, MG, Morris, 
Hillman and Volvo. Mark Doyne is 
president of the firm. 

ok + * 


Pearson Sells to Olson 


L. N. Pearson has sold Pearson 
Auto Co, (Buick), Benson Minn., to 
Donald Olson, formerly of Minne- 
apolis. Olson has been with Buick 
in Minnesota and Wisconsin for 
three years. The dealership has been 
renamed Don Olson Motor Co. 

+ * . 


Brigham Buys Oliver 


Arthur Brigham has purchased 
Oliver Motors (Cadillac-Oldsmo- 
bile), Sparta, Wis., from William 
Oliver, of LaCrosse, Wis. The firm 
will be known as Brigham Motors. 

* * * 


English Ford Added 


Southern Motors (Nash), Brough- 
ton and Lincoln sts., Savannah, Ga, 
has added the English Ford line. 
The dealership now handles Anglia, 
Prefect, Consul, Zephyr and Zodiac 
in addition to Nash, Rambler and 
Metropolitan. 

* * 


Goliath Deal Opens 


Goliath Autohaus, Inc., has been 
franchisd to handle the German- 
made Goliath car in Portland, Ore. 


Dealership Closes 


Parratt-Keever Lincoln - Mercury 
Sales and Service, Inc., Michigan 
City, Ind., has gone out of business. 
The firm was owned by Dr. Louis 
Parratt and Frank Keevr, both of 
Gary, Ind. 









* * 


> 
Dawson Opens Deal 
Dawson Motor Co. is the new 
Studebaker - Packard dealership in 
Des Moines. The firm is owned by 
R. E, Dawson. 


Robinson Opens S-P 
0. G. Robinson has opened a 
Studebaker-Packard dealership in 
Grand Prairie, Tex. 


Johnson Buys Spencer 


A. T. Johnson jr., a former Pon- 
tiac dealer in Lubbock, Tex., has 
purchased the interest held by K. 
Ray Spencer in Spencer Motor Co, 
San Antonio. 


3,500 Salesmen 
In Dodge Truck 


Training Program 


DETROIT. — More than 3,500 
Dodge retail car salesmen across 
the country are participating in a 
comprehensive “learn and earn” 
truck sales training program, 
according to W. D. Moore, director 
of advertising and merchandising. 

The program, which is being con- 
ducted by newly appointed truck 
sales training managers in each of 
the 18 Dodge national regions, is 
designed to give car salesmen basic 
truck knowledge and necessary 
technical sales information to 
handle most truck sales opportuni- 
ties. 

Sessions are held every four or 
five weeks in central locations con- 
venient to all salesmen registered 
for the program. Six three-hour 
meetings comprise the present 
series, which covers topics such as 
the low-tonnage truck market, 
special-purpose trucks, load distri- 
bution, selection of chassis and 
equipment and pricing. 

Although the program is only 
midway in its course, Dodge dealers 
in all regions are reporting more 
effective truck salesmanship, 
according to Moore. Because of the 
current success of the undertaking, 
it is planned to make the “Learn 
and Earn” sessions a continuing 
project that will reach the entire 
Dodge organization and approxi- 
mately 10,000 salesmen over the 
period of a year. 
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Coil and Distributor 


Distributor 


Tune your Buicks 
for “hot” performance 


with BUICK 


FACTORY ENGINEERED 


Ignition Units 
and Repair Kits 


See Section 10-F in Your Buick Shop Manual 


Repair Kit 





Tune Buick Engines to Peak Efficiency Specify Buick Factory Engineered coils, 
with replacement units and parts designed condensers, point sets, starting motors, wiring 


to operate smoothly in the engine you are kits—and save costly “come-backs.” 


servicing — whether it be 6-volt straight 8,or Buy Them from Your Buick Dealer — at 


advanced 12-volt V8. your full discount. 






| 
| 
J 


ENGINEER APPROVED ACCESSORIES 


Did You Know that a window in the 1957 Buick 
distributor cap can be opened for adjustment of 
contact points, without removing cap and rotor? 













FACTORY ENGINEERED PARTS FACTORY ENGINEERED PARTS 


SEE YOUR BUICK DEALER— Your One-Stop Source for Buick Parts 
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particularly is this so in reorganiza- | 


Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

A, L. asked this legal ques- 
* tion: “If an old automobile 
accessory corporation is dissolved 
and its assets are distributed to the 
stockholders who create a new cor- 
poration, is the money received 
from dissolution of the old corpora- 
tion taxable as 
short or long-term 

capital gain?” 
According to a 
late higher court 
decision such in- 


come is taxable 
as ordinary in- 
come, 


For instance, in 
the late and lead- 
ing higher court 

pf case of Liddon v. 
L. T. Parker Commissioner of 
Internal Revenue, 230 Fed. Rep. 
(2d), 304, the Tax Court of the 
United States, 22 T. C. 1220, held 
that the amount of money distrib- 
uted upon dissolution of an old cor- 





Ten cars now feature front sus- 
pension ball joints on their 
sparkling new 1957 models. 
This advanced Thompson 
Products engineering improve- 
ment helps cars hug the road, 
makes steering easier and safer. 


The development and mass 
production of this revolutionary 
new product is a typical example 
of Thompson’s side-by-side co- 





poration and creation of new cor- 
poration was taxable as ordinary 
income for income tax purposes. 
The higher court, in part, re- 
versed this decision holding that 
where, to dispose of interests of a 
minority stockholder who sought to 
liquidate his interest in the old cor- 
poration, such corporation was dis- 


solved, a new corporation created | 


and the assets of the old corpora- 
tion were distributed to the three 
stockholders according to their in- 
terests, and the other two stock- 
holders invested $25,000 of their 
own money in the new corporation, 
to which old corporation had sold 
its operating assets, the amounts 


distributed to the two other stock-| 


holders, less $25,000 was, for 


gain. 
The higher court said: “The tax 





tion cases.” 


* * + 


Contradictory Testimony 
D. M. wrote: “I am a faithful 

* reader of your article in AUTo- 
MoTiveE News and I would like to 
submit a question regarding dealer 
reserves, Recently we changed our 
financing plan from a bank to a 
financing company and the bank is 
withholding our reserve, amounting 
to $2,500. 

“We had no written finance 
agreement with the bank, but I 
did make a verbal agreement 
with the loan officer of the bank 
to leave $500 on deposit for con- 


tingent liabilities. This officer now | 


claims the agreed amount was 
$2,000, so it is a matter of my 
word against his. Can I win the 
suit to recover the reserve?” 


Of course, a great deal of testi- 


| mony will be required in your case 


before the court will render its de- 
cision. Therefore, it is quite impos- 


in-| sible with the information at hand | 
come-tax purposes, taxable as ordi- | 
nary income, not long-term capital | 
your legal controversy. 


for me, to any degree of certainty, 
to fully anticipate the outcome of 


Nevertheless, in cases where two 


law seeks generally to deal with/ litigants present contradictory tes- 
substance rather than form, and|timony the jury will listen to all 


operation with 


For more than 50 years 
Thompson has been a leading 
Original equipment supplier to 
the American car, truck and 
farm implement industries. 


Why not call on Thompson’s 
engineers to help you with your 
steering and suspension prob- 
lems. Write, wire or phone 
Thompson Products, Inc., 
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A baby carriage, driven by a 
gasoline motor, was introduced in 
England in 1922. 





testimony and then decide whose 
testimony is truthful. 

Under the circumstances you 
should present convincing testi- 
mony, regarding the bank officer 
agreeing to keep on reserve only 
$500. In other words, you must be 
able to convince the jury that your 
testimony is truthful, If you made 





Thompson ball joints 
permit both right and 
left steering and up- 
and-down motion of 
the wheels ow ball or 
spherical bearing sur- 
faces. This advanced 
front suspension prin- 
ciple not only makes 
steering safer and 
easier, it also allows 
valuable extra space 
for larger engines; for 
more functional chas- 
sis design for future 
trends in styling. 
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our customers. 


Michigan Division, 34201 Van 
Dyke, Warren, Michigan. 


You can count on 
Thompson 
Je Products 


Michigan Division: 


Warren and Portland 


a note of the conversation or a wit- 
ness heard the officer’s promise, you 
should introduce this testimony at 


the trial. 


* * * 


Must Prove Theft 


W. W. asked this question: 
* “Can a person be convicted of 
stealing an automobile, or receiving 
it, on circumstantial evidence?” 
The answer is yes, if the testi- 
mony is positive. Otherwise, no. 
For illustration, in State v. 
Godsey, 75 N. W. (2d) 572, the 
higher court held that the unex- 
plained possession by one person 
of an automobile belonging to an- 
other does not establish that theft 
has been committed. 


Also, this court held that a thief 
cannot be guilty of receiving a 
stolen automobile which he himself 
has stolen. 

In this case one Godsey was con- 
victed in the lower court of receiv- 
ing a stolen automobile. The Su- 
preme Court held that Godsey could 
not be convicted of receiving a 
stolen automobile in absence of evi- 
dence that he received the automo- 
bile knowing it to have been stolen. 

* = + 


Positive Testimony Unneeded 


A FEW weeks ago a higher court 
held that positive testimony of 
an injury is not necessary to prove 
that an injured employe shall re- 
cover compensation under the State 
| Workmen's Compensation Act for a 
| permanent injury. 

| For illustration, in Eureka Chev- 
rolet Co. v. Franklin, 131 N, E. (2d) 
330, it was shown that an employe 
of Eureka was struck in his eye by 
a piece of metal from a bolt while 
he was attending to his regular 
duties. 

In subsequent litigation, the com- 
| mission held that the employe was 
|entitled to receive compensation 
| under the State Workmen’s Com- 
pensation Act for permanent loss 
of his eye. The higher court ap- 
| proved the verdict, and said: 

“The injury need not be the 
| sole cause. Medical science has 
not developed to the extent that 
it can diagnose human ailments 
with the exactitude of the mathe- 
matician. Applying the authori- 
ties herein cited to this case, it 
seems clear to us that with the 
physical facts and the history of 
appellee’s (employe’s) vision prior 
to the accident, there was ample 
evidence to sustain the finding 
and award of the Board.” 

For comparison, see Indiana Co. 
v. Miller, 73 Ind. App. 521, Here an 
employe received an injury to his 
left eye. 

Following this injury he was not 
able to work for two or three 
weeks. He had the eye treated by 
eye specialists. His sight began to 
fail shortly after the injury, and in 
six or seven months thereafter he 
had completely lost the sight of 
both eyes. 

This higher court affirmed an 
award for the loss of sight in both 
eyes, said: 

“There is no contention over the 
finding that appellee (employe) was 
injured in the course of his em- 
ployment by being struck in the 
eye with a piece of sulphur.” 


Auto Institute 
Slated March 16 
By U. of Mich. 


ANN ARBOR, Mich.—The fourth 
annual institute for teachers of 
auto mechanics will be held in the 
new automotive laboratories of the 
University of Michigan on March 16. 

Besides discussions and demon- 
strations covering new areas in the 
field of auto mechanics, it will pro- 
vide an opportunity to visit the 
new automotive engineering labo- 
ratories. 

The institute is designed primar- 
ily for teachers of auto mechanics, 
but is open to teachers of driver 
training. Because previous evalua- 
tions have indicated a preference 
for demonstrations of new equip- 
ment and new features of automo- 
biles, the program this year will 
place major emphasis in this area. 








Hospital Names Griggs 
EAST ORANGE, N. J.—LeRoy M. 





Griggs, president of Griggs Motor 
Sales, Inc. (Ford), has been elected 
president of the East Orange Gen- 
eral Hospital Men’s League, He also 
will serve as an. ex-officio member 
of the board: of trustees. 
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ANALYSIS OF COST PER THOUSAND | 
! 
: | FIRST 10 MAGAZINES 
: | 
| Here are the latest figures from Standard Rate & Data 
a | RATE BASE RATE PER B&W = COST ~PER PAGE | 
is | PUBLICATION CIRCULATION PAGE (1 TIME) PER 1,000 CIR. | 
| I hn ee os age 4,000,000* $ 8,000.00* $2.00* | 
ot 
a | eth goo cvdaaavete 10,700,000 29,000.00 2.70 | 
y | Good Housekeeping.................-- 3,400,000 _‘11,500.00 3.40 
. | Ce ee de ie ns as 4,700,000 _‘15,900.00 3.40 
; | Amortoan Wome..........cccecceccccss 3,100,000 10,640.00 3.43 | 
f Setter Memes & Gerdens................ 42mmaO® 540080 3.68 | 
J SIRE fet REE» 4,200,000 16,570.00 3.95 | 
h Ladies’ Home Journal................... 4,850,000 16,740.00 3.96 | 
Saturday Evening Post.................. 4,850,000 19,780.00 4.08 | 
: inc ch <b 0s cette ninicgaseaemienael 5,600,000 23,080.00 4.15 
| *At TV GUIDE's current circulation of over 5,000,000, cost per thousand is only $1.60 | 
Beem ccpeseenenicine eects inetd asinine cai amma ns arama Ria hae rata ce cate aera J 


SURPRISED? You'll be even more surprised when you get the 
full TY GUIDE story. 


Because it reports, pictures, programs, analyzes and interprets the 
most important new influence in American lives today, TV GUIDE 
has grown faster than any magazine in history. Total circulation is 
now over 5,000,000 copies weekly — with the lowest cost per 
thousand of any of the “Top 10” magazines! 


You can buy the full national edition, or any of 44 regional editions. 
Want to know more? 


The weekly magazine the whole family reads every day... : V 
GUIDE 





TOTAL CIRCULATION NOW OVER 5,000,000 — pustisHer’s ESTIMATE 
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Snethkamp Rejuvenates ‘Dead’ One... 





How to Succeed in a Dealership 


By Joseph M. Callahan 
Staff Writer 

CENTER LINE, Mich, — Team 
spirit and good personnel are the 
principal ingredients that make for 
success in an auto dealership, ac- 
cording to Bill Snethkamp, a youth- 
ful Chrysler-Plymouth dealer in 
Detroit. 

Because of his rapid success in 
taking a floundering dealership 
two and one-half years ago and 
restoring it to profitable opera- 
tion, Snethkamp was named 
dealer chairman for February at 
the Chrysler Training Center. 


In this capacity he addressed 
about 60 dealers and Center officials 
at the opening session of the Cen- 
ter’s Business and Financial Man- 
agement Conference, explaining 
how he had made his dealership 
do an about face. 

Although only 39, Snethkamp has 
worked around dealerships for 26 
years, starting out as a boy of 13 by 
collecting service bills. His father, 
Edward Snethkamp, is Detroit's 


oldest Chrysler dealer, starting in 
1926. 

“I grew up to be a retail automo- 
bile man,” Snethkamp said. “I never 
wanted to be anything else except 
maybe a football player. I served 
as partsman mechanic, service 
manager, used-car salesman, man- 
ager of new-car salesmen, manager 

-you name it—I did it and enjoyed 
it. 

“I always wanted my own deal- 
ership, With the help of a fine 

wife I managed to save over a 
period of some 15 or 16 years 
enough money to purchase the 
business I now own, In addition 
to my $50,000 I secured a capital 
loan of $25,000 from a major 
finance company.” 

He later explained that the loan 
since has been repaid and that he 
preferred to borrow from the 
finance company rather than Dealer 
Enterprises so that he could retain 
full control over his dealership. 

Snethkamp said the dealership’s 
assets consisted largely of 35,000 
feet of floor space, a fair lease— 


but practically no business other 
than some 65 nearby apartment- 
house dwellers who parked their 
cars in the dealership during the 
night for a monthly fee. 

“The organization naturally was 
small but more important it was in 
a rut,” he continued. “A rut cut 
deep by incessant cutting of ex- 
penses. There wasn’t a salesman 
left. All of the telephone lines, save 
two, were cut off and the parking 
customer who rented overnight 
space by the month was the most 
important man in the place. 

“I am not too sure that luck 
hasn’t been the biggest factor in 
my success to date. After all, two 
and one-half years in business 
does not make me an expert on 
anything. Especially since they 
cover such good years as 1955 
and 1956.” 

He said that the most important 
single factor in operating in today’s 
market is the same thing that every 
football coach wants—spirit, atti- 
tude, willingness. 

“Someway, somehow, this has to 





Bill Snethkamp 
a ~ * 


be instilled in every man and 
woman in your organization,” 
Snethkamp said. “We have it. We 
maintain it. I demand it, but I am 
not exactly sure how I get it or how 
to go about telling you how to get 





NOW YOU CAN FLY NONSTOP TO LOS ANGELES 


and enjoy the luxury and speed of United DC-7 Red Carpet Service 


ONLY UNITED offers nonstop service to Los Angeles. 
FASTEST by 40 minutes, on the world’s fastest airliner. 


Leave after office hours at 5:30 p.m., enjoy a gourmet 
meal aloft and be in Los Angeles by 9:40 p.m. 


Luxury aloft! United’s famed Red Carpet* Service 
includes pre-dinner cocktails, delicious full-course meal, 
buffet snacks, inviting club lounge, superb service. 


Aso Eastsounp DC-7 Red Carpet Service 
nonstop to Philadelphia at 9 a.m. 
365-mph speed for cargo, too. Ask for Reserved Air Freight Service. 


* Red Carpet is a service mark Owned and used by United Air Lines, Inc. 


Reservation service 24 hours 
a day at WOodward 5-5500. 
Or call an authorized travel agent. 
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it from your employes. For one 
thing, value it and try to set the 
example for the rest to follow. 

“Say, for instance, the factory 
comes to you with a sales contest, 
I can think of 1,000 good reasons 
why we don’t want a contest, why 
we don’t need a contest, why the 
factory is the dumbest outfit in the 
whole world and why the quotas 
are so high and so unfair, anyway, 
that we could not win a thing,” he 
said. 

Snethkamp explained how his 
entire staff of eight salesmen en- 
thusiastically participated in the 
recent Detroit Auto Show. He 
said that his men won six prizes 
offered by Plymouth and that he 
duplicated the prize won by each 
man. 

“Simple, isn’t it,” he continued, 
“somebody asked us to do a job 
and we did it with spirit. I believe 
in spirit so much that in the 30 
short months I have been in busi- 
ness I have promoted contests 
among salesmen for at least 24 of 
them.” 


He added that his men sold two 
cars at the show, closed four sales 
after the show and collected the 
names of 217 prospects, which, he 
estimates, will eventually produce 
about 20 more sales. 


Commenting that the next most 
important factor is the people a 
dealer employes and how he pays 
them, Snethkamp said good em- 
ployes attract others. 

He elaborated, “Your managers 
must feel that there is no limit 
on their earnings, in much the 
same manner you feel about your 
dealership. 

“In our place of business, 
general manager, sales manager, 
parts manager, service manager, 
bump shop manager and used-car 
manager are all on an incentive 
plan of some type. The mechanics, 
bumpers, painters and lube men are 
all on a 50-50 basis.” 

He said that he was handicapped 
in hiring top men because his deal- 
ership had so little traffic and be- 
cause he didn’t have the big money 
to pay them. 

“Well,” he continued, “When you 
can’t afford to pay a man what he 
is worth it is not a bad idea to 
choose a young man with a lot of 
ambition; a man who does not need 
a lot of money immediately. Sell 
him on your future and his future 
and train him yourself. That’s what 
I had to do. 

“My general manager is 26 
years old and I prize him highly. 
He has learned a lot and still is 
learning. He knows how I like to 
have things done, but I don’t 
want anyone to get the idea he is 
a ‘yes man.’ I don’t have a ‘yes 
man’ in my organization. 

“My sales manager is 30 years 
old and before coming with us he 
had never managed anything more 
than a Browning automatic in 
World War II. He was a highly 
successful salesman. I sought this 
man out and had to do a real sell- 
ing job to convince him to join my 
organization. His starting pay as 
manager was well below his earn- 
ings as salesman. I believe he ac- 
cepted the job as a challenge. He 
proved to be a natural leader.” 

Snethkamp said that he didn’t do 
so well in hiring his used-car man- 
agers, even though he believes he 
has more talent for used-car mer- 
chandising than for new-car selling. 

After losing or discharging 
three used-car managers, he has 
promoted a young used-car sales- 
man and is now spending a great 
deal of time training this man. 
He added that his entire 42-man 
staff averages about 30 years of 
age. 


the 


Commenting on one of his used- 
car managers, he said, “In a few 
short months he had things so 
badly mixed up that we just couldn’t 
do business. Failure to attend to 
(Continued on Page 31, Col. 1) 
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Macton Machinery Co. 
DYKE LANE 


Stamford 2, 
Cous. 
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Snethkamp Rejuvenates ‘Dead’ One. . . 
How to Succeed 


In a Dealership 


(Continued from Page 30) 


details can strangle any business. 
Lack of a system, or failure to fol- 
low a system, is a sure way to go 
out of business. 

He said that he was on the verge 
of throwing out his bump shop un- 
til it was reorganized by a good 
manager and that it is now making 
a profit. He added that he now em- 
ploys four bumpers, two Painters 
and a couple of part-time men. 


Each Wednesday evening all 
Snethkamp’s managers gather for 
a two or three hour meeting at 
which they discuss the week’s prob- 
lems and inter-departmental situa- 
tions. 

Snethkamp mentioned these tac- 
tics as some of those used in his 
sales department: 


1. The salesmen must keep on 
their toes. He requires someone to 
greet a prospect before he takes 
three steps into the showroom. 


2. After a good presentation, 
the prospect is “waltzed” through 
the service department—anything 
to make him feel at home. 

3. If a prospect is reluctant to go 
for a demonstration ride, he is told, | 
“Look, before I give you an ap- 
praisal for your car, I’m going to 
ride it. It’s going to take me 15 
minutes. During that time why 
don’t you take a ride in my car?” 

He said one of his firm policies is 
that his salesmen must learn what 
terms the customer wants and then 
the customer is then told only how 
much the car payments will be—| 
$75 or $85 a month. In most cases 
the buyer isn’t told what the car 
costs him, what he is being given 
for his car or anything else. 

As part of Snethkamp’s “hard 
sell” policy, the salesman is not 
supposed to let the prospect go 
without calling in Snethkamp or 
the sales manager. Then all of them 
begin a little selling and the cus- 
tomer is repeatedly asked for the 
deal. 

The salesman is required to 
leave an extra $100 in the deal, so 
that it can be given away later 
“in chunks.” 

“We don’t pass out ‘highballs’ or 
‘lowballs’ and we don’t ‘bounce’ a} 
customer — giving him a higher 
price when he comes in to com- 
plete the deal,” Snethkamp said. 

“I demand that the deal be im- 
mediately presented to me or the 
Sales manager. We sign the con- 
tract, binding ourselves. But, on 
the other hand, if a man changes) 
his mind, we don’t give him his| 
deposit back. I think you have to) 
protect your salesmen who have) 
probably worked hard to make the| 
sale. And we get a lot of these re-| 
turns because we sell so hard.” 

Snethkamp pays his salesmen 25) 
percent of the gross profit on each 
deal, with a $35 pack on Plymouths 
and a $55 pack on Chryslers to 
cover company overhead. Used-car 
men have the same deal and there’s 
a $25 pack on used cars. 

“T’'ve never believed in guaran- 
tees—they only make salesmen 
lazy,” he said. 
He has two or three men on each 
selling shift. The shifts run from 
9 a.m. to 3 p.m. and from 3 p.m. to 

9 p.m. 

This kind of selling moved 700 
new cars last year and 1,000 used 
cars. Half the used cars were whole- 
saled. He added that ’56 volume 
was almost as good as ’55’s, 

He said that in 1956 the profit- 
Per-deal averaged in excess of $275 





lers. He said this year’s profit-per- 
deal would be up somewhat. 

Snethkamp continued, “We 
don’t get as much action as some 
dealerships, but we score better 
on the basis of the traffic we get. 
I think we sell cars to a higher 
percentage of the traffic than 
anyone in town. 

He said he promotes traffic at his 
dealership, which is on a one-way 
street, in the following ways: 

1. Direct mail—each salesman is 
given 25 pieces a day to mail out. 

2. Phone calls—each man must 


Murray Heads C of C 


WYNNE, Ark. — T. B. Murray, 
vice-president of Murray Chevrolet 
Co. here, has been elected president 
of the Wynne Chamber of Com- 
merce for 1957. 





on Plymouths and $350 on Chrys- 





USED CAR DEALERS 
We can supply you with 
CHEVROLETS 


1955 - MODELS - 1956 
other makes too 


lowest wholesale prices 
all cars clean 


As Near As Your Telephone 
EMKAY, INC. 


6850 Cottage Grove Avenue 
Chao 37, Mlinois 
Phone: MUseum 4-6969 
Ask for Ben Geller 





car! 


make a certain number each day. 
Each man has been trained in tele- 
phone techniques at the Chrysler 
Training Center. The salesmen are 
urged to try for appointments at 
the prospect’s home because there 
is too much interference at the 
showroom, 

3. Newspaper advertising — too 
expensive in Detroit papers for 
display ads although he uses some 
classified space for used cars, He 
uses some TV and radio spot ad- 
vertising, although he said he has 
cut down on advertising because | 
he can’t get enough cars. 

Snethkamp said he thought the 
best kind of used-car ad was one 
that was honest, that described the 
car and that had an unusual word 
or two in it. 

Switching to a discussing of 
women as salesmen, he said that he 
currently has two salesladies and 
that they are working out very well. 

He declared that his sales man- 
ager works well with the women, 
insisting that they do all the chores 
required of the salesmen—such as 
chasing after license plates, Other- 
wise, he said the men don’t want 
them around. 

Snethkamp continued, “The 
women close for terrifically large 
profits. One woman was having a 


When Popular Mechanics Magazine ran a nation- 
wide survey last year, it found that 55% of the 
respondents wanted “‘tinted glass” in their next 
More than wanted power brakes, for 


example, or power steering. 


The trend is toward shaded E-Z-Eve Safety 





tough time closing a deal and I 
went in to help out and found 
that she was trying for $450 profit 
on a Plymouth Plaza and the 
prospect only wanted $100 off this 
figure. When I gave him the $100 
and made the deal, she was sore 
about it later. 

“One thing about women is that 
they sometimes bring their family 
troubles to work with them, while 
a man leaves his at home, I lost a 
real good gal who was having trou- 
ble with her husband.” 

He told about one occasion when 
his sales manager publicly bawled 
out one woman for coming to a 
sales meeting in slacks. As she 
tearfully left the room, he said, 
“And be back here in an hour,” and 
she was. Sales meetings are held 
every day. 

In most cases, he said, a woman 
can sell another woman better than 
a man can, although there are cases 
to the contrary. 

Snethkamp puts every salesman 
in a demonstrator, requiring them 
to pay for the gas and oil. He 
also deducts $5 from each deal to 
pay the insurance on the car. 

He said that he inherited a sound 
service department from his prede- 
cessor and that the service absorp- 
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tion ranges from 48 to 55 percent. 
In his sales contests, which last 
from two to four weeks, he said 
that it’s important that a salesman 
be given points for the work he 
does — mailing, telephoning and 
demonstrating—as well as for the 
actual number of sales. 
He said that at present his 

salesmen’s earnings range from 
$5,000 to $10,000 but that he feels 
they'll do much better in the fu- 
ture as they build up a clientele. 

Snethkamp concluded, “The trou- 
ble with automobile selling is that 
it’s a stopgap job—not a career job. 
Dealers have to try to sell good 
men on the future of auto retailing.” 


Chevrolet Dealers Elect 
Brellenthin in Twin Cities 


MINNEAPOLIS. — H. B. Brel- 
lenthin, Brellenthin Chevrolet Co., 
Minneapolis, has been elected pres- 
ident of the Twin Cities Chevrolet 
Dealers Assn. 

Others named to office were Wil- 
liam Olson, Midway Chevrolet Co., 
St. Paul, vice president; Norman 
Grossman, Champion Chevrolet Co., 
St. Paul, secretary, and Harold 
Larson, Larson Brothers Chevrolet, 
Inc., Minneapolis, advertising 
chairman. 





3 out of 6 car shoppers will pay 
the extra money for tinted glass! 


Plate Glass in a great big way. And four-color 
page ads in Time, Saturday Evening Post, Look 
and Holiday will keep shaded E-Z-Eyve before 
new car prospects throughout 1957. 


Why not order your cars from the factory 


with E-Z-Eyve? 


E-Z-EYE SAFETY PLATE GLASS 
with the shaded windshield 


Reduces Glone, Eyestiain, Sun Heat 


LIBBEY - OWENS +: FORD GLASS COMPANY: TOLEDO 3, OHIO 








FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


Quality control: this jig checks entire bodies for door Here Mr. Morrow pauses on his tour of the Mercury station wagon plant to 
and window openings—over-all dimensions. watch one of the 2,760 individual welds going into each station wagon body. 





No. 21 OF A SERIES 


A weekly roundup of news 
and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 
Lincoln and Continental 





MERCURY DEALER, J. P. MORROW, SAYS: 


“No wonder Mercury 
can build the 
widest choice of 
station wagons.’ 





“Recently I attended a National Mercury Dealer Council meeting 
in Detroit. When it was finished, I spent a day at our new 
Mercury station wagon plant. You know, it’s the only plant in 
the automobile industry devoted exclusively to producing 
station wagon bodies . . . and we've got it. 


“I wish all Mercury dealers could see what I saw. 


“Two things impressed me most. The spirit I found in the plant 
was tremendous. Nothing you can put your finger on, but you 
know it’s there. Every man seems to have a special kind of 
pride—in where he works and in how he works—and you can 
see this personal pride in the quality of his work. 


“And the tools and equipment the men work with are the latest 
. . and modern methods are used at every stage of production. 
W.G.Nelson, the Plant Manager, showed me the unique ‘gate’ 
line system they use to put the bodies together. All the sheet 
metal parts—side panels, floor pan, top—are locked in place 
in this ‘gate.’ It forms an unwelded body shell. The ‘gate’ is 
connected to a conveyor line and while it moves the parts are 
welded together. 


“They quality-check every body over and over as it winds its 
way through the plant, and they insist on the closest tolerances. 
Twice the bodies are doused in water—to double check for 
leaks and make sure the welds are solid. There are even three 
complete paint and spray booths and ovens to give us just 
about any color you could ask for. 


“One other thing I noticed, was how clean the plant was. Not 
just freshly applied paint that soon rubs off—this cleanliness 
is there to stay because each man sees to it individually. There’s 
that special spirit I was talking about. 


“I’m glad I had the chance to see this plant. I know our Mercury 
station wagons are quality built because I saw them being made.” 


Mr. and Mrs. J. P. Morrow, at left, listening to Plant Manager hae i scsiniaiai 


W. G. Nelson explain the assembly operation in the new 
Mercury station wagon plant in Wayne, Michigan. Immediately MORROW MOTORS 
behind them a new Mercury Commuter 4-door station wagon LINCOLN, NEBRASKA 
body enters a paint drying oven. Mr. Morrow has been a 
Lincoln-Mercury dealer for over 10 years. His dealership, 
Morrow Motors, is located at 14th and M Streets in Lincoln, 
Nebraska. He is a Lincoln-Mercury NADA representative, a 
Board member of the New Car Dealer Association and serves 


on the Governor’s Board, Nebraska Motor Vehicle Department. FORD MOTOR COMPA NY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 





The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY ®LINCOLN * CONTINENTAL 
FORD TRUCKS ¢ TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 











Certificate of Merit— 


E. Waylon Pearce, right, president, 
Pearce Ford, Inc., New Orleans, receives 
the Mayor's Certificate of Merit from 
James Fitzmorris, New Orleans councilman. 
Pearce was cited for his outstanding civic 
work. 
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J. S. Robertson has been ap-| pointed truck tire representative 
pointed assistant sales manager |for the same territory in 1951, In 


for Dominion Rubber Co’s., Pacific 
division, mechanical goods, at Van- 
couver, B. C. He joined the com- 
pany in Winnipeg in 1943. 


* * * 
Goodyear Appoints DeGraw 


To Fill Tire Sales Post 


Earl V. DeGraw has been ap- 
appointed assistant manager of the 


truck tire sales department of 


Goodyear Tire & 
Rubber Co., Ak- 
ron. 

DeGraw, assist- 
ant manager of 
the Memphis dis- 
trict since 1955, 
joined the com- 
pany’s Oklahoma 
City district as a 
field representa- 
tive in 1946, Two 
years later he was 
transferred to the E. V. DeGraw 








New Orleans district as auto tire 
field representative, and was ap-| 


1954, he was named to manage the 
service store at Fort Worth, Tex. 
* * + 


Buick Names Taylor 


Grant W. Taylor has been named 
Boston zone manager for Buick. 
Taylor, formerly assistant zone 
manager in New York for Buick, 
succeeds Norman D. Kelley who 
resigned. 


+ * * 
ACF Elects Chairman 
William T. Taylor has been 
elected board chairman of ACF In- 
dustries, Inc., New York, succeed- 
ing Charles J. Hardy jr., who will 
continue as chairman of the execu- 
tive committee and as a director. 
+ 7 > 


Braun Appointed Manager 


Of World Bestos Territory 
Edward G. Braun has been 
named district manager of Terri- 
tory 18 by World Bestos, New 
Castle, Ind. 
His territory includes Kansas 


and Nebraska, the western half 
of Missouri and the southwestern 
part of Iowa. He will supervise 
sales of World Bestos brake 
blocks and linings and other fric- 
tion materials to the automotive 
and industrial fields. 


* * * 


Ford Appoints Corbett 


William C. Corbett has been 
named assistant Houston district 
sales manager by Ford division. 

+ * s 


McPeak Joins Carol 


NEW YORK, — Appointment of 
Harry D. McPeak as general man- 
ager of its truck and fleet division, 
has been announced by Carol Mo- 
tors (Ford). McPeak was former 
New York district manager for 
Mack Trucks, Inc. 

* = + 


Crawford Named to Head 


Ruberoid’s Detroit Office 


| The opening of a Detroit office 

|under the direction of Stanton C. 

Crawford has been anounced by 
| Ruberoid Co., Chicago. 
* * 


| Drucker, Ehler Named 


UMS Zone Managers 


| HLL. Drucker has been appointed 
Buffalo zone manager and Ray F. 








EXPERIENCE 





more experience in airfreight than any other airline en- 
ables American to serve automobile executives better! 


To have 100 lbs. of auto- 
mobile accessories 
shipped from Detroit to 
Los Angeles costs only 


$20.00. 





First with scheduled freight service, American Airlines today has the largest, most experienced person- 
nel force as well as the newest and most extensive handling facilities. That’s why American offers the 
best assurance of fast forwarding and dependable on-time deliveries... deliveries which enable auto- 
mobile executives to avoid assembly line delays whenever inventories of component parts run low. 





AMERICAN AIRLINES AIRFREIGHT 


—flies more freight than any other airline in the world 








Ehler, Atlanta zone manager for 
United Motors Service division, 
General Motors Corp., Detroit. 

Drucker succeeds H, A, Kuhn, 
who has been placed on special 
assignment in the Atlantic region, 
and Ehler succeeds George S. Bell, 
who has been granted a leave of 
absence for reasons of health. 

*~ 


Olin Mathieson Shifts 


Field Sales Personnel 


Changes in the field sales organi- 
zation of its industrial chemicals 
division has been announced by Olin 
Mathieson Chemical Corp., New 
York. 

The changes include W. D. Mar- 
shall to special sales duties, J. G. 
Johns to Philadelphia district man- 
ager, Victor C. Fusco to Pittsburgh 
sales representative, and Don 
Threlkeld to Chicago sales repre- 
sentatives. 


Wellman Promotes Hook, 


Ihrig and Faubel 


Three executive appointments 
within Wellman Bronze & Alumi- 
num Co., Cleveland, have been an- 
nounced. 

Paul W. Hook, formerly treasurer 
and assistant to the president, has 
been made executive vice-president 
and treasurer. Glenn F. Ihrig, for- 
merly general sales manager, is now 
sales vice-president, and Gene Fau- 
bel, formerly sales engineer, is now 
assistant sales manager. 

= * * 


* 


Trailmobile Names Heberling 


Operations Vice-President 

Richard H. Heberling has been 
appointed operations vice-president 
of Trailmobile Inc., Cincinnati, 

In his new capacity, Heberling 
will be responsible for the coordi- 
nation, direction 
and expansion of 
the manufactur- 
ing, engineering, 
purchasing and 
industrial rela- 
tions departments 
for the corpora- 
tion’s plants in 
Cincinnati, O.; 
Longview, Tex.; 
Springfield, M o., 
and Berkeley, 
Calif. He will R. H. Heberling 
make his headquarters in Cincin- 
nati, 


- 





Five Given New Duties 
In Wyman-Gordon Changes 


Five changes in the management 
of Wyman-Gordon have been an- 
nounced. Transfers intlude: 

Ernest M. Fuller, works manager 
of the Worcester (Mass.) plant, to 
works manager of the North Graf- 
ton (Mass.) plant. 

J. Robert Douslin, Northboro, 
plant manager of North Grafton, 
to district sales manager, Los 
Angeles. 

Leo W. Ollila, metallurgical man- 
ager, to works manager, Worcester. 

Frederick C. Esty, assistant works 
manager, Worcester, to assistant 
works manager, North Grafton. 

Herbert K. Sampson, general 
superintendent, Worcester, to as- 


sistant works manager, Worcester. 
> * > 


D’Arcy and Harrison 
Appointed by Eaton 


Two sales appointments in two 
Michigan divisions of Eaton Mfg. 
Co. have been announced by F. H. 
Mott, administrative vice-president. 

Philip J. D’Arcy has been ap- 
pointed assistant sales manager of 
the Saginaw division succeeding 
James R. Harrison, who has been 
given new responsibilities in sales 


department of the valve division. 
a x +. 


Permatex Changes Agency 

Permatex Co., Inc. manu fac- 
turers of automotive, aviation, and 
industrial maintenance chemicals, 
has ended its association with Gray 
& Rogers advertising agency. 

New agency on the account will 
be the recently formed advertising 
department of Don Rowe Associ- 
ates, New York. 

Permatex also announced the ap- 
pointment of Epes W. Sargent as 
merchandising director. He joined 
the company in 1956. 

* * 


* 
Sales Staff in Field 
Chain Belt Co., Milwaukee, has 
created three new regional sales 
managerships and appointed six 
new district sales managers, 
J. B. Roberts becomes eastern 
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(Continued from Page 34) 


regional sales manager; William 
Sivyer, Midwest and southern 
regional sales manager, and H. F. 
Bergis, northwestern regional sales 
manager. 

New district sales managers are 
J. S. Moore, New York; H. F. Weil, 
Philadelphia; Dabney P. Murrill, 
Atlanta; Wilbur F. Church, Port- 
land, Ore.; Raymond F. Traylor, 
Charlotte, N. C., and C. D, Bergen, 
Newark, N. J. 

+ * + 

Foxcraft Names Furman 


Foxcraft Products Co, has an- 
nounced the appointment of Sol 
Furman, Pittsburgh, as manufac- 
turing representative for an area 
including Western Pennsylvania, 
West Virginia and Virginia. 

+ * aa 


Kelley Leaves Goodyear 


Bernard E. Kelley, former Syra- 
cuse assistant district manager, has 
retired after 45 years of service 
with the Goodyear Tire & Rubber 
Co, A native of Hamilton, N. Y,, he 
joined the company in 1911 in the 
service department at Akron, 


Perfect Circle Ups Thomas 


To Staff Sales Consultant 


Robert M. Thomas has been ap- 
pointed to a newly-created post of 
staff sales consultant by Perfect 
Circle Corp., Hagerstown, Ind, He 
formerly was sales manager, manu- 
facturers’ division, for the corpora- 
tion. 

In his new position, Thomas will 
investigate sales potentials and plan 
sales programs for new products 
under study. He joined Perfect 
Circle in 1932 when he became the 
first vice-president and general 
manager of Perfect Circle Co., Ltd., 
Canadian subsidiary of Perfect 
Circle. 

= 


Hall Lamp Co. Appoints 


Wallace Vice-President 


Eugene Wallace has been named 
a vice-president of C. M. Hall 
Lamp Co., Nutley, N. J. 

Wallace formerly was employed 
by Chrysler Corp. for 12 years, 
and for seven years was a DeSoto- 
Plymouth dealer in Detroit. He 
also was a Cadillac-Oldsmobile 
dealer in Huntington, Ind. prior 
to joining Hall Lamp in 1956, 

= * 


Helwig Pontiac Bought 
By Rice in Pittsburgh 

Ed Rice, former Dodge truck 
sales manager for field operations, 
has purchased Helwig Pontiac and 
has opened Rice Pontiac, Inc., 725 
Allegheny Ave., Pittsburgh. 

Rice said that Bob Duffy, former 
regional truck fleet sales manager 
for Dodge in Philadelphia, has 


joined the firm as sales manager. 
> * * 


Walker Appoints Four 


Walker Mfg. Co., Racine, Wis., 
has announced the addition of the 
following field representatives: Don- 
ald G. Holder, Southwestern area; 
David D. Bolinger, Minneapolis dis- 
trict; Paul S. Irvin, Oregon and 
Western Idaho, and Roland L. 


Jones, Middle Atlantic district. 
a. = > 


Braden Gets Ohio Post 


Ohio Gov. C. William O’Neill has 
appointed George C, Braden, War- 
ren, registrar of motor vehicles. 
Braden is a former state represen- 
tative and assistant secretary of 


state. 
as . * 


Kelsey-Hayes Fills Post 


L. E. Dalton has been elected 
manufacturing vice-president for 
all divisions of Kelsey-Hayes Co., 
Detroit. 

= * * 


Jefferson Picks Three 


Jefferson Chemical Co. has 
named George H. Kahl as New 
York district sales manager, Ken- 
neth L. Vandervoort as Chicago 
district sales manager and John G. 
Sibley as Charlotte (N. C.) district 
sales manager. 


Lauer, inane Elevated 


At B-W’s York Division 


Henry M. Haase, former vice- 
president of engineering and re- 
search for Borg-Warner, has been 
elected president of the York divi- 


sion of Borg-Warner. He will con- 
tinue as a B-W vice-president. 

In addition, Stewart E. Lauer, 
president of the York division for 
16 years, has been named chairman 
of the board for York. He replaces 
Roy C. Ingersoll. 

+ + * 


Plymouth Picks Arft 


Raymond J. Arft has been ap- 
pointed plant comptroller of Plym- 
outh’s assembly and body plants in 
Evansville, Ind. 

. = * 


Reed, Johnson Promoted 


In Perfect Circle Sales 


Joseph H. Reed and Walter E. 
Johnson have been named assist- 
ant sales managers for Perfect 
Circle Corp.’s manufacturers’ 
sales division. Reed will be in 
charge of the Chicago office, and 
Johnson will head the Detroit 
staff. 

In another appointment Perfect 





Circle named Ralph A. Shelly to 
its sales committee. He is man- 
ager of manufacturers’ service 
sales. 


* * * 


Martin Joins Dealership 


Roy Martin, formerly Studebaker 
Memphis zone manager, has been 
appointed general manager of Luke 
Motor Co, Inc. (Chrysler- 
Plymouth) New Orleans. V, J. Luke 
is owner of the dealership, 

+ * * 


Gabriel Names Hulton 


Appointment of Ralph Hulton as 
a Detroit office representative for 
Gabriel Co, has been announced. 
Hulton formerly was with F. L. 
Jacobs Co. 


+ * * 


Milner Names Breen 
Don Breen has been appointed 
fleet sales manager for Dumas Mil- 
ner Chevrolet Co.; San Antonio. He 
is a member of the Chevrolet 100- 
Car Club. 


* * + 


Thompson Names Pierce 


The valve division of Thompson 
Products, Inc., Cleveland, has an- 


ager of the division’s Detroit dis- 
trict office, Pierce has been a con- 
sultant for the valve division for 
several years. 

+ * * 


Federal-Mogul Service 
Hikes Carlson, Oehler, Root 


Alan E. Carlson has been ap- 
pointed supervisor of districts for 
Federal-Mogul Service. He formerly 
was a staff assistant to T. L, Camp, 
general manager. 

In other promotions, Elgin Oeh- 
ler, formerly Pittsburgh district 
manager, has been advanced to a 
central staff position as assistant 
manager, and James W. Root has 
been transferred to Pittsburgh to 
succeed Oehler. 

* * * 


Wellman Names Lawson 

S. C. Lawson has been named a 
Midwest representative for Well- 
man Bronze & Aluminum Co. 
Cleveland. He will cover the Chi- 
cago, Wisconsin and Minnesota 
areas. : 

= 


Trailmobile Names Holcomb 
G. 8. Holcomb has been appointed 


nounced appointment of Daniel H.| as branch manager of the Greens- 


Pierce as an assistant district man- 


boro (N. C.) branch of Trailmobile, 
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Inc., Cincinnati. Formerly Trailmo- 
bile resident sales representative in 
Atlanta, Holcomb joined the trailer 
manufacturing firm’s sales force in 
1954. 


* * * 
ACF Promotes Tremble 


Roland S. Tremble, director of 
programming for ACF Industries, 
Inc., has been elected comptroller 
of the company. Walter J. Conaty, 
ACF comptroller since 1954, has as- 
sumed new duties in the office of 
the financial vice-president. Trem- 
ble will continue to supervise pro- 
gramming activities. 

= * = 


General Boosts Warme 


Paul A. Warme has been pro- 
moted to truck sales manager for 
General Tire & Rubber Co.’s Chi- 
cago division. He formerly was ter- 
ritory manager in Peoria, Ill, In the 
Chicago division, he will direct tire 
sales in a five-state area. 

* * = 


Bothwell Appointed 


Wolverine Tube division of Calu- 
met & Hecla, Inc., has appointed 
William Bothwell sales representa- 
tive in Kentucky and southern Indi- 
ana. He succeeds Jack Sheehan, 
who now is manager of wholesaler 
sales for Wolverine, 








- 
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* In national advertising! 
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Alemite Motor 
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ts exclusive Safeguard Action, it AK 
engines from the ravages of corrosive, 

. lubricates, cools, cleans and 
siv®seals under all driving oondiiiant, in every season. 

” Alemite Motor Oil is a scientific blend of finest motor 
oils and exclusive protective additives. It gives better 
protection on all engine parts needing lubrication—plus 
smoother operation, better mileage and longer, 

safer engine life. 


Alemite Money-back Guarantee! If your customers are 
not completely satisfied with Alemite Motor Oil, 
Alemite will return their money in full. Ask them to try 
new Alemite Motor Oil—at absolutely no risk! 

They'll come back for more! 


-..and Alemite helps you sell its new motor oil: 


* With a proven customer follow-up plan! 


* With newspaper ad mats, postcards and mailers! 
Ask your Alemite representative for information, or write to: 


ALEMITE 


Dept. AX-37, 1850 Diversey Parkway, Chicago 14, Ill. 
VERE Division of STEWART-WARNER CORPORATION 
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Dealership Analyst Points a Finger ise 


Low Profit Laid to Poor Selling 


By Joseph M. Callahan 
Staff Writer 

DETROIT. — The reason some 
dealers did not make enough profit 
last year is that they simply did a 
poor job of selling cars. 

This is the carefully reasoned and 
documented conclusion of George 
F. Helwig, operations analyst for 
Rutten, Welling & Co. an account- 
ing firm which provides business 
management counsel to 160 dealer- 
ships throughout the country. 

The latest documentation for 
this conclusion is an analysis by 
Helwig of the operations of 10 
Chrysler Corp. dealers in one 
Midwest metropolitan area for the 
first 10 months of 1956, 

Helwig reported that the opera- 
tions of these dealers through Oct. 
31 ranged from a profit of $19,898 
to a loss of $39,645—a spread of 
$59,543. Percentagewise, these firms 
ranged from a profit of 2.2 percent} 
on sales to a loss of 2.5 on sales— | 
a spread of 4.7 percentage points. | 
In a report to the 10 dealers in- | 
volved, Helwig said, “This unusu-| 
ally wide variance suggests the) 
need for unusually careful planning | 
for the remainder of the year. 

“This will enable you to capitalize 
properly on the very fine new prod- 
ucts which have been made avail- 
able and which have been received 
enthusiastically by the car-owning 
public.” 

He then made a lengthy criticism 
of the selling job these dealers have | 
been doing, comparing them un- 
favorably with some of their home- 
town competitors, whose operations 
also have been analyzed by Helwig. 

“An examination of operations 
brings out one very important 
factor, that is, the really small | 
amount of volume which has been | 
obtained by your dealer body in 
relation to competition,” he said. 

“Some competitive makes of cars| 
without benefit of a low-priced unit | 
have consistently outsold your) 
dealerships and have thereby se- 
cured, in many cases, profits which 
clearly transcend those of your 
dealership.” 

He said this suggests the need 
for setting up satisfactory sales 
organizations directed by compe- 
tent sales managers who are quali- 
fied to secure the type of volume | 
and the kind of deals that these 
dealers need to make a comparable 
profit. 

Helwig continued, “Despite a diffi- 
cult year some competitive dealers 
have achieved, at Oct. 31, 1956,| 
profits in excess of $175,000 through | 
the intensified selling efforts of 
their sales department, the effective 
sales direction by the sales super-| 
visors and the overall general 
management of the dealer himself. | 

“While there are not many | 
dealers in this area who have | 
achieved the amount indicated, | 
there is a sizable group of deal- 
erships which have obtained 
profits, through Oct. 31, 1956, up- | 
wards of $50,000 which indicates 
that the potential exists and that | 
adequate profits are available 
where dealerships can and do or- | 
ganize themselves profitably.” 

The major job of these dealers, | 
he said, is to secure an adequate 
amount of revenue from sales. He 
added that will require intensified 
effort in the coverage of the dealers’ 
territories since these sales will not 
be forthcoming if dependence is 
placed upon floor play. 

He continued, “The productivity 
of your individual salesmen should 
be determined and if your objective 
is to secure a maximum volume of 
sales, then the manpower required 
to do that job is easy to compute. 
By the same token, the required 
volume for a reasonable profit can 
readily be determined. 

“Careful budgeting and forecast- 
ing is a requirement under present- 
day operating conditions, and these 
forecasts and projections should be 
checked on a day-to-day basis to 
determine the progress which is 
being made and the efforts which 
will be required to obtain the ob- 
jectives required.” 

Declaring that the condition of 


MOTOR oF 
MASTER 


these dealers requires that the 
price cutting which characterized 
1955 and 1956 should be sharply 
reduced. Helwig said the cars 
that are now available are de- 
sirable and should be sold at 
prices which produce a satisfac- 
tory margin of gross profit. 

He said, “Gross profits have 
varied sharply in your dealer body 
and, in some instances, have been 
as low as 10.6 percent of dollar vol- 
ume and have ranged up to 15.4 
percent. Gross profits per unit have 
ranged up to $880 per new car sold 
and have tapered down to $337, a 
spread of $543 per unit. 

“There is a great difference be- 
tween individual organizations in 
the productivity that is secured 
from the sales organization, and 
if profits are to become comparable 
with those of other organizations, 
this is the time to start to upgrade 
your deals.” 

Helwig commented that this may 
not coincide with the viewpoint of 
salesmen and sales managers who 
have little if any concept of the 


dealer’s requirements to break even, 
but it is something which must be 
carefully observed if adequate 
profits are to be obtained. 

“Since the new-car department 
produces the major portion of 
the revenue, the need and the 
necessity of developing this im- 
portant phase of your dealership 
should be recognized and should 
be insisted upon,” he said. 

“While it is desirable and neces- 
sary that the new-car department 
make an adequate contribution to 
the overall activity of your dealer- 
ship, it is equally important that 
your used cars be sold simultane- 
ously.” 

He said merchandising of used 
cars calls for effective planning, 
good merchandising, sustained ad- 
vertising, proper conditioning and 
display. 

Switching to the service opera- 
tions of these 10 dealers, he said, 


“We have some operations where | 


Queen of Winter Carnival— 


Dinah Shore, Chevrolet radio and television songstress, finds the weather at St. Paul 
a bit chillier than her native Tennessee as she arrives at the Minnesota metropolis to 


there is an absorption point in| reign as queen of the Winter carnival. Shielding her from the cold are H. B. Brellen- 
excess of 100 percent. In most} thin, left, president, Twin Cities Chevrolet Dealers, and K. J. Parish, Chevrolet Min- 


(Continued on Page 37, Col. 1) 


| neapolis zone manager. 








Analyst Points a Finger . . . 





cases, however, it ranges between 
20 and 65 percent, and the absorp- 
tion of your group is still ex- 
tremely low because the sales which 
have been made have not been 
properly converted into service cus- 
tomers. 

“There is a disposition on the 
part of some dealers to look upon 
parts and service as a necessary 
evil, but the dealers who are the 
most substantial in this area have 
invariably been associated with 
sizable service operations from 
which adequate absorption has been 
obtained.” 

He urged each of the 10 





St. Paul dealers to strive to increase his 
i to service absorption a minimum of 
let Mie. 5 percent during the next year, 


adding that some of the dealers 
could increase their absorption 
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Low Dealership Profit 
Laid to Poor Selling 


(Continued from Page 36) 


25-30 percent without an unusual 
amount of effort. 

“Those of us who have examined 
your service potential,” he com- 
mented, “are immediately struck 
with the number of car owners who 
do not use your service facilities 





R. I. Dealer to Stop 
Postcard Offers 


PROVIDENCE, — Elliott Lin- 
coln-Mercury Co. has agreed to 
stop sending out postcards which 
make definite offers for car own- 
ers’ tradeins. 

Leo B. Carey, chairman of the 
Automobile Dealer’s License Com- 
mission, said that this practice 
has been banned by the dealers’ 
code for about a year. 





and, in many cases, little or no 
work is being done to bring these 
service customers and potential 
new-car buyers into your place of 
business, other than the sporadic 
sending of postcards. 


“If the dealer himself would give |_ 


this important matter as little as 
an hour a week of his time, ap- 
preciable results would soon be in- 
dicated.” 

Helwig urged the dealers to in- 
vestigate why the buyers of their 
late-model cars are not using the 
dealers’ service facilities and what 
is necessary to convert these 
owners into service customers, 


Declaring that expense control 
will be a vital point in 1957, he 
asserted, “It is going to be im- 
possible to make money if your 
gross profits are approximately 
10-12 percent of sales, and if your 
expenses amount to 15 percent of 
dollar volume. 

“The analysis of expenses, which 
is a part of this report, becomes 
a very important function in the 
management and the direction of 
dealership and when, therefore, 
variance exists as it does in this 
report, it becomes doubly important 
that, where expenses are on the 
high side, they be brought in line 
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“But, Honey, you can’t go on 
hating every prospect who turns 
you down—” 





with the volume of sales which is 
indicated.” 

He then pointed to these two 
situations which were partly re- 
sponsible for low profits at several 
of the dealerships: 

1, The accumulation of accounts 








The exceptions: 

The two-paper team sends 10,000 more 
readers to New England states (Connecticut 
excluded) than The News. 

Going to states beyond the Atlantic 


club head waiter . . 


Vacation spenders? 
. The News has more than the New York Times & 


Herald Tribune combined... with two exceptions! 


The News delivers 40% of all vacationers 


(15 years and older) in the New York market! 


It is well known to every hotel owner, ski 


jump operator, charter boat captain, and night 
. that vacationers are flush 








seaboard, the readers of the two papers 
combined equal those of The News. 

But in Florida, Europe, the Caribbean, 
Atlantic City or you name it—you'll find 
more readers of The New York News. 

Researchers found that of all the people 
in New York City and suburbs who had gone 
on vacation within the past year... 1,940,000 
were News readers. Which is: 


1,130,000 more than the Mirror 


1,170,000 more than the 
Journal-American 


1,230,000 more than. the Times 


1,240,000 more than the 
World-Telegram & Sun 


1,350,000 more than the Post 


1,450,000 more than the 
Herald Tribune 


spenders! If you sell steamship suites, airline 
miles, cabana memberships, hotel rooms or 
guided tours ... you can find more New York 
customers in The News. 

Vacations are, alas, brief. But The News 
offers tremendous sales opportunities at home 
base the rest of the year. 

And the reason is not hard to find— 
because The News has more upper incomes, 
families with children, stock and bond owners, 
and college alumni. ..more two-car and home- 
owning families . . . more prospects for almost 
everything—than any other newspaper pub- 
lished in the biggest, richest, and best market in 
the US! And The News audience doesn’t tune 
out on your advertising—daily or Sunday! 

To get the top potential from the market, 
top your New York schedule with The News. 
For reservations, call any News office. 


The i News, New York’s Picture Newspaper . . . 


with. more than twice the circulation, daily and Sunday, of any other newspaper in America... 


37 


receivable with the resultant 
writing off of bad debts. 
2. The unnecessary interest paid 








‘s| for carrying excessive inventories. 


Helwig said many dealers sus- 
tained credit losses because of their 
failure to set up proper credit ma- 
chinery and proper collection fa- 
cilities. 

“It is agreed generally,” he 
admitted, “that business cannot 
be exhausted on a cash basis, It 
must be extended to people who 
are not only able, but are willing 
to discharge their obligations. 

“This calls for the checking of 
applications for credit by securing 
a credit report from a reputable 

agency on all who desire to open 
an account. 

“It means also that once the ac- 
count is on your books, it should 
be followed up systematically until 
the account is paid.” 

Concluding the report to the 
dealers, Helwig declared, “While 
it is desirable that adequate in- 
ventories be on hand at all times, 
it nevertheless is important that 
unitwise and dollarwise the amount 
of inventory carried be in line with 
the volume of business which is a 
reasonable expectancy.” 


L. A. Study Finds 
o o 

31% Blitz Ads in 
1 Daily Paper 
LOS ANGELES. — Nearly one- 
third of all display advertisements 
dealing with consumer goods, in 
one issue of a Los Angeles daily 
newspaper, contained elements 
which might warrant the attention 
of a state trade commission, ac- 
cording to the research department 
of California Trade Commission 
Exponents, Inc. 

In analyzing some 115 display ads 
dealing with consumer products, 
CTCE made the following observa- 







tions: . 

“1. Thirty-six ads, or 31.3 percent 
of the number studied, implied or 
described sales practices which 
would fall within the purview of a 
trade commission, 

“2. Twenty-three lent themselves 
to logical interpretation as below- 
cost sales or loss leaders. This ef- 
fect generally was achieved by 
announcement of ‘drastic’ price re- 
ductions of up to and beyond 50 
percent; or by the use of coupons 
which would allow a substantial 
discount. 

“3. Eleven ads offered ‘free’ gifts. 
In all’ such cases, gifts were con- 
tingent upon the purchase of a 
product or a volume of products, 
and therefore presumably affected 
the actual ‘price’ of those products, 
according to law. 

“4. At least two ads employed 
lottery-like devices as sales stimu- 
lants.” 


Todgham Heads 
Canadian Makers 


TORONTO. — Ron W. Todgham, 
president of Chrysler Corp, of Can- 
ada, Ltd. has been elected presi- 
dent of the Canadian Automobile 
Chamber of Commerce. 

R. M. Sale, president of Ford 
Motor Co, of Canada, Ltd, was 
elected vice-president of the associ- 
ation of Canadian car and truck 
manufacturers, and James G. 
Dykes, general manager. 

The board of directors includes 
R. J. Orr, general sales manager, 
American Motors (Canada) Ltd.; 
Todgham; Sales; W. A. Wecker, 
president and general manager, 
General Motors of Canada, Ltd.; R. 
B. Bradley, president, International 
Harvester Co, of Canada, Ltd. and 
D. C, Gaskin, president, Studebaker- 
Packard of Canada, Ltd. 


Renault Moves 

NEW YORK.—Renault of France 
has moved its U. S. headquarters to 
487 Park Ave. Renault will occupy 
the fourth floor of that building 
until work is completed on the 
firm’s new headquarters and show- 
room on the street level at 425 
Park Ave. 


Send for 





















_ my daughter, Jane, was at 
school in Boston and going to 
her first dances, she was introduced 
to a Harvard-matriculating Belgian 
Prince. As they circled the floor he 
said, “Why are American songs so 
sad? Don’t Americans have any 
sense of humor?” 

Janie quipped back, “If they did 
they would have stayed there like 
you and put up with everything.” 

Everybody knows now that 
Americans do have a senese of 
humor—and a very subtle kind. 
Turn on your TV any night and 
listen to the remarks of an old 
Indian fighter, out of ammunition, 
with hundreds of howling, painted 
redskins surrounding him with 
just a dead horse as a barrier. 
Listen to Wally Cox. Then listen 


to the English films, You'll be sure 
to get the idea if you don’t have 
it already. Americans have outdone 
the British in the famed art of 
understatement. 

Then—well, maybe you’ve noticed 
it too. The rash of jokes about park- 


ing, traffic, etc.,that has measled out | 


like junior in the magazines, There 
has been nothing to compare with it 
since the “tin-Lizzie jokes back in 
the teens and ’20s that forced better 
cars for everybody in America. 

It’s the old American let’s-do- 
something - about - it humorous ap- 
proach. The purposeful, sardonic, 
humor of the pioneer. And Ameri- 
cans are still pioneers even if jet 
planes have been substituted for 
covered wagons, 

* -* = 


Parking Vignettes 


- THE last 20 years cars have 
increased 2% feet or more in 
length—a lot of it overhang but 
still a factor in parking. Recently 
a woman trying to park a long, low, 
beautiful, new job finally gave up 
and said to her friend, “That’s close 
enough. We can walk to the curb 
from here.” 

Safeway Stores now are building 
their new parking areas 10 percent 
larger to take care of the longer 
cars. Expensive parking-meter in- 
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How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 


Will Socony Mobil do more 
than train my personnel in 
proper lubrication techniques? 
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Reliable Chevrolet Opens New Quarters— 


met ne 


Reliable Chevrolet Co., owned by R. S. Lincoln, has moved into its new facilities at 
Meridian, Miss. Four buildings make up the new quarters, which cover 38,078 square 


feet of floor space. 





stallations are becoming obsolete all 
over the country. 

The parking dilemma paid off in 
one way. An enterprising young 
woman raising funds for a county 
children’s home had the bright 
idea of putting pennies in the 
parking meters where the red flag 





envelope for donations attached, 
reminding the car owners that 
she had saved them $2.50 in fines 
—about $35 in New York, it would 
have been. The take was really 
something. 

A town in Ohio, so small that 
practically none ever has heard of 


showed. She left a note with an | it, wasn’t tco small to have a park- 
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Socony Mobil can help boost your 
service absorption in many important ways! 


over . . . increase volume. 


! 
| 
| 
| 
| 
| 
We’re ready to give you the benefit of years of merchandising ex- | 
perience . . . suggest sales tips . . . give you vital retailing information I 
that can change labor and parts sales figures from red to black. 
And, of course, there’s our lubrication training program. We’ll in- | 
struct your men on the most up-to-date equipment . . . show them : 
proper lubrication techniques on the make of car you sell. | 
| 


Mobil means business ...more business for you! 


personnel. 


Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Here’s why it’s good business 
to do business with Socony Mobil 
@ You get America’s top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


® You get the help of experienced men to 
help you boost service absorption. 


@ You get expert on-the-job training for your 
® You get the benefit of the greatest mer- 


chandising and lubrication knowledge in 
the oil business. 








-|the ocean haven’t accomplished as 









ing problem. It posted a notice: 
“Effective immediately, there will 
be no parking at the ‘No Parking’ 


signs.” 
a * + 


We Want What We Want 


| f prenentes a recent highway safety 
seminar attended by many aus- 
tere bodies, including the medical 
profession, it was decided that “Man 
can be conditioned to survive high- 
way transport.” And it was the job 
of the professionals to see that he 
could. Because man travels fast for 
the simple reason that he wants to. 
The men attending that seminar 
understood that Americans will 
not settle for what someone tells 
them they should have, but for 
what they want. So far it seems 
to be a good way of getting 
things. And a pretty good way of 
assuring freedom and progress. 
A lot of people with a “saving” 
sense of humor on the other side of 




















much. Some of them have been 
thankful for the American sense of 
humor that says, “OK, so it’s funny. 
But now let’s do something about 
it.” Some of them have been mighty 
sorry that they underestimated that 
peculiar. laughing American. 

P.S. Maybe Janie was right about 
what she told that Belgian Prince. 
Maybe the magazines are right. You 
can’t force an American into any- 
thing. But Americans can kid each 
other in a nice way, and really get 
something done. 











Crackdown Due 
On Title Law 
In Chicago Area 


CHICAGO. — The law regarding 
the passing of a title with an auto- 
bile purchase is going to be en- 
forced more strictly in the Chicago 
area, according to the Chicago 
Automobile Trade Assn. 

Used-car buyers have complained 
that dealers have issued bills-of- 
sale on transactions, but have not 
given the purchaser a title to the 
car, said Andrew Schoenberger, as- 
sistant State’s attorney. 

As a result, he said, the purchaser 
encounters a great deal of difficulty 
in tracing back to the original 
owner and getting his title. In some 
cases, he added, the process has 
taken more than 30 days. 

The CATA informed its members 
that the States attorney’s office 
feels this situation arises when a 
dealer, anxious to make a sale, 
takes a car in trade without bother- 
ing to secure a title from the owner. 
The dealer later either wholesales 
the car or sells it to a junker, again 
without passing title along. 

The stolen auto detail of the Chi- 
cago Police Department said it will 
insist that each time a car changes 
hands, the title goes with it, and 
that the new title is applied for and 
secured in the proper manner. 


Vornado Making 
Car Cooling Units 


WICHITA. — O. A. Sutton Corp. 
has begun production of a Vornado 
air conditioner for automobiles. 
Company officials expect the first 
units to appear on the market be- 
fore March 15. 

Dale W. Gordon, Sutton vice- 
president, said they will be distrib- 
uted through 90 Vornado outlets 
across the nation and that manu- 
facturing facilities will permit pro- 
duction of 1,500 units a day. 

Gordon said the unit will be 
smaller and easier to install than 
air conditioners now on the market. 
He added that they have undergone 
10,000 miles of road tests in Arizona, 
Houston and New Orleans. 
















The AUTOMOTIVE NEWS ALMANAC is 
a@ year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 
Sueineniemmnmeemeinimem eee, 

















MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 

























TRADE 
basis throughout the cow to supply 
new cars for our leased . (Since 






these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 

6850 Cottage Grove Avenue 
Chicago 37, lilinois 

Phone: MUseum 46969 
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.23, Il. Selective wireless staff stations and 


BATTERY CHARGER — A lightweight 
portable battery charger incorporating a 
silicon rectifier has been marketed by 
Franklin Mfg. Co., Minneapolis. The amaz- 
ing life properties of the silicon rectifier 
made possible a three-year unconditional 
guarantee, according to the manufacturer. 





VW ROAD KIT—A road emergency kit 
designed for Volkswagens has been mar- 
keted. The kit includes distributor points, 
rotor, cap brush, condenser, generator 
brushes, two spare fuses, and original 
Volkswagen wiring diagram. The kit is 
also available with four Bosch spark 
plugs. Joe Hunt, 2600 W. Vernon Ave., 
Los Angeles 8, Calif. 

e @ @4 





AIR FILTER — A dry-type positive air 
filter to fit the small gasoline engines 
produced by Clinton Engine Co. is now 
being manufactured by Purolator Prod- 
ucts Co., Rahway, N. J. Designated Type | 
AF-1005, the filter is similar in design | 
to the micronic air filters made for 1957 | 
cars, except that it comes already housed | 
in a metal casing, which is disposable | 
along with the filter element. A primary 
use of the filter will be on power lawn 
mowers, where it will replace the stand- 
ard oil-bath air filter, it is claimed. 

* 2¢ 8 





INTERCOM SYSTEM—A six-station selec- 
tive wireless intercom system designed to 
operate on any one of six channels with- 
out interference with other communication 
within the system has been marketed by 
Talk-A-Phone Co., 1512 Pulaski, Chicago 


selective paging with reply are featured 
in the model. The wireless staffs are 
designed to operate in combination with 
the Talk-A-Phone selective wireless masters, 
and can be used separately as well as 
in groups of two or more stations to 
provide individual wireless systems. 
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2 New Glass Dispersions 


For Metalwork Lubrication 
Acheson Colloids Co., Port Huron, 





Mich., has announced two new dis- 
persions of glass in isopropyl alcohol 
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as an aid in metalworking lubrica- 
tion. 

The dispersions are applied to the 
work at room temperature, forming 
a dry continuous film which inhibits 
oxidation and surface contamination 
during the heating cycle. At a tem- 
perature below that at which the 
work is forged, the glass fuses to 
the surface, providing a hydrody- 
namic film during the forming 
operation. 





SPARE WHEEL KiT—Confinentol spare 
wheel kits exclusively designed for Plym- 
ouths and Mercurys have been marketed 
by Bennett Mfg. Co., Long Beach, Calif. 
Called Caravan, the kits are being dis- 
tributed by Schultz & Co., 2811-17 S. 
Hill St., Los Angeles 7. = 


ALL 
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FOR YOUR AD 





ADVERTISING PACKAGE — Mile-O-Dial, 
a pocket-size calculator that tells gasoline 
mileage, is now available as part of a 
complete advertising package offered by 
Kenway Products, 759 N. Milwaukee St., 
Milwaukee, Wis. Heart of the customer- | 
getting approach is said to be a direct | 


mail card, which is used to carry the! 
offer of a free Mile-O-Dial to the public. 
The calculator is imprinted with the 


advertisers message. 
* * 








IMPACT WRENCH — The Swench is a 
manually operated impact wrench that is 
said to have the ability of delivering 
torque values up to 20 times that applied 
to the handle, allowing a single opera- 
tor to tighten to practical tensions bolts 





up to 13% inches in diameter. The tool 
has two drive extensions, one for loosen- 
ing and one for tightening fastenings, and 
is operated like an ordinary ratchet 
wrench, using standard sockets to engage 
the nut or head of the fastening. Avail- 
able in three models for 2, % and one- 
inch sockets. Swenson Engineering, P. O. 
Box 43 Branford Conn. 





K-D NO. 175 


CYLINDER HEAD HOLDER — K-D Mfg. 
Co., Lancaster, Pa., announces a_ uni- 
versal, rotating cylinder head holder for 
valve-in-head engines. The unit can be 
used successfully on all current overhead 
valve V-8's, plus many others, it is 
claimed. All sizes of cylinder heads are 
held securely in any position for valve 
service, carbon cleaning, valve seat 


grinding, guide reaming, it is said. 





SCRATCH REMOVER—A kit for use in 
removing scratches and “‘sleeks” from car 
windshields is now available through 
Bristol Sales & Mfg. Co., Bridegwater, 
Mass. Called Glaskit, the kit includes a 
felt polishing wheel, mandrel, a tube of 
special polishing compound, marking pen- 
cil and a cellulose sponge for quick clean- 
ups. With Glaskit, the actual polishing 
operation requires only four simple steps 
and, for most sleeks and scratches, only 
about five minutes time, it is claimed. 
(A story appearing in the Dec. 17 issue 
of Automotive News contained an errone- 
ous address for the manufacturer of Glas-| 
kit. The correct address is Bristol Sales | 
& Mfg. Co., Bridgewater, Mass.) 

+ o * 


‘Universal’ Reelite 


Appleton Electric Co., Chicago, 
has introduced a new 7P Series 
Reelite plug-in extension cord with 
handlamp. It offers full swivel ac- 
tion and has a universal mounting 
bracket which is said to enable the 
user to change the Reelite from a 
wall to a ceiling position without 
remounting. 


NEW PRODUCTS 


New Tri-Tex Vinyl Fabric 


Gives 3-Dimensional Effect 


Tri-Tex, a triple-textured, three- 
dimensional, valley-printed vinyl 
fabric, is being marketed by Middle- 
town Rubber Corp., Middletown, 
Conn. 

The method is used in deeply em- 
bossed valley prints on plastics 
whereby the “slopes” as well as the 
“valleys” are given a controlled ink 
deposit, resulting in a 3-D decora- 
tive effect. 





TIRE SPREADER — A tire inspection 
spreader specifically designed for use with 
tubeless tires and to handle all sizes of 
tires has been marketed by Temco, Inc., 
Canton, O. Unique Protecto-Bead rollers 
do not strain, distort or injure the bead 
sealing rings or inner liner, it is claimed. 
The Temco spreader rotates tire one full 
turn in 15 seconds. National sales repre- 
sentatives is Tire Equipment Sales, P. O. 


Box 933, Akron 9, O. 
. 6 ® 





AIR HAMMER — An air hammer, the 
Big Bully, model SP!I200, has just been 
marketed by Superior Pneumatic & Mfg., 
Inc., 4758 Warner Rd., Cleveland 25, O. 








PORTABLE DRILL — Lance 
Box 310R3, Chicago Heights, Ill., an- 
nounces a portable radial drill press that 


Iron Works, 


is said to eliminate the necessity for 
handling large pieces, for bringing heavy, 
unwieldy tools to the job or for turning 
the work to be drilled, countersunk or 
tapped. The Lance drill is of all-steel con- 
struction, easily carried, operated and con- 
trolled by one man, swings in a 360 
degree radius, is adjustable horizontally 
or vertically and clamps and rolls on any 
size, shape or type of metal or wood, it 
is claimed. It is designed for all stand- 
ard, heavy-duty portable drills, can be 
used with electric or air-operated drills, 
operates in all positions—vertical, hori- 
zontal, overhead or flat. 


The model weighs just 50 ounces, meas- 
ures 6 inches long and consumes 6.5 
c.f.m. of air at 1500 p.s.i. Easily operated 
with one hand, it lets the operator con- 
trol the hammer's power anywhere from 
0 to 9000 blows per minute, it is claimed. 
The unit attains full speed and power 
of operation on less than 7 c.f.m., and 
doesn't require a large volume compres- 
sor, it is said. * 





BRAKE PARTS — A kit containing an 
assortment of hold down brake replace- 
ment ports has been marketed by Ray 


Brown Automotive, 5656 Santa Monica, 
los Angeles 38, Calif. Packaged in 14 
clear plastic tubes, the parts in the Im- 
pact kit are said to’ fit all automobiles. 
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BATTERY CHARGER — A mobile six and 
12-volt fast charger, the MC-10-B, is being 
introduced by Willard Storage Battery 
Division, 246-286 E. 131st St., Cleveland 
1, ©. Pushbuttons control the charging 
rates, with separate selector buttons for 
low, medium, and high positions on both 
six and 12-volt systems. The charger is 
said to charge up to 100 amps on a 
six-volt and up to 50 amps on a 12-volt 
battery, with special provisions for slow 
charging oer sn Fl 12-velt types. 





EXHAUST HOSE — An exhaust eliminat- 
ing hose that will not damage under 
rough treatment has been announced by 
Kent-Moore Organization, Inc., 28635 
Mound Rd., Warren, Mich. Made of neo- 
prene, the hose, called Monoxo-Flex, can 
be driven over by cars, twisted or rolled 
up for storage and still keep its flexibility. 
It will never kink, the company said. Its 
neoprene material enables it to withstand 
the effects of water, grease, oil, fumes 
and high temperatures. Kent-Moore also 
has sets of adtapters for dual exhausts. 
They are primarily for 1957 automobiles 
but can be weed on front older models. 





HAND TOOL — Vise-Grip, described as 
the most versatile hand tool in the auto 
repairman's kit, is now equipped with an 
easy release. Famous for locking onto 
work with tremendous grip by a simple 
squeeze of the hand, Vise-Grip now can 


| be released by light thumb or finger pres- 


sure, it is claimed. The release bar is 
located inside the lever and operates in 
the normal opening direction, same as 
pliers. The release has been added to 
Vise-Grip's entire line of locking hand 
tools, including the sheet metal tool, C- 
clamp and welding clamp. Petersen Mfg. 


Co., Inc., DeWitt, Neb. 
or 





FILING DEVICE — Div-!-Dex is a space- 
saving device designed for filing cabinets. 


In the Div-l-Dex method, folders stand 
neatly upright, indices are plainly visible, 
time is saved in filing and finding, and 
more space is available, it is claimed. A 
six-compartment unit is available for both 
letter and legal size file drawers. Cel-U- 
Dex Corp., 1 Main St., Brooklyn 1, N. Y. 
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High ways ond Safety wrss 


More Road Money 
Urged in Many States 


ECOMMENDATIONS for in- 

creased highway funds, intensi- 
fied traffic safety measures and 
more uniformity of motor-vehicle 
laws have been emphasized in many 
governors’ messages to state legis- 
latures thus far in 1957. 

Additional highway funds have 
been recommended by the gover- 
nors of Arizona, Indiana, Maine, 
Missouri, Montana, Nebraska, 
New Hampshire, New Jersey, 
North Dakota, Oklahoma, Penn- 
sylvania, South Dakota, Tennessee 
and Vermont. 

In Arizona, Gov. Ernest W. Mc- 


Farland asked that the state gaso- 
line tax be increased to six cents a 
gallon from five. 

Gov. Harold W. Handley of Indi- 
ana advocated an immediate in- 
crease in motor-fuel taxes of one, 
two or three cents a gallon. 

Issuance of revenue bonds, in- 
creasing motor fuel taxes or hiking 
registration fees, or both, were sug- 
gested in Maine by Gov. Edmund 
S. Muskie. 

= e > 
| geet Gov. Phil M. Donnelly 
of Missouri said it will be neces- 


the county aid road program is 
continued. 

Montana’s Gov. J. Hugo Aronson 
endorsed recommendations of the 
highway fact finding committee 
for increases and taxes on certain 
commercial vehicles, as well as 
bond financing. 

After. a recommendation that 
present highway user funds be used 
for the present state highway sys- 
tem, Gov. Victor E. Anderson of 
Nebraska told the Legislature it 
will have to provide additional funds 
to carry out the interstate system 
program. 

Increased gasoline taxes and 
authorization of $5 million in addi- 
tional highway bonds was recom- 
mended by Gov. Lane Dwinell of 
New Hampshire. 

New Jersey’s Gov. Robert B. 
Meyner declared there is an abso- 
lute necessity to provide funds to 


sary to find additional money if| take advantage of the new Federal- 


ASCMA’s 


‘ ’ i . 





Ontario Legislator 
Urges Safety Study 

TORONTO. — A select commit- 
tee to investigate safety devices 
in automobiles — safety belts, 
safety door locks, padded dash- 
boards and collapsible steering 
wheels—was called for in the On- 
tario Legislature by Arthur Child, 
Wentworth. He belives such 
devices would cut fatalities and 
injuries by 50 percent. 

“Today’s car is a killer and a 
crippling monster,” he declared, 
“but it would be easier to modify 
the monster’s design than to 
change the nature of Mr. Average 
Motorist.” 





aid highway program. He favored 
a one-cent boost in gasoline taxes. 
+ * * 


OV. JOHN A. DAVIS of North 
Dakota said adequate funds 
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GET READY TO SELL! 


To moke this tremendous promotion profitable to you, you must 
hove inventory, and lots of it! Be sure your stocks ore complete and 
your selling tools sharp. STORES, SPECIALISTS, DEALERS, SERVICE 
STATIONS, AUTO INTERIOR DECORATORS AND JOBBERS, ORDER 
AT ONCE! Be prepared! Action NOW means PROFIT$ this spring 
and all year long! Your progressive manufacturers* and suppliers 
are ready to help you have the best year you've ever had but to 
make it work they need your enthusiastic cooperation. 
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1711 Pratt Bivd. 


Gentlemen: 
Please let me know how I can join and support the 
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Chicago 26, Illinois 


must be made available to match 
Federal highway aid. He said that 
later he would present proposals 
for “increasing and equalizing” the 
tax on highway users. 


In Oklahoma, Gov. Raymond Gary 
recommended an appropriation of 
$9 million from the general revenue 
fund to continue the state’s road- 
building program at its present 
pace. 

Although Gov. George M. Leader 
of Pennsylvania made no specific 
proposals, he said the State must 
not permit opportunities under 
the Federal program to be lost by 
inadequate financing. 

Gov. Joe Foss of South Dakota 
said the state highway department 
had advised him it needs an addi- 
tional $10 million in the next two 
years. He left the matter of raising 
this additional amount up to the 
Legislature. 

A transfer of $5 million from 
surplus funds to match Federal-aid 
funds was recommended in Tennes- 
see by Gov. Frank J. Clement. Al- 
ternate methods of finance will be 
submitted by the Bureau of Busi- 
ness Research of the University of 
Tennessee. 

Gov. Joseph B. Johnson of Ver- 
mont proposed an additional $25 
million bond issue to match Federal 
aid and provide for additional con- 
struction. 

In North Carolina, Gov. Luther 
Hodges said the State’s available 
highway funds were more than ade- 
quate. 

“The State could not intelligently 
spend more money for highways 
even if it had it,” Hodges said. 

. * * 


ILLS to increase motor-fuel 

taxes have been introduced this 
year in seven states: Arizona, 
Arkansas, Indiana, New Hampshire, 
Ohio, Utah and Wyoming. 

Bills to increase registration 
fees have been introduced in six 
states: California, Maine, Massa- 
chusetts, New Hampshire, Ohio 
and Vermont. 

A mileage tax also has been intro- 
duced in Massachusetts. 

There is every indication that 
traffic safety will receive record at- 
tention in the 1957 legislative ses- 
sions Most governors focused at- 
tention on safety, with several 
calling it the most important matter 
facing their state. 

Record numbers of safety bills 
already are in the legislative hop- 
pers. 

. * - 
Alacer all the governors have 
emphasized the safety advan- 
tages of adequate roads and the 
need for their states to match 
Federal-aid grants for the inter- 
state system. 

Considerable interest also has 
been expressed in enforcement, 
with 22 governors urging one or 
more of the following: Stepped-up 
enforcement on speed, increased 
State Police personnel, use of 
unmarked cars and blind radar 
and a crackdown on drunk 
drivers. 

Fourteen governors outlined the 
need for adopting legislation which 
would confirm more closely with the 
Uniform Vehicle Code. 

A similar number of chief execu- 
tives recommended adequate appro- 
priations to finance an expanded 
highway safety program, with most 
of them urging larger budgets for 
State Police, driver education and 
standard accident records. 

Six governors urged vehicle in- 
spection and five called for im- 
proved traffic courts. 


Accident Reports Studied 
For New Safety Clues 


University of Michigan research 
engineers are sifting 4,000 accident 
reports and inspecting 30,000 pic- 
tures of traffic movement in an 
attempt to find ways to help reduce 
the number of highway mishaps. 

The accident reports cover all 
major crashes in Washtenaw County 
since 1954, and the pictures have 
been taken by a special recording 
camera mounted in a travelling 
U-M car. Dr. Bruce D. Greenshields, 
traffic engineer in the college of en- 
gineering’s transportation institute, 
who heads the study, expects the 
work will provide information on 
the underlying causes of accidents 
and will suggest engineering meas- 
ures to cut down their number, 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 
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Average Prices of Used Cars Sold at Auction. 


(Compiled by Automotive News from Auction Reports.) 
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55°56 
my 
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"6S °56 
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"65 =°56 
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"55 °56 
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Prices of 56s added and 48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 


"55 
Sept. 


1 
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"55°56 
Nov, 


7 
8 
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"65 °56 
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"56 
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Figures alongside bars represent dollars. 


"54s, $30 on 
$95 on "57s. 

The $95 reverse on ’57s was the 
biggest weekly price adjustment 
recorded for any model since 
last August. It carried the price 
of '57s to a new low. New lows 
also were established for 55s and 
"63s. 

At a group of representative 
auctions last week, the sales ratio 
was 65.4 percent, compared with 
68.2 percent a week earlier. The 
average consignment last week 
was 1694 units, compared with 
166.1 units the previous week. 


55s, $36 on °53s and 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $17 to 
$953, according to Automotive 
News’ index. 

It was the biggest weekly set- 
back since the year’s opening 
seven-day period. 

Three models ran counter to 
the decline, with increases 
amounting to $17 on ’56s, $11 on 
52s and $3 on "50s. 

Losses were $1 on ‘Sis, $6 on 


Foe: meaner om 


MASSACHUSETTS 





COLORADO AUTO AUCTION 
SOUTH 


penvern PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S. Rt. 1 
West Peabody, Mass. Jefferson 1-7500 
Phillip Glick 


Wire Colorade Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels scheny Weed and Dean Devis 
All cars paid for by our own check through | Joseph Herbert 
The Bank of Denver 


‘MICHIGAN, 
DENVER AUTO AUCTION CO. 


(Denver's Oldest Auto Auction) 
‘ GRAND RAPIDS AUCTIONS, INC. 
9% S$. Sente Fe Littleton, Colo. | o_ 42I—One Half mile west of Grandville, 
Ph. SU 1-6673 — Ed Smith or Mil Nace Mich. 
. J | EVERY TUESDAY—CHECKS INSURED 
Auction Every Friday at 11:00 A.M. At 1:00 P.M, Sharp—Dealers Only 
We Issue Auction Checks and Guarantee Titles | Auctioneer: Col. W. E. "Bill Nagy 
| “Michigan's Best" 
Phone: ARdmore 6-4720 
MID-WEST AUTO AUCTION 


| 


Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


DYER, IND. 


(Dyer Auto Auction. 
Prices are for sale of Feb. 22.) 
(Market soft on °55, 56 and '57 models. 
Our buyers still going strong on the older 
ones. Sold 233 cars out of 348 offerings.) 
BUICK--—'55 RM Riviera, $1,480* (ps). 
Special Riviera, $875. 
$760°; Special 4-dr., $650*. 
conv., $§500*°. ‘51 Super 4-dr., 
Special 2-dr., $125*. °50 Special 
$225*; Super 4-dr., $105*. 
CADILLAC—’'56 


DIRECT ORY 


ir + thrbe, fas of typelinG806, 1-thevér $4.00, 13-thaee; $3.50, 52-Himes Display 
| colume—maximum S-inches on 2 columns.) ‘For Display Rates contact Want Ad Dept., 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
' AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





1155 So. Platte River Dr. 


MICHIGAN 


DENVER, COLORADO 





Burden-Dudley-Caswell 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 


CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





Checks and titles guaranteed 
IOWA 


MISSOURI 
TOM FLETCHER'S 


DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
in the Heart of the Ciean Car Country 
4701 S.E. 14th Des Moines 15, lowa 
Phone ATiantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 


AUTO DEALERS AUCTION, 
INC. 


Friday is Sale Day in Kansas City, Mo. 
Auction Company Checks to Sellers 
Guaranteed Titles to Buyers 


Bob Ring—Owner Fred Reed—Mgr. 
Open 6 days a week. Sale Friday 10:30 A.M. 
Hu 3-7470 


Crossroads 


Phil Spurgeon 
Jr. Whitman 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Phone Dunkirk 3-0150 


NEW YORK 


NEW YORK CiTY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% saf because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


"55 56 


Sale every Friday. 


"54 
‘53 Super 4-dr., 
"52 Super | 
$300* ; 
4-dr., 


| 
| 
| 
| 


| 


(62) coupe, $3,350* (ps). | 


| 
| 


$285; Coronet 4-dr., $265. '52 Wayfarer 
2-dr., $275. ’51 Coronet 4-dr., $245. 

FORD—'56 Country Squire, $2,000* (ps); 
Country sedan, $1,800* (ps); Fairlane (38) 
conv., $1,545*; 4-dr., $1,525*, $1,500*; 
Custom (8) 4-dr., $1,395*, $1, 205° ; Ranch 
Wagon, $1,405. °55 Country sedan, $1,- 
510*; Fairlane (8) 2-dr., $995; Custom 
(8) 2-dr., $1,025, $985, $975*, $950, $900; 
Thunderbird, $2,015*. 

LINCOLN—’49 Cosmopolitan 4-dr., $135*, 

MERCURY — ’57 Montclair coupe, $2,900* 
(ps). °56 Monterey coupe, $1,770*. ‘55% 
Monterey coupe, $1,485*; Montclair coupe, 7 
$1,385*. °53 coupe, $606; 2-dr., $505. '52 
2-dr., $330, $390*, $290*, $215. ; 

NASH — ’'55 Rambler Cross Country, $1,- 
125*; Country club, $950. °53 Rambiery 
Country club, $600*, $450*; Statesmag) 
4-dr., $435. ‘52 Rambler Country club, 
$285. : 

OLDSMOBILE—’56 (88) Holiday, $1,930*, 7 
’55 (88) Super Holiday, $1,750* (ps), $1,- 
540*; Deluxe Holiday, $1,710*. '54 (88) 
Holiday, $1,340*. 53 (88) Holiday, $940*, 9 
"52 (88) 4-dr., $455*, $440*; (98) Holi- 
day, $290*. '51 (88) 4-dr., $240*, $215*, 3 
$210*. q 

PACKARD — '52 4-dr., 
$425*; coupe, $135*. 4 

PLYMOUTH — ’57 Belvedere (8) Hardtop, 
2,475* (ps), $2,400*; 4-dr., $2,300* (ps). 9 
"55 Belvedere (8) station wagon, $1,320; 9 
a (6) coupe, $1,000; Savoy (8) 

4-dr., oo $880*, $695*; Plaza (6) 4-dr., 
$825, $650. 54 Belvedere conv., $660. '53 
Cranbrook 4-dr., $415*. 

PONTIAC ’56 Star Chief (8) Catalina, 
$2,080* (ps). 
$600* (ps); 2-dr., $525, $490*. '52 Chief- 
tain (8) 4-dr., $295*. ‘51 4-dr., $175*, 

'50 4-dr., $175*, $140*; Catalina, 


STU DEBAKER ‘54 Champion 4-dr., $710*, 
"52 Commander 4-dr., $220*; Champion 
4-dr., $140*. "51 Champion coupe, $195*, 
$165*; Commander 4-dr., $175*. 

WILLYS—'49 station wagon, $180. 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 
Tuesday. Prices are for sale of Feb. 26.) 

(Not enough good cars available to 
meet the demand. Prices steady. Sold 44 
cars out of 52 offerings.) 

BUICK — ‘56 Special 4-dr., 
Super 2-dr., $1.595*; Riviera, $1,520*; 
Special conv., $1,570*; Riviera, $1,500*, 
"54 Special 2-dr., $975*. "53 RM 4-dr., 
$595* (ps); Special 4-dr., $660*; 2-dr., 
$595. °51 Super 2-dr., $295. 

CHEVROLET—'56 Bel Air (8) 2-dr., $1,- 
425*; Two-ten (6) 2-dr., $720. '53 Bel Air 
4-dr., $605; Two-ten 2-dr., $365. " 

CHRYSLER — ‘57 Windsor 2-dr., 
(ps). 

DODGE 
owbrook 
brook 4-dr., $270. 

FORD—'57 Fairlane 
Country sedan, $1,655". 
$835. '51 Custom (8) Victoria, $400*. 

2-dr., $200. 

MERCURY 
(ps). 

OLDSMOBILE ‘55 (88) 
Holiday, $1,530*. ‘53 
"51 (88) 4-dr., $280*. 

PLYMOUTH—'55 Belvedere (8) 4-dr., 
125. 

PONTIAC—'56 Star Chief (8) Hardtop, $1,- 
645°; 4-dr., $1,410*. ‘55 Chieftain (8) 
Catalina, $1,440*. "54 Chieftain (8) Cat- 
alina, $815*. 

MISCELLANEOUS 
up, $570. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Friday. 
Prices are for sale of Feb. 22.) 
BUICK—'56 Special coupe, $2,000° (ps); 

Riviera, $1,935*. 55 Special Riviera, $1,- 

570*, $1,560° °54 Super 4-dr., $955*. "53 
| Special 4-dr., $620°. ‘51 Special 2-dr., 

$275. ‘50 Special coupe, $250*. 

CADILLAC—'57 (62) 4-dr., $4,780° (ps). 
"55 (62) coupe de Ville, $2,900* (ps); 
4-dr., $2,675* (ps); coupe, $2,620° (ps). 
"54 (62) coupe de Ville, $2,835* (ps). 

CHEVROLET—'57 Bel Air (8) 4-dr., $2,- 
315°, $2,230*; Two-ten (8) 4-dr., $2,085*, 
$1.929. ‘56 Two-ten (8) 4-dr., $1,275; 
One-fifty (6) 2-dr., $1,180. "55 Two-ten 
(8) station wagon, $1,540*; Bel Air (8) 
conv., $1,325*; 4-dr., $1,290°. ‘54 
Air Sport coupe, $950*; Two-ten 2-dr., 
$875*. ‘51 SL Deluxe 4-dr., $345. 

CHRYSLER — '57 NY 4-dr., 3,875* (ps). 
‘55 NY 4-dr.. $1,775* (ps). "49 4-dr., 
$130* 

DODGE — '53 Coronet 4-dr., $420, $350*, 
$330°*. °51 2-dr., $230. 

FORD — ‘57 Thunderbird, $3,450*° (ps); 
Country sedan, $2,555, $2,525*; Fairlane 
(8) 4-dr., $2,325*, $2,200*; Custom (8) 
300 4-dr., $1,955. ‘56 Fairlane (8) 4-dr., 
$1,750*, $1,540, $1,495*, $1,480; Custom 
(8) 2-dr., $895, $870. "54 Crest (8) conv., 
$650*; Main (6) 4-dr., $475. ‘53 Crest 
(8) Victoria, $785*; Ranch Wagon, $745, 
$655. ‘52 Custom (8) 4-dr., $405*, $375°. 

HUDSON —'49 4-dr., $110. 

LINCOLN—’54 Capri coupe, $1,500* (ps). 
"53 Cosmopolitan 4-dr., $725*, $390*. ‘51 
4-dr., $175. ‘50 4-dr., $400*. 

MERCURY — '57 Monterey coupe, $2,850° 
(ps)s Sport coupe, $2,550*. °56 Monterey 
coupe, $1,825*. '54 Monterey 4-dr., $955. 
"53 Monterey 4-dr., $650°; Custom 2-dr., 
$620. ‘51 2-dr., $210. 

OLDSMOBILE—’'57 (88) Holiday, $2,715", 
$2,650°; 2-dr., $2,650°. '55 (98) Holiday, 
$1,985* (ps); (88) Super 4-dr., $1,675° 
(ps). '54 (98) Holiday, $1,540* (ps); 4- 
dr., $1,315* (ps); (88) 4-dr., $1,185*. ‘52 
(88) Holiday, $555*. "51 (88) 2-dr., 
$430°. °50 4-dr., $225*. °49 (88) club 
coupe, $105*. 

PACKARD—’51 4-dr., $175*. 

PLYMOUTH — '57 Belvedere (8) 

4-dr., $2,420°; 


coupe, $2,475*; 
4-dr., $2,375* (ps); Plaza (6) 4-dr., $1,- 
950. '55 Savoy (8) 4-dr., $1,045*, $980; 
Plaza (8) 2-dr., $950. ‘50 4-dr., $150. 
PONTIAC — ’57 Chieftain (8) coupe, $2,- 
450°. '56 Chieftain (8) 4-dr., $1,500*. ‘51 
4-dr., $200*, $105*. ‘48 4-dr., $100. 
STUDEBAKER—’57 Golden Hawk, $3,010. 
"52 Champion 4-dr., $175. 
WILLYS — ’57 Jeep, $1,740. 


$305*. °51 conv., 


"56 =°57 
Jan, 


"55 (62) coupe, $2,850* 
4-dr., $2,055* (ps). °53 
350°, °51 (62) 4-dr., 
coupe, $560*, $530°*. 
CHEVROLET — '57 Corvette, 
Air (6) 2-dr., $1,920*. '56 Bel Air (8) 
conv., $1,850*; 4-dr., $1,680*; Two-ten 
(8) 4-dr., $1,550*, $1,540*, $1,330, $1,- 
180; Cameo Carrier, $1,400; Two-ten (6) 
station wagon, $1,650*; 2-dr., $1,350, $1,- 
340. '55 Bel Air (8) coupe, $1, 350*, $1,- 
100*; Two-ten (6) 2-dr., $1,045*; Two-ten | 
(8S) 2-dr., $860*. °54 Bel Air 4- dr., $1,- 
000; Two-ten 4-dr., $805*, $755*, $730*, | 
$690. | 
CHRYSLER "55S 
(ps), $1,425*; 
Windsor 4-dr., 
$165". 
DeSOTO—’57 Firedome coupe, 
"52 Firedome 4-dr., $155. 
DODGE—’55 Royal 4-dr., 
tion wagon, $355; 


"54 
4-dr., 
"50 


(62) 
$1,- 
(62) 


(ps). 
(60) 
$860*. 


$3,000; Bel 


Windsor coupe, $1,620* | 
4-dr., $1,450* (ps). '53 
$670*. '51 Windsor 4-dr., 
$2,950* (ps). $1,780°. ‘56 
$1,085*. °53 sta- | 
Meadowbrook 4-dr., | 





$3, 100° 


$495* ; Mead- 
"51 Meadow- 


'53 Coronet Hardtop, 
Hardtop, $440* 


(8) 2-dr., $1,920. 'S6 
'54 station wagon, 
"50 





"54 Monterey Hardtop, $1,055° 


4-dr., 
(88) 4-dr., 


$1,550°; 
$695°. 


NEW YORK $1, 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y 


Every Monday — I! O'Clock 
180 car sale average 


Titles and Checks Guaranteed 


"b4 Dodge %-ton pick- 


All 


| LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 


Checks and Titles (Wed.). 
NORTH CAROLINA 


RALEIGH — Mann's Auto Auction | 
Sale, Rt. 5. Ph. 3-1564, Titles &| 
checks guaranteed. Mon. 10 A. M. | 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 


PENNSYLVANIA 


MANHEIM AUTO AUCTION, 
. Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


INC. 


Sport 
Savoy (8) 


TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 


‘50 Jeepster, 


$325. 

MISCELLANEOUS — ’57 Chevrolet %-ton 
pickup, $1,775. 55 Chevrolet %-ton pick- 
up, $1,000, $945, $850. "54 Chevrolet %- 
ton pickup, $735, $715, $680. '50 Chevro- 
let %-ton pickup, $365. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Feb. 26.) 
(Sold 295 cars out of 372 offerings.) 
BUICK—'57 RM Riviera, $3,400* (ps). '56 
Special Riviera, $1,925*. ’55 Century Rivi- 
era, $1,765*; 4-dr., $1,450*; Super Rivi- 
(Continued on Page 44, Col, 1) 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Iinsured—wNo Registration Fee 





’53 Chieftain (8) Catalina, @ 


yfarer 


(ps); 
ne (8) 
,500* 


Ranch 7 


» $1,- 
ustom 
$900; 


$135*, 
,900* 
*. "SS 


coupe, | 
. Sam 


» $1,~ 
mbier 
esman 
club, 


,930*, 3 


), $1,- 


(88) q 
$940°, 9 


Holi- 
$215°*, 


conv., @ 


rdtop, 
(ps). 
1,320; 
y (8) 
4-dr., 
0. 53 


alina, 
alina, 


Chief- @ 
$175*, 
alina, 9 


710°, 
mpion 
$195°*, 


Laboratory tests uncover results of neglect of cooling systems. 


Dow reports on why you should check cooling systems 


Scientific studies show that customer complaints of overheating— 
poor summer gasoline mileage—and sluggish engine performance 
can often be traced to neglect of the cooling system. 


You know how horsepower is increasing in modern cars. But cool- 
ing systems have remained essentially the same! This means they 
have to do more work. And if they are clogged with rust, corrosion 
and dirt, the engine’s going to lose lots of pep and power. 


That’s where you—an expert—take over. If the car has been driven 
all winter, you should drain, clean (if necessary), flush and care- 
fully check the entire cooling system—radiator, hoses, fan belt, 
gaskets, thermostats, water pump and other danger spots. Then 


add fresh water and a quality rust inhibitor for safe summer 
driving. 

This is the kind of service that customers appreciate. This is what 
brings them back to you regularly. 


Dow Automotive Laboratories recommend you. do these two 

things to every customer's car that has gone through a hard winter 

of driving: 

1. Drain, clean (if necessary), flush and thoroughly check the cool- 
ing system. 

2. Add a good rust inhibitor and fresh water to the clean radiator. 


The Dow Chemical Company, Midiand, Michigan 








Used-Car Auction Prices 





(Continued from Page 42) 





OLDSMOBILE—’'56 





’54 NY 4-dr., $830* (ps); Windsor 4-dr., 
53 NY Hardtop, $630*; 
’50 Imperial 4-dr., 


era, $1,650* (ps), $1,600* (ps), $1,575*; 
Riviera, $1,535* 
’54 Century Riviera, $1,- 
285*, $1,280*; Super Riviera, $1,250*, $1,- 
110*, $915* (ps); Special Riviera, $1,090*; 
’53 Super Riviera, $800*, 
$670* (ps), $620*, $600*; Special Riviera, 
52 Special 
Riviera, $285*. °51 Super Riviera, $380*, 
$375*, $290°. 
CADILLAC—'57 





Special 4-dr., 





Windsor 4-dr., 





DeSOTO—’56 Firedome 2-dr., 
Firedome 4-dr., $715* (ps). "53 Firedome 
4-dr., $655* (ps). 

DODGE — 56 Coronet 2-dr., 
Royal Hardtop, $1,385* (ps). ’54 Coronet 

’53 Coronet 2-dr., 

Meadowbrook 4-dr., $215*. 

FORD—’56 Fairlane (8) 










(62) sedan de Ville, $5,- 
'56 Eldorado, $4,075* 
(62) 2-dr., $4,040* (ps); coupe de Ville, 
$3,725* (ps). '54 (62) coupe de Ville, $2,- 
$2,205* (ps). 
4-dr., $710*. '50 (62) 4-dr., $230*. 
CHEVROLET — '56 Bel Air (8) Hardtop, 
$1,850* (ps), $1,800* (ps); 2-dr., $1,625°*; 
4-dr., $1,575*, $1,570*; Two-ten (8) 4-dr., 
$1,440, $1,420*, 





Victoria, $1,920* 
$1,415; Town se- 
dan, $1,645*, $1,610*; Ranch Wagon, $1,- 
500; Custom (8) 4-dr., $1,295; Main (8) 
$1,205; Custom 
'55 Fairlane (8) Crown Victoria, $1,485*; 
Country sedan, ; 
Town sedan, $1,200, $1,155*; 2-dr., $1,- 
station wagon, 
$905, $875, 
$835, $830, $815, $800, $790, $775, $725, 
$715; Custom (8) 4-dr., 
(8) Victoria, $795. 
station wagon, 
HUDSON—’55 Hornet Hollywood, 
(ps); 4-dr., $1,065*. '54 Hornet Hardtop, 
"52 Hornet 4-dr. 
LINCOLN—’'55 Capri conv., 
*54 Capri Hardtop, $1,290* (ps). '52 Capri 
4-dr., $365*. 
MERCURY — '56 Monterey station wagon, 
$2,115* (ps). ’55 Montclair coupe, $1,500* 







2-dr., $1,150. 












PONTIAC 


$1,390*, $1,375*, 
$1,355, $1,250. 
Hardtop, $1,490, $1,465* 
2-dr., $1,185* .4-dr., $1,175, $1,100; Two- 
$945; Two-ten (6) 2-dr., 
$945, $910, $905, $885, $875, $865, $855, 
$850, $845, $840, $825. °54 Bel Air Hard- 
top, $1,065*; 4-dr., $700* 
2-dr., $680; 4-dr., $655. ’53 Bel Air 4-dr., 
$780*, $680, $595; Hardtop, $625, $595*; 
2-dr., $605, $600; Two-ten 2-dr., $610*; 
One-fifty 2-dr., $450, $300. '52 SL Deluxe 
’51 SL Deluxe 2-dr., 
conv., $275*. '50 SL Deluxe station wag- 


OHRYSLER—’'55 NY 4-dr., $1,525* (ps). 


’53 Custom (8) 4-dr., 
$580; 2-dr., $200. 


STUDEBAKER — 














435*; Monterey coupe, $1,365*; Hardtop, 


— ahem theegns ma | Bb teens 
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dr., $975*. '54 Monterey station wagon, 
$1,125*; coupe, $1,080*; Hardtop, $950*. 
'53 Monterey 4-dr., $775* (ps); Custom 
4-dr., $650*. °52 Monterey Hardtop, $460*; 
Custom 4-dr., $300*, $280*. °51 Custom 
4-dr., $200*. 

NASH—’56 Statesman sedan, $1,675*. °55 
Statesman sedan, $1,105. °54 Statesman 
4-dr., $900*. '53 Statesman 4-dr., $415*. 
52 Ambassador 4-dr., $385. 

(88) Holiday, $2,135* 
$1,950*, $1,940*; 4- 
$1,810*, $1,800*. °55 (98) 
conv., $1,830*; Holiday, $1,400*; (88) 
Holiday, $1,650* (ps), $1,600* (ps). '54 
(98) Holiday, $1,450* (ps); (88) 4-dr., 
$1,175* (ps), $1,165*, $1,150* (ps), $1.- 
045*; 2-dr., $1,150*. '53 (98) 4-dr., $765*; 
(88) Holiday, $940*; 4-dr., $895* (ps), 
$850*; conv., $710*. °52 (98) Holiday, 
$650* (ps). 

PACKARD—’55 Panama Hardtop, $1,400; 
Clipper Hardtop, $1,375* (ps). 


$2,120* 
$1,855, 


(ps), (ps), 


dr., 


PLYMOUTH—’'55 Plaza (8) station wagon, 


$1,210*, $1,125; Savoy (8) 4-dr., $1,085", 
$965, $955. °54 Plaza 2-dr., $440. ‘53 
Cranbrook 2-dr., $515*; Cambridge 4-dr., 
$295. °52 Cambridge 2-dr., $230. '51 Cran- 
brook 4-dr., $290. 

— '56 Star Chief (8) Catalina, 
$2.055* (ps); Chieftain (8) Catalina, $1,- 
695*. °55 Star Chief (8) 4-dr., $1,585*, 
$1,400*; Chieftain (8) station wagon, $1,- 
025*. °54 Star Chief (8) 4-dr., $840*°. '53 
Star Chief (8) Catalina, $765*; Chieftain 
(8) 4-dr., $535*, $450*. 

’53 Commander sedan, 
$485*, $470* Land Cruiser, $430; Cham- 


pion 4-dr., $380*, $250; 2-dr., $335. °51) 


Commander Land Cruiser, $270*. 
MISCELLANEOUS — '56 Chevrolet 
pickup, $1,425. 


FLINT 


(Flint Auto Auction, Inc. Sale every Wed- | 
| CHEVROLET—’56 Bel Air (8) Sport coupe, 


nesday. Prices are for sale of Feb. 27.) 




























































Please Send Check With Your Order to 


Automotive Neves 


DEPT. A—2666 PENOBSCOT BLDG. 
DETROIT 26, MICHIGAN 








sale. Prices 
on clean to sharp autos. A good percent- 
age of cars entered today were sharp as 
we sold 132 out of 179.) 
"56 Special station wagon, $2,235°*; 
Super Riviera, $2,200* (ps), $2,155* (ps), 
"55 Super Riviera, $1,500* 
$1,- 
(ps); 
$1,400*, 
$1,395*. '54 Century Riviera, $1,005*; RM 
2-dr., $980* (ps); Special 2-dr., $900. 53 
4-dr., 
"51 Special 4-dr., 
"50 RM 4-dr., $105*; Special 4-dr., 


BUICK 
$2,105* 


555* 
Century 


%-ton | © 





Model Breakdown 
Of Auction Averages 








March, 1957 Feb., Jan., 

Model To Date 1957 1957 
$2,404 $2,432 

1,721 1,764 

1,275 1,289 

906 898 

596 609 

388 394 

270 266 

199 200 

Average $ 953 $ 970 $ 981 





(Bidding very active for a 72 percent 
slightly upward, especially 


(ps). 

$1,475* 
2-dr., 
Riviera, 


(ps); Special Riviera, 
$1,300*; 4-dr., $1,370* 
$1,440* (ps), 


(ps), 


RM 4-dr., $620* (ps). 
$355*; RM 4-dr., $170*. 
$210. 
$100*. 


"52 Special 


ADILLAC — '56 Eldorado coupe, $4,100* 
(ps), | 
"55 


(ps): (62) 
$3,500* 


coupe de Ville, $3,660* 
(ps); coupe, $3,500* (ps). 


(62) coupe de Ville, $2,760* (ps). "53 (62) 
(62) 4-dr., $365*. 


4-dr., $975* (ps). 51 
‘49 (62) club coupe, $225*. 


A Valuable Sales Tool for Every Dealer, 
Dealer Salesman, and Factory Executive: 


Automotive News Auto Selling Guide for 1957 


@ Photographs of all 1957 Automobiles 
@ Latest Engineering Developments 
@ Comparative Price Chart 


® Complete Specifications 


@® Market Trends 


All in Full Color 


Appeared in Automotive News 


December 3. 


EXTRA COPIES AVAILABLE ...BUT SUPPLY IS LIMITED. 50c EACH. 
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| PLYMOUTH 





| 
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PONTIAC 


STU DEBAKER-— 


nesday. 


| 
j 
| 
| CADILLAC—'57 


DeSOTO—'53 Firedome 2-dr., 
| DODGE 
| FORD 


HUDSON 
LINCOLN "57 


PONTIAC 


STU DEBAKER- 
MISCELLANEOUS—'56 Ford 


BUICK—'56 Special Riviera, 


CADILLAC—’'55 (60) 4-dr., $2,700* 


CHRYSLER—'56 NY 4-dr., 











$1,660*, $1,630*; Two-ten (6) 2-dr., §1,- 
175, $1,050. °55 Bel Air (8) club coune, 


$1,435*, $1,400*; Sport coupe, $1,410; 
4-dr., $1,240*, $1,210*, $1,110*; conv., 
$1,395*; Two-ten (8) 4-dr., $1,075*; sta. 
tion wagon, $1,265*; Two-ten (6) 2-cr., 
$985, $940, $895; One-fifty (6) 2-dr., 
$775, $675. '54 Bel Air club coupe, $865*; 
4-dr., $840, $740*; Two-ten 4-dr., $655, 
$650, $550. °53 SL Deluxe conv., $68)*; 
4-dr., $520, $485*; 2-dr., $440; coupe 
$260; Bel Air 4-dr., $470. °52 SL Deluxe 
2-dr., $240*; 4-dr., $150. '51 SL Deluxe 
2-dr., $255*, $200*. 


CHRYSLER—’51 Saratoga 4-dr., $210*. 
DODGE—’55 Coronet 4-dr., $845*. ’51 Way- 


farer 2-dr., $110. '50 Coronet club coupe, 
$180. 


FORD—'57 Custom (8) 300 2-dr., $1,880¢, 


$1,750; Custom (8) 2-dr., $1,650. °56 Fair. 
lane (8) conv., $1,775*; Ranch Wagon, 
$1,550*; Custom (8) 4-dr., $1,370*, $1,. 
350. '55 Fairlane (8) Victoria, $1,390*, 
$1,350*; Crown Victoria, $1,340*; 4-dr., 
$1,105*, $1,070*; Custom (8) 2-dr., $900; 
Main (8) 4-dr., $830. °54 Custom (8) 
club coupe, $710*; 2-dr., $615*. °53 Cus- 
tom (8) 4-dr., $500. '52 Main (8) 2-dr., 


$185. 51 Custom (8) 2-dr., $275: Vic- 
toria, $250, $215. '50 Custom (6) club 
coupe, $150. 

LINCOLN—’'54 Capri 2-dr., $1,100* (ps). 

| MERCURY — ‘55 2-dr., §840*. °51 club 
coupe, $170*. "50 club coupe, $100. 

OLDSMOBILE—’56 (88) Super conv., §2,- 


225* (ps); Holiday, $2,130* (ps). ’55 (88) 
Holiday, $1,625*. °54 (88) Holiday, $1,- 
275*; 2-dr., $1,100*. '51 (88) Super 2-dr., 
$215*. 

"55 Belvedere (8) conv., $1,- 
315* (ps); club coupe, $1,255*; Savoy (6) 
2-dr., $720 

"56 Chieftain (8) Catalina, $1,. 
520°; 4-dr., $1,160*; 2-dr., $1,130*: Star 
Chief (8) club coupe, $1,400*; 4-dr., $1,- 
375* (ps), $1,325*, $1,275*. '54 Star Chief 
(8) Catalina, $880*; 4-dr., $815*: Chief- 
tain (8) 4-dr., $690*°; 2-dr.. $640*. ‘53 
Chieftain (6) 2-dr., $315. 

‘53 Champion club coupe, 


$220; Commander Land Cruiser, $150*, 
"51 Commander 2-dr., $165. 
MISCELLANEOUS™—'56 Ford %-ton pick- 


up, $855. '53 Dodge express pickup, $365. 
"52 Ford %-ton express, $320. '50 Ford 
%-ton pickup, $220. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

Prices are for sale of Feb. 27.) 
(Market picked up considerably this 

week as sales percentages and prices were 


higher. Sold 135 cars out of 177 offer- 
ings.) 
BUICK—'55 Super 2-dr., $1,600*; Special 


2-dr., $1,315. "51 Special 4-dr., $260*. '50 
Super 2-dr.. $210; RM 2-dr., $180*; Spe- 


cial 2-dr., $155. °41 Special 4-dr., $250. 
(62) coupe, $5,000* (ps). 
"49 2-dr.. $405*. ‘47 2-dr., $120*. 
CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 


830° (ps), $1,555; Two-ten (6) 4-dr., $1,- 


175. "55 Bel Air (8) 2-dr., $1,350; Two- 
ten (8) 2-dr., $1,120, $950. °'54 Bel Air 
2-dr., $805*; Two-ten 4-dr.. $655*°. ‘53 


Bel Air 2-dr., $705; 4-dr., $600; Two-ten 
4-dr., $565, $515, $385. "52 SL Deluxe 2- 
dr., $405°, $315*. "51 SL Deluxe station 
wagon, $405; 2-dr.. $390, $295°, $290; 
4-dr., $380*, $320°, $300*, $255, $225, 
$205*. "50 SL Deluxe 2-dr.. $205, $200, 
$185; 4-dr., $185. °49 SL Deluxe 2-dr., 
$215; 4-dr., $125. °48 4-dr., $175. 
$360*. 

"51 Meadowbrook 2-dr., $100. 
‘57 Fairlane (8) 500 2-dr., $2,205*; 
Custom (8) 300 2-dr., $2,005*. '56 Fair- 
lane (8) 4-dr., $1.585*, $1,405; Victoria, 
$1,570, $1,505; 2-dr.. $1,500°, $1,495*, 
$1.490; Custon (8) 4-dr.. $1,280, $1,260, 
$985*, $815. "55 Custom (@) 3-dr., $1.- 
305°; 4-dr., $1,085; 
200; Custom (6) 2-dr., 
(8) 4-dr., $815, $78 
conv., $630°; Crest (8) 
Main (8) 4-dr., $480. "63 
dr., $685*, $645°: 2-dr. 
Victoria, $680. "52 Ranch 
Custom (8) 2-dr., ; 
tom (8) conv., $330; 2-dr., : 
$250, $200, $150; 4-dr.. $270*; Deluxe (8) 
2-dr., $180°; 4-dr.. $180. "50 Custom (8) 
2-dr., $305, $195, $125, $115; club coupe, 
$240; 4-dr., $160; Custom (6) 2-dr., $275, 
$180, $135. °49 Custom (8) 4-dr., $185, 
$110. "40 Deluxe 4-dr., $255. "31 Model A 
2-dr., $105 
‘51 Hornet 2-dr., 
Premiere 







$185°. 


conv., $4,205° 


(ps). "50 4-dr., $150*° 

MERCURY — '56 Monterey conv., $1,980*. 
"SS 2-dr., $1,095°. ‘53 2-dr., $460. "51 
coupe, $170, $100°; 4-dr.. $155; 2-dr., 
$145. 

OLDSMOBILE—'53 (98) 4-dr., $1,305. "Si 
(88) 4-dr., $175, $145*. ‘50 (88) 2-dr., 
$275° 

PACKARD —'40 4-dr., $145. 

PLYMOUTH — ‘55 Savoy 2-dr.. $950. ‘53 


Belvedere 2-dr., $435, $400. °52 Cranbrook 
4-dr., $255. 

‘56 Chieftain (8) Catalina, $1,- 
810°. '55 Chieftain (8) 2-dr., $1,110, $1,- 
015. '53 4-dr., $455*. "52 Catalina, $305*; 
2-dr., $255°. "51 2-dr.. $305*. '49 4-dr., 
$185; 2-dr., $180*, $170. 

"51 4-dr., $155°*. 

%-ton pick- 
up, $1,205. "50 Dodge %-ton pickup, $295. 
"40 Ford \%-ton pickup, $120. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 


day. Prices are for sale of Feb. 26.) 


(Market very solid. Heavy rain and for 
before the sale did not keep away many 
buyers, although it cut the consignment. 
Sold 119 out of 162.) 

$2,185*, $2,- 


O70* (ps), $1,975* (ps), $1,960*; Century 
Riviera, §2,150* (ps), $2,050* (ps); Super 
Riviera, $2,000* (ps). '55 Century Rivi- 
era, $1,725* (ps), $1,500*, $1,475*; RM 
Riviera, $1,650* (ps); Super Riviera, $1,- 
645° (ps), $1,605* (ps), $1,575*, $1,525* 
(ps), $1,485* (ps), $1,355, $1,350; Special 
2-dr., $1,350, $1,300, $1,275. '54 RM Rivi- 
era, $1,210* (ps), $1,020; Century Riviera, 
$1,075*. '53 Super Riviera, $790*, $735; 
RM Riviera, $755*; Special 4-dr., $560*. 
"51 sedan, $160*. 

(ps). 
"54 (62) 4-dr., $2,050* (ps). 


CHEVROLET—’'56 Bel Air (8) club coupe, 


$1,725*; Two-ten (8) 2-dr., $1,330, $1,- 
295; One-fifty (8) sedan, $1,270*. ‘55 
Two-ten (8) station wagon, $1,325*; Bel 
Air (8) 4-dr., $1,275. '54 Two-ten station 
wagon, $1,000*, $975*, $935. '53 Two-ten 
conv., $580. "52 SL Deluxe 4-dr., $395* 
$2,205* (ps): 
Windsor 4-dr., $2,100* (ps). '55 NY 4-dr.. 
a (ps), $1,425. '54 Windsor sedan, 
. 


(Continued on Page 46, Col, 1) 


correction! 





NOT 93%, BUT 99.2% OF THE NEW '57’S FEATURE 
RAYON CORD TIRES AS STANDARD EQUIPMENT! 








O 
O 








feature 


RAYON CORD TIRES 
as standard equipment! 


Of the 235 different models for 1957—220 come equipped with Rayon Cord Tires! This overwhelming majority 
reflects the great confidence that the Automobile Manufacturers of America have placed in Rayon Tires. And you, 
es a car-buyer, can feel secure thet the choice of motor-mahers is your best bet for safety, value and long life. 


AMERICAN RAYON INSTITUTE, INC., 350 Fifth Avenue, New York 1. N.Y. 





A short time ago we ran this ad. It told how 
93% of the new ’57 models come equipped 
with Rayon Cord Tires. We were very proud 
of this figure—and rightfully so—because 
93% is mighty impressive. But now it has 
been brought to our attention that wé were 
wrong, all wrong—that the percentage is 
not 93, but actually 99.2! 


It seems that one of the big automobile 
manufacturers read our ad and noticed the 
glaring omission of two of their models. 
They wanted to know why they were left 
out and would we please get our story 
straight. After all, didn’t these two models 
rely on Rayon the same as almost everyone 
else? 


Not at all chagrined as one might imagine, 
we were delighted to let everyone know the 
good news—so without further ado, here is 
the new, completely revised list of the mag- 
nificent ’57’s that ride on Rayon... 


BUICK LINCOLN 
(Special « Century « (Premier e Capri) 
Super e Roadmaster) mencuRy 
CADILLAC ; 
o> G > (Monterey « Montclair e 

(62 ¢ 60 Special « 75) Turnpibe Cruteats 
CHEVROLET 
(150 ¢ 210 « Bel Air) ae 
CHRYSLER 
(Windsor « Saratoga (Ambassador) 
New Yorker) OLDSMOBILE 
CONTINENTAL (88 « Super 88 « 98) 
CORVETTE PACKARD 

(Clipper) 
eeseTe . PLYMOUTH 
| laced . (Plaza « Savoy e Belvedere) 
DODGE PONTIAC , 
(Coronet « Royal e (Star Chief e Super Chief e 
Custom Roya!) Chieftan « Bonneville « 
FORD Safari) 
(Catton * Custom ote RAMBLER 
nia iia te STUDEBAKER 

Champion e Commander e 
a coivairmet 

ice Tr awre 

IMPERIAL Golden Hawk) 
(Imperial e Imperial Crown 
LeBaron) THUNDERBIRD 


of 240 different models for 1957—238 use Rayon! 


AMERICAN RAYON INSTITUTE, INC. 5 rit, arene, sw york 1,3. ¥ 
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$1,450, $1,345*, $1,180*; (60) 4-dr., $1, 





dr., $725*. '50 (62) 4-dr., $495*. 


Used-Car Auction Prices 







DeSOTO—'55 Firedome 4-dr., $1,460*. ’51 335* (ps). '53 Chieftain (8) club coupe, 


















tom (8) 2-dr., $330, $325. °'51 Custom| day. Prices are for sale of March 1.) $675*. ‘50 Windsor 4-dr., $110°*. 





$500; Country sedan, $640, $610. '52 Cus- (Manheim Auto Auction. Sale every Fri-| 200. '54 NY 4-dr., $1,260*. '53 NY 4-dr. 
| 
| 






























$1,465*; Victoria, $1,625*, $1,550*, $1,- MISCELLANEOUS — '4 Chevrolet %-ton | CHRYSLER—'57 Saratoga Hardtop, $3,210* 


500; Custom (8) 2-dr., 2 at $1,315, $1,- pickup, $595. OF uit tatien Gee Fe Ak 
; , ya 

aa. 71,115, $075. "4 Cam (hy aa. MANHEIM PA 4-dr., $2.475° (ps); NY Bt. Regis, $1,880° 

$700. ’53 Custom (8) 2-dr., $665, $540, - 9 ® | (ps), $1,800* (ps); Windsor Hardtop, $1,- 


(8) 4-dr., $205, $190. (March ist brought snow, rain and DeSOTO—’55 Firedome sedan, $1,580*, $1,- 
i HUDSON—’'53 Hornet 4-dr., $340. sleet, but in spite of this we enjoyed a 460°. 
; LINCOLN—’53 club coupe, $1,050* (ps). good sale, Prices were very good.) | DODGE—’57 Royal Lancer, $2,585* (ps) 


MERCURY—’'56 Montclair 4-dr., $1,710*.| BUICK—’'56 RM 4-dr., $2,350* (ps); Super | ’55 Coronet Hardtop, $1,510*. '54 Royal 


’55 Montclair 2-dr., $1,575*; Monterey 2- Riviera, $2,290* (ps); Special Riviera, | 4-dr., $870*. ‘53 Coronet sedan, $500. '51 
dr., $1,465*. °54 Monterey club coupe, $2,050*, $2,030. 55 Century coupe, §$1,- Coronet 4-dr., $305; club coupe, $306, 
$1,000*. ‘53 Monterey station wagon, 790, $1,560°; Super 4-dr., $1,340*; Rivi-| $250, $205. "50 Coronet 4-dr., $195. 
$800°. era, $1,300* Special 4-dr., $1,200*.; '54| FORD—’'57 Fairlane (8) 500 conv., $2,220; 
NASH—’53 Custom sedan, $450 Century Riviera, $1,300*; Super coupe, 2 4-dr., $2,050; Ranch Wagon, $1,900. °56/ 
OLDSMOBILE—’56 (88) Holiday, $2,075* at $1,230*; RM 4-dr., $1,075* (ps), $1,-| Fairlane (8) 2-dr., $1,460*; 4-dr., $1,950*° 
(ps). "55 (98) Holiday, $1,825* (ps); (88) 060* (ps). '53 Super Riviera, $840*; 4-dr., (ps), $1,575*; conv., $1,950* (ps), $1,- 
Super 2-dr., $1,750* (ps), $1,485; Holi- $700*. ‘52 Super Riviera, $415; Special 600*; Victoria, $1,800* (ps); station wag- 


’ 


day, $1,470*. '54 (88) 4-dr., $1,260. ‘51 2-dr., $545; 4-dr., $320*; RM 4-dr., $345*. on, $1,840*; Ranch Wagon, $1,750*, $1,- 
(88) Super 4-dr., $255*, $205*. ‘51 RM 4-dr., $325*; Special 2-dr., $230;| 580°, $1,500; Custom (8) 2-dr., $1,190 
PLYMOUTH — ‘55 Belvedere (8) 4-dr., Super Riviera, $210*. ‘50 Special 2-dr., $1,150; Main (8) 2-dr., $1,090. '55 Fair- 
$965*, $955*°; Plaza (6) 2-dr., $775. ‘53 $140*. °49 Super 2-dr., $110*; RM 4-dr., lane (8) Victoria, $1,480*, $1,420*, $1,- 
Cranbrook 2-dr., $465. '52 Cranbrook 2- $110*. | 410*; 2-dr., $1,310, $1,070; Country sedan, 
dr., $285; station wagon, $245. '50 sta- | CADILLAC—’57 (62) sedan de Ville, $5,-| $1,470*, $1,170; Custom (8) 2-dr., $1,115; 
tion wagon, $215, $210. 700* (ps); coupe de Ville, $5,650* (ps). 4-dr., $1,020, $760; Main (8) 4-dr., $810; 
PONTIAC — '56 Chieftain (8) 2-dr., $1,- ’56 (62) coupe de Ville, $4,100* (ps), $3,- Main (6) 2-dr., $650. "54 Crest (8) 4-dr., 
800°. °55 Chieftain (8) conv., $1,525*; 750° (ps); coupe, $3,600* (ps), $3,500*| $960*°; Victoria, $910*; Ranch Wagon, 


club coupe, $1,455, $1,350; Catalina, $1,- (ps). "55 (62) 4-dr., $2,900° (ps), $2,850* $880, $840; Custom (8) 4-dr., $760, $700, 


(ps). °54 (60) 4-dr., $2,460* (ps). °53 
(62) coupe de Ville, $1,510* (ps); 4-dr. 


490*. '51 (62) coupe de Ville, $910*; 4- 


CHEVROLET — '57 Bel Air (8) Hardtop, 
$2,350* (ps); Two-ten (8) 2-dr., $1,810. 
’56 Bel Air (8) 4-dr., $1,925* (ps), $1,- 
700*; Two-ten (8) 2-dr., $1,390*. '55 Bel 

(Continued from Page 44) Air (8) 4-dr., $1,300*, $1,250*; 2-dr., $1,- 

050°; Two-ten (8) 2-dr., $1,220, $1,060; 

4-dr., $1,140*; One-fifty (8) station wag- 


; 4- '52 Chief- , 
4-dr., $185*. $710*; 4-dr., $620*, $510, $485. 52 C on, $1,175*; 2-dr., $850. 54 Bel Air 2-dr. 
DODGE — '55 Royal Lancer, $1,285, $1,-| tain (8) 4-dr., $400, $380, $290. '50 4-dr.,/ $1 ‘930+; 4-dr., $865*; Two-ten 4-dr., $790. 
275*. °54 Custom club coupe, $790*. ’50| $135. '53 Bel Air Hardtop, $950*, $945*; coupe, 
4-dr., $155. STUDEBAKER — '53 Commander club! 770, '52 SL Deluxe station wagon, $490; 
oe Jane (8) 500 2-dr.. $2,125*,| Coupe, $455. 4-dr., $455*, '51 SL Deluxe 4-dr., $290, 
wee Fairlane (8) 4-42., $1,650°! Si.640°, WILLYS—'46 Jeepster, $295. $285*, $260*. '47 2-dr., $110. 






































































Proper servicing of modern cars requires modern equip- 
ment and modern methods. ECO Tireflators help keep 
customers coming back because they put air where you 
want it for fast service and inflate tires automatically to 
the precise pressure needed for best performance. No 
need to “inflate and check” or waste time hunting for 
gauges. Tireflators save money too, because the first 
cost can be the last cost. 

Find out how you too, can service your customers 
better with ECO TIREFLATORS. 



















JOH he Woop Com PANY e Bennett Pump Division ¢ Muskegon. Michigan 


IN CANADA: JOHN Woop ComPANY LIMITED « Toronto « Montreal « Winnipeg * Vancouve- 









| STUDEBAKER — '57 Golden Hawk Sport 


| MISCELLANEOUS—'57 GMC %-ton pick- 


| 
| 








| 
| 


ic 





NASH—’'57 Rambler 4-dr., $1,780. 
OLDSMOBILE — '57 (88) Super Holiday, 


PACKARD—'53 4-dr., $510*. 
PLYMOUTH — ’56 Belevedere (8) Hardtop, 


PONTIAC—'57 Chieftain (8) Catalina, $2,- 


PONTIAC — ‘55 station wagon, $1,810*; 


| day. Prices are tor sale of Feb. 25.) 
BUICK—’57 Century Estate wagon, $3,565* 


OADILLAC—’'57 (62) coupe, $5,300* (ps), 


CHEVROLET—'57 Nomad station wagon, 


dr., $300*. 
DeSOTO—'54 Firedome 4-dr.; $1,050* (ps). 
DODGE—'57 Coronet (8) 4-dr., $2,330°. "55 


FORD—'57 Country sedan, $2,600* (ps), | 


HUDSON—’55 Hornet 4-dr., $1,460* (ps). 
LINCOLN—’'55 Capri coupe, $1,995* (ps); 
MERCURY — '56 Montclair 4-dr., $1,805* 








$650; Main (6) 2-dr., $550, $505; Delivery | Wednesday. Prices are for sale of Feb. 27.) 
sedan, $470. ‘53 Ranch Wagon, $850, (A very active sale this week with 


$675; Custom (8) 4-dr., $750*, $680*, 
$650*, $320*; 2-dr., $595, $560*; conv., 
$640*; Victoria, $500. ‘52 Custom (8) 


plenty of buyers. Market strong on good 
cars of all models. Sold 151 out of 200 
offerings.) 


station wagon, $680. '51 Custom (8) 2-| BUICK—’55 Special Riviera, $1,625*, $1,- 


dr., $385; Victoria, $355, $305; 2-dr., 
$220. ’47 station wagon, $115. 

HUDSON—’53 Jet 4-dr., $445. 

KAISER—’53 Manhattan 4-dr., $585°*. 

LINCOLN — '56 Premiere 4-dr., $2,900* 
(ps); Hardtop, $2,685* (ps); Capri 4-dr., 
$2,525* (ps). "53 Capri Hardtop, $850*. 
’52 Cosmopolitan 4-dr., $615*. 

MERCURY — '56 Montclair conv., $1,910; 
Custom 2-dr., $1,260; Medalist 2-dr., $1,- 
235. '55 Monterey station wagon, $1,560*; 
Hardtop, $1,460*; coupe, $1,250; Mont- 
clair 4-dr., $1,440*. ‘54 station wagon, 
$1,290*; Monterey Hardtop, $1,230*, $1,- 
160*, $1,130*, $1,110*, $1,070*, $975"; 
4-dr., $860; 2-dr., $750. ‘53 Monterey 
Hardtop, 2 at $700*; 4-dr., $670*, $640*. 
’52 Monterey coupe, $625*. ‘51 4-dr., 
$255*. '50 4-dr., $125. 

NASH — ’56 Rambler station wagon, $1,- 
760*. '55 Rambler station wagon, $1,440*. 
’54 Rambler station wagon, $1,100*. ‘53 
Statesman sedan, $580*. ‘52 Statesman 
4-dr., $150. °51 Rambler station wagon, 
$200; Statesman 4-dr., $115. 

OLDSMOBILE—’57 (88) Holiday, $2,880* 
(ps). °56 (88) Super 4-dr., $2,035* (ps). 
"55 (98) Holiday, $1,850* (ps); 4-dr., $1,- 
550*, $1,490*; (88) Holiday, $1,850* (ps), 
$1,750*. °54 (98) 4-dr., $1,480*; (88) 2- 
dr., $1,410*; 4-dr., $1,035. '53 (88) 4-dr., 
$780*; 2-dr., $705*. '52 (98) 4-dr., $580*. 
"51 (88) 4-dr., $310*. °50 (76) 2-dr., 
$130*, $125*. 

PACKARD—’'55 Hardtop, $1,485*. °53 Clip- 
per 2-dr., $545°. 

PLYMOUTH — '56 Belvedere (8) station 
wagon, $2,010*; 4-dr., $1,500*; 2-dr., 
$1,460*; Belvedere (6) station wagon, 
$1,835*; Fury sedan, $1,760*; Suburban, 
$1,235 Savoy (8) 2-dr., $1,200; 4-dr., $1,- 
140. '55 Belvedere (8) station wagon, 
$1,350*; 4-dr., $1,315*; conv., $1,050; 
Savoy (6) 4-dr., $1,030°, $700; 2-dr., 
$890. °'54 Belvedere 4-dr., $855*. °53 
Cranbrook 4-dr., $430. °52 2-dr., $225, 
$175. °51 Cranbrook Suburban, $410; 4- 
dr., $320; coupe, $210. 50 Special 4-dr., 
$220. 


Star Chief (8) Catalina, $1,550*; 4-dr., 
$1,250*°; Chieftain (8) 4-dr., $1,245*. '54 
station wagon, $960°, $925*; Star Chief 
(8) 4-dr., $825*°. ‘53 Chieftain (8) conv., 
$790°. ‘52 Chieftain (8) 4-dr., $450, 
$265°. 


coupe, $2,825* (ps). "55 Commander 4- 
dr., $930. ‘51 4-dr., $135. 


up, $1,500. 56 Ford %-ton pickup, $1,020. 
"55 Ford %-ton pickup, $830. "54 Volks- 
wagen ambulance, $1,500; Chevrolet \%- 
ton pickup, $780°; %-ton pickup, $650. 
'53 Ford %-ton pickup, $650. ‘52 Ford 
1%-ton pickup, $470. ‘50 Chevrolet %-ton 
pickup, $700, $380; Ford %-ton pickup, 
$285. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- | 


385*. '°54 Super Riviera, $1,200*, $1,105*; 
Special 4-dr., $1,025, $1,000. ’52 Special 
4-dr., $515*, $345*. °51 RM 4-dr., $225*; 
Special Riviera, $160*. °50 Special 4-dr., 
$130. 

CADILLAC—’55 (62) coupe de Ville, $2,- 
865* (ps); 4-dr., $2,700* (ps), $2,575* 
(ps); coupe, $2,475* (ps). 54 (62) coupe, 
$2,400* (ps), $2,375* (ps), 2 at $2,350* 
(ps). °52 (62) coupe de Ville, $1,115* 
(ps); 4-dr., $800* (ps). ‘51 (62) conv., 
$700*. ’°49 (60) 4-dr., $350*. 

CHEVROLET — ’'56 Two-ten (8) station 
wagon, $1,700*; 4-dr., $1,410, $1,400, 2 
at $1,350, $1,310. '55 Bel Air (8) 4-dr., 
$1,200*; Two-ten (8) 4-dr., $1,150*, $975, 
2 at $950, $925, $875. ’54 One-fifty 2-dr., 
$510, $590. '53 Two-ten 4-dr., 2 at $700, 
$660, $630, $570; station wagon, $600*; 
Bel Air 2-dr., $660*. '51 SL Deluxe 2-dr., 
2 at $280, $275, $225, $180. 

CHRYSLER—’S4 Windsor 4-dr., $675. 50 
Imperial 4-dr., $195*, $155*. 

DeSOTO—’53 Powermaster 4-dr., $550. 50 
Custom 4-dr., $125. 

DODGE — ’55 Royal 4-dr., $1,350* (ps); 
Coronet 4-dr., $1,260, $1,150. '53 Coronet 
station wagon, $650; 4-dr., $525, $440; 
Meadowbrook 4-dr., $425. °51 Coronet 4- 
dr., $245, $240. 

FORD—’57 Fairlane (8) Victoria, $2,210*, 
"56 Country sedan, $1,850*; Fairlane (8) 
conv., $1,675*; 4-dr., $1,520; Custom (8) 
2-dr., $1,250. '55 Ranch Wagon, $1,535*, 
$1,340; Custom (8) 4-dr., 2 at $950, $935. 
"4 Crest (8) Victoria, $975*, $955*; 


% (Continued on Page 49 Col, 1) 








THE FIRST 


“NEW LOOK” 


PENNANTS 
in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb. You 
get attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohio 





(ps); Special Riviera, $2,770* (ps). '56)| 
Century conv., $2,465*° (ps); Riviera, $1,- 
965°, $1,895°; Super Riviera, $2,335° 
(ps). "55 Century Riviera, $1,845° (ps); 
RM conv., $1,535° (ps). "54 Century 
Estate wagon, $1,490* (ps); Special Rivi- 
era, $1,085. ‘53 Super Riviera, $785*. 


$4,800° (ps). "56 (62) coupe, $3,600° 
(ps). "55 (62) coupe de Ville, $3,125*° 
(ps); (60) 4-dr., $3,020° (ps); 4-dr., $3,- 
020° (ps); conv., $2,800° (ps). °54 (62) 
coupe de Ville, $2.785* (ps). | 


$2,785*; Bel Air (8) 4-dr., $2,285*: Two- 
ten (8) station wagon, $2,435*, $2,365*; 
4-dr., $2,235*, $2,180°; One-fifty (6) 2- 
dr., $1,795. ‘56 Bel Air (8) station 
wagon, $2,190*; 4-dr., $1,950°, $1,825°, 
$1,540*°, $1,500; Two-ten (8) 4-dr., $1,- 
825°, $1,485*. $1,450°*; One-fifty (8) sta- 
tion wagon, $1,385. ‘55 Bel Air (8) Sport 
coupe, $1,640° (ps), $1,565*; Two-ten (8) 
station wagon, $1,460; 2-dr., $1,210*, $1,- 
125°. ‘54 Two-ten (6) station wagon, 
$910° (ps); 2-dr., $815*; Bel Air 2-dr., 
$670. "53 Bel Air 4-dr., $660. 

SHRYSLER—'57 Windsor Hardtop, $3,225* 
(ps), $3,140° (ps). "55 NY Hardtop, $2,- 
035° (ps), $2,.010° (ps); Windsor 4-dr., 
$1,765° (ps). "54 NY 4-dr., $1,235° (ps). 
"51 Imperial 4-dr., $700° (ps); NY 4- 


Custom Royal (8) 4-dr., $1,455° (ps), 
$1,445*° (ps), $1,400°. "53 4-dr., $455*°. 


$2,500*; Fairlane (8) 500 2-dr., $2,415; 
Custom (8) 300 4-dr., $1,995, $1,800. 
"56 Country sedan, $1,875, $1,650; Fair- 
lane (8) 4-dr., $1,330*; Custom (6) 4- 
dr., $1,050. "55 Country sedan, $1,450*; 
Fairlane (8) 4-dr., $1,200, $1,115*. ‘53 
Crest (8) Victoria, $585. "52 Ranch|! 
Wagon, $600. 


"52 Hornet 4-dr., $155°*. 
4-dr., $1,780* (ps) 


(ps). "55 Monterey 4-dr., $1,375*; coupe, 
$1,185. 54 Custom 4-dr., $855. 


$3,110* (ps). "56 (98) 4-dr., 2 at §$2,- 
250° (ps), $2,155* (ps); (88) Holiday, 
$1,975*, $1,820*. °55 (88) Super Holiday, 
$2,020* (ps), $1,760° (ps); (98) Holiday, 
$1,710* (ps); (88) Holiday, $1,690*, $1,- 
505°, $1,450°. °54 (98) conv., $1,750° 
(ps); 4-dr., $1,330* (ps). '53 (98) Holi- 
day, $900* (ps); 4-dr., $795* (ps); (88) 
Super 4-dr., $875*. 


$1,840*, $1,495; Sport coupe, $1,685*; 
Suburban, $1,680. ‘55 Savoy (8) 4-dr., 
$1,045; Plaza (8) 4-dr., $795*. '54 Belve- 
dere Sport coupe, $925; 4-dr., $860* (ps). 
‘53 Cranbrook 4-dr., -$295*. 


625*. "56 Chieftain (8) Catalina, $1,750*, 

$1,730*. °'55 Star Chief (8) coupe, $1,- 

575*; Chieftain (8) Catalina, $1,280. '54 

Sam (8) 4-dr., $1,180, $1,175*, $1,- 
. 





STUDEBAKER—’55 Champion 4-dr., $865. 
WILLYS—’'55 Hardtop, $850*. °53 station 


wagon, $485. '52 Jeepster, $600. '48 Jeep- 
ster, $250, $235. 


MISCELLANEOUS—'56 Willys %-ton pick- 


up, $1,100. ’54 Ford 1 ton pickup, $900. 
"52 Stude. \%-ton wrecker, $320. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
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driQuik 

INFRA-RED BAKING OVEN 
that does every 


Spot and Pane! Job 
n Your Shop 





3 EASY WAYS TO BUY 
© CASH @ EASY TERMS © LEASE PLAN 


Now there's no excuse for continuing 
to tie up valuable space slowly air dry- 
ing jobs. It’s actually cheaper to bake 
them quickly and get them out of the 
way so twice as much work can come 
into the shop. This new driQuik oven 
economically and quickly bakes fend- 
ers, hoods, after decks, complete panels. 
It teams up with our Model 16 to cut 
overall baking times in half. Each sec- 
tion of the oven is controlled by an 
individual switch. It rolls on free 
wheeling casters. 


WRITE OR WIRE TODAY FOR A 
DEMONSTRATION 


oT eee) 8 


Greensburg, Indiana 


PRCT LCL 





Dry Clime Lamp Corp., Dept. D. Greensburg, ind. 
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Was 8 Pet. of Industry Output in ’56... 


Use of Plastics in Autos Rises 


By W. M. McCarty 
Staff Correspondent 

CHICAGO.—A Studebaker Hawk 
with plastic components, a Stude- 
baker truck with reinforced plastic 
grille and other automotive parts 
were exhibited to emphasize the 
growing use of plastics in the auto- 
motive industry at the 12th annual 
exhibit and conference of the Rein- 
forced Plastics division, Society of 
the Plastics Industry. 

The society reported a big in- 
crease in the use of reinforced 
plastics in the transportation field, 
with the automobile and truck 
industry using 8 percent of the 
total 140 million pounds of rein- 
forced plastics consumed in 1956, 
for body and structural parts. 


Important additional poundage of 
premix melding compounds was 
used for accessories such as heater 
and air-conditioner housings. Ac- 
cording to the SPI, all major car 
manufacturers reported increased 
use. 

For the first time, the industry 
reported the complete end use of 
the reinforced plastic and figures 
on total poundage of reinforced 
plastics. Previously, the size of the 
industry output has been reported 
in terms of polyester resin alone. 


Production of polyester resin only | 
in reinforced plastics has grown 
from 3.5 million pounds in 1945 to 
an estimated 71 million pounds in 
1956. 

The complete end use picture for 
reinforced plastics shows 20 percent 
used in the aircraft industry, 16| 
percent in construction, 16 percent 
in boats, 10 percent in consumer 
products, such as fishing rods, lug-| 
gage, sleds, etc.; 8 percent automo- 
tive, 5 percent containers, trays, 
tanks; 5 percent in appliances and | 
20 percent miscellaneous, 


Approximately 1,200 representa- | 
tives of business and industry 
from every state, Canada and 10 
other countries heard experts dis- 
cuss practically every phase of | 
reinforced plastics use during the | 
three-day meeting. They saw ex- 
hibits featuring everything from 
a child’s sled to a railroad boxcar 
made of reinforced plastic. 


On the automotive side, the dele- 
gates heard an address by Kenneth | 
C. Saunders, Heil Co., Milwaukee. 
Heil is a major producer of insu- 
lated and refrigerated truck bodies 
of reinforced plastics. 


Saunders said his company has 
found that the reinforced plastic 
bodies have answered three serious 
problems in the refrigeration field. 
The problems are unsatisfactory in- 
sulation, rust and corrosion and 
excess weight. 

He also cited five possible obsta- 
cles to the rapid growth of rein- 
forced plastics in the truck field— 
price, tooling costs, standardization 
required, lack of good abrasion re- 
Sistance and rumors “propagated 
by individuals and firms unsympa- 
thetic to the entry of reinforced 
plastics into this field.” 

He continued, “If I could bring 
one golden rule to this meeting, | 
it would be this: Do not oversell 
plastic transportation equipment 
—it has enough bona-fide advan- | 

tages that we don’t have to reach | 
for any imaginary ones nor over- 
look the limitations that do exist.” 

Speaking of the potential market 
available, Saunders declared that 
there is a $75 million annual re-| 


Canadians Slate 
National Service 


Show March 13-15 


MONTREAL. — The Canadian 
National Automotive Service Show 
will be held here March 13-15 at the 
Show Mart Building, 1600 Berri St. 











The show is sponsored by the 
Canadian Automotive Wholesalers 
and Manufacturers Assn. 

Representatives of both manufac- 
turers and wholesalers will staff 
more than 350 display units to wel- 





come the trade in the bilingual mar- 
ket, according to spokesman for 
Eastern Canada Exhibitions, Inc., 
which is managing the show. 

The show will be preceded March 
11-12 by the annual convention of 
CAWMA at the Windsor Hotel in 
Montreal. 


placement market for refrigerated 
trucks and trailers alone. 


“Of course, not all of this market 
will go to any one type of construc- 
tion,” he said, “However, plastics 
eventually will account for a good 
proportion, and that is certainly a 
good-sized market to work on.” 

The boxcar shown at the conven- 
tion was produced by Minnesota 
Mining & Mfg. Co. in cooperation 
with the Rock Island Railroad. It 
can be taken by truck to the train 
and carried away at its destination. 


The car consists of “Scotchply” 
skins over a balsamwood core. All 
joints are bonded together with an 
epoxy base adhesive. There are no 
bolts or screws to create thermal 
short circuits. 

Other items displayed included 
a reinforced plastic carrying case 
that was 150 feet from ground 
zero at the Frenchman’s Flat 
atom-bomb test. The case shows 
virtually no damage and is still 
usable. Crash helmets, aircraft 
parts, boats and a conveyor also 


were shown. Plastic highway signs 
were another feature of the ex- 
hibits. 

Six nations reported combined 
production of more than 28 million 
pounds of reinforced plastics in 
1956. They were Great Britain, 6.6 
million; France, 7.9 million; Italy, 
2.2 million; Japan, 1.92 million; The 
Netherlands, 1.65 million, and West 
Germany, 8.5 million. 


Plastic parts for automobiles 
moved up strongly in France last 
year, it was reported. Italy reported 
all phases of transportation using 
the new materials. Mexico, where 
production still is small, is using 
reinforced plastic in a wide range, 
including automobile bodies. 

Plastic automotive parts are 
among the major markets in Hol- 
land, while Switzerland reports it 
is tailoring production to small- 
volume local needs in transporta- 
tion, industrial and consumer items. 





Hetron Polyester Resin Body Parts— 


Hetron reinforced polyester body parts are said to combine high reverse impact 


It is reported that up to 30 pounds | with excellent flexural strength and will take a baked-on alkyd finish without cracking 
of plastics are used for standard] or crazing. Hetron polyester resin is manufacturer by Durez Plastics division, Hooker 


components in automobiles here. 


Electrochemical Co., North Tonawanda, N. Y. 
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Chevrolet Dealer 
Forms Goliath 
Outlets on Coast 


PORTLAND, Ore. — Two new 
firms have been organized here to 
merchandise the German-built 
Goliath auto. 


Goliath Northwest, Inc., will dis- 
tribute the line in Oregon, Wash- 
ington, Idaho and Montana, Goliath 
Autohaus, Inc., will be a retail deal- 
ership for the Portland metropoli- 
tan area. Both are at 1338 N. E. 
Sandy Bivd. 

Philip L, Fields, a Portland Chev- 
rolet dealer, is president of Goliath 
Northwest. A partner in the firm is 
Paul Koch, a former office manager 
and a sales manager with Fields 
Chevrolet. 

The Goliath is offered in 12 body 
styles. The two-cylinder engine has 
Bosch fuel injection and is unitized 
with the four-speed transmission, 
which drives the front wheels. 


Weissert Hiked 
In Arco Sales 


CLEVELAND. — G. E. Weissert 
has been appointed sales manager 
of Arco Co.’s automotive refinish 
division. He suc- 
ceeds Edward N. 
Grossman, who 
recently was 
named division 
general manager. 

A veteran of 35 
years in the auto- 
motive refinish 
field, Weissert 
was sales man- 
ager of Sewall 
Paint & Varnish 
Co., Kansas City, 








G. E. Weissert 
when that firm was purchased by 


American-Marietta Co. He then 
headed the combined activities of 
Sewall and Berry Bros., Detroit, 
another A-M division. 


In 1951, American Marietta 
bought Arco, and automotive 
refinish facilities of the companies 
again were consolidated. Weissert 
was named district manager of 
Arco’s Southwest division, the post 
he held when he was named sales 
manager. 


Edsel Moves Office 


Of Chicago District 
CHICAGO.—The Chicago district 
sales office of Edsel has moved 
into offices of the Esquire Building 
at 65 E. South Water St., accord- 


ing to D, E. Manning, district man- | 


ager. 

The district includes Northern | 
Illinois, Eastern Wisconsin, Michi- 
gan’s Upper Peninsula, and Lake 
and Porter counties in Indiana. | 
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Current Prices on New Cars 





The following advertised - delivered 

prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment, 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr, 2- seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr, hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 

4-dr, hardtop, $4,053.33; 2-dr. hadtop, 
$3,944.33; conv., $4,066.33 (Dynafiow 
standard on Century, Super and Roadmas- 
ter. Power steering standard on Super and 
Roadmaster). 

CADILLAC — Series 62 — 4-dr. hardtop, 


$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 


top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96. Sixty Special—4-dr. hardtop, $5,- 
614.32 Series 75—S8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 


ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 


$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr, hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr, 2-seat stat. wag., $2,456.32; | 


4-dr, 3-seat stat. wag., $2,563.32. Bel Air— | 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; | 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat| 
stat. wag., $2,580.32; 2-dr, 2-seat Nomad 
stat. wag., $2,757..32. Corvette—Hardtop 
epe. or conv. (V-8 only), $3,465.32. 








| 





i 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 

-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard-| 


sed., $2,881; 4-dr. 
hardtop, $2,920; conv., 
Wagons—2-dr. 2-seat Suburban, $2,860; 
4-dr, 2-seat Sierra, $2,945; 4-dr. 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,214. 

FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 


hardtop, $2,990; 2-dr. 
$3,146. Station 


$1,878.64. Custom — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairlane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 


4-dr, hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32: Station Wagons—2-dr. 2-seat Ranch 
Wagon, $2,300.72; 2-dr. 2-seat Del Rio 
Ranch Wagon, $2,397.32; 4-dr. 2-seat Coun- 
try sedan, $2,451.32; 4-dr, 3-seat Country 
sedan, $2,556.08 4-dr. 3-seat Country 


cpe, (V-8 only), $3,408.12. 

HUDSON—Hornet Super V-8—4-dr. sed., 
$2,750; 2-dr. hardtop, $2,840. Hornet Cus- 
tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, 
$3,030. (Power brakes standard on Cus- 
tom.) 

IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. 
power steering, power brakes standard.) 

LINCOLN—Capri—4-dr. sed., 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., $2,- 


Truck 
are 


registrations by states 


released here weekly, as Brock- 





top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,-| 
745.50. 300-C—2-dr. hardtop, $4,929; conv., | 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 


| Fite, power brakes standard on 300-C.) 


CLIPPER—(Prices are for 1956 models.) 
—Deluxe—4-dr. sed., $2,731. Super—4-dr. | 
d., $2,866; 2-dr. hardtop, $2,916. Custom 
—4-dr. sed., $3,069; 2-dr. hardtop, $3,164. 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, ome 
brakes standard.) 

DeSOTO — Fires: —4-dr. sed., 


$2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2, 835.75; 4-dr. 2-seat stat. wag., $3,- | 
169.25; 4-dr. 3-seat stat. wag., $3, 310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- | 
top, $3,141.75; 2- dr, hardtop, $3,084. =: 
conv., $3,361. 25. Fireflite—4-dr. sed., “la 
486. 75; 4-dr, hardtop, $3,670.75; 2-dr. ‘band 
top, $3, 613.75; conv., $3,890.25; 4-dr. 2-seat | 
stat. wag., $3,981. 75; 4-dr. 3-seat stat. 


| wag., $4,123.75. Adventurer—2- dr, hardtop, 


$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. wonee | 
brakes standard on Adventurer.) 
DODGE—Coronet 6—4-dr. sed., $2,451; 

2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-ar, | 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., ~ 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- | 
| top, $2,768.50. Custom Royal V-8—4-dr. | 


Pierce to Edit Bulletin | 


PAWTUCKET, R. I. — Robert W. | 
Pierce, president of Pierce Chevro- 


Recruitment of dealers is expected | let, has succeeded the late Harr y 


to start this month, The district is |Sandager as editor of the Rhode 
one of five in Edsel’s midwest) Island Automobile Dealers Assn.’s 


region. 





| new bulletin. 





$4,794; 4-| 


Squire, $2,683.64. Thunderbird — hardtop | 


| 936.55; 
(TorqueF lite, | 





644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80; 
4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnptke Cruiser— 
4-dr, hardtop, $3,848.80; 2-dr, hardtop, $3,- 


757.80. Station Wagons — Commuter—2-dr. 
2-seat, $2,902.80; 4-dr. 2-seat, $2,972.80; 
4-dr. 3-seat $3,069.80. Voyager—2-dr. 2- 


seat, $3,402.80; 4-dr. 3-seat, $3,569.80. Col- 
ony Park—4-dr. 3-seat, $3,676.80, (Mere- 
0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser. ) 

METROPOLITAN — 2-dr, hardtop, $1,- 
527; conv., $1,551. 


NASH — Ambassador Super V-8 — 4-dr. 
sed., $2,750; 2-dr. hardtop, $2,840. Ambas- 
sador Custom V-8—4-dr. sed., $2,940; 2-dr. 
hardtop, $3,030. (Power brakes standard 
on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, §$3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
conv., $4,216.55 (Jetaway Hydra- 
Matic, power ‘steering, power brakes stand- 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,055; 2-dr. sed., $2,008.50; bus. cpe., $1,- 
899. Savoy—4-dr. sed., $2,193.75; 2-dr. 


sed., $2,147.50; 2-dr, hardtop, $2,229.25; 
4-dr. hardtop, $2,317.25. Belvedere—4-dr, 
sed., $2,310; 2-dr. sed., $2,263.50; 4-dr, 


hardtop, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 only), $2,925.50. Suburban—sta- 
tion wagons) — 2-dr. 2-seat Deluxe, $2,- 
330.50; 2-dr, 2-seat Custom, $2,440.25; 4-dr, 
2-seat Custom, $2,494; 4-dr, 3-seat Custom, 
$2,649; 4-dr. 2-seat Sport, $2,622; 4-dr. 
3-seat Sport, $2,777. 

PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr, sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2, 529.39; 2-dr, 
2-seat stat. wag., $2,841.39; 4-dr, 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr, hardtop, $2,. 


901.39; conv., $3,105.39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 


Safari stat. wag., $3,636.39, (Hydra-Matic, 
power steering, power brakes standard on 
Bonneville. ) 

RAMBLER—Deluxe Six—4-dr. sed., $1,- 
925. Super Six—4-dr. sed., $2,065; 4-dr, 
hardtop, $2,150; 4-dr. 2-seat stat. wag., 
$2,352. Custom Six—4-dr. sed., $2,155; 4- 
dr. 2-seat stat. wag., $2,442. Super V-8— 
4-dr. sed., $2,195; 4-dr. 2-seat stat. wag., 
$2,482. Custom V-8—4-dr. sed., $2,285; 4- 
dr. hardtop, $2,370; 4-dr. 2-seat stat. wag., 
$2,572; 4-dr. 2-seat hardtop, stat. wag., 
$2,657. 

STU DEBAKER—Champion 6—4-dr. 
tom sed., $2,048.89; 4-dr. deluxe sed., $2,- 
170.79; 2-dr. custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,122.99. Commander V-8— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,242.09. President V-8 
—4-dr. sed., $2,407; 2-dr. sed., $2,357.99, 
President Classic 4-dr. sed., $2,538. 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, §$2,- 
504.69; 4-dr. 2-seat Provincial V-8, $2,- 
560.72; 4-dr. 2-seat Broadmoor v-8, $2,- 
665.97. Hawks—Silver Hawk 6 epe., $2,- 
141.59; Silver Hawk V-8 cpe., $2,263.17; 
Golden Hawk V-8 2-dr. hardtop, $3,181.82, 
(Overdrive standard on Golden Hawk.) 
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reasonable precaution has been 


ey ~ he insure accuracy of this report to the extent of the registrations received and tabulated ot the time the report is published. 


R. L. 





k & Co. cannot assume any liability by reason of inaccuracies or omissions.”’"—R. 


L. Polk & Co 
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Used-Car Auction Prices 





(Continued from Page 46) 


Ranch Wagon, $800; Main (8) 2-dr., 
$530. '53 Crest (8) Victoria, $695; Cus- 
tom (8) 4-dr., $600*; club coupe, $595*; 
2-dr., $580*, $455; Ranch Wagon, $650; 
Main (6) 2-dr., $420. ’52 Delivery sedan, 


$255. '51 Deluxe (8) 2-dr., $260; Custom 
(6) 2-dr., $180, $120. °49 Custom (8) 
conv., $140. 


KAISER—’53 station wagon, $350*. 

MERCURY—’S4 Monterey Sport coupe, $1,- 
025*; 4-dr., $790*. °53 Custom 4-dr., 
$550. 52 Custom 2-dr., $555, $365*. °50 
4-dr., $145. °49 4-dr., $120. 

NASH—’53 Statesman Hardtop, $455. 


OLDSMOBILE — '54 (88) 4-dr., $1,350* 
(ps), $1,100* (ps). '53 (88) 4-dr., $755* 
(ps), $705*; (98) 2-dr., $655* (ps). °52 
(98) 4-dr., $460*, $385*. °51 (98) 4-dr., 
$310*, (88) 2-dr., $290. ‘50 (88) 4-dr., 
$110*. 

PACKARD—’55 Hardtop, $1,525* (ps). ’52 
(200) 4-dr., $330*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $910. '53 


Cranbrook 4-dr., $465, $390; Cambridge 
4-dr., $430. °52 Cranbrook 2-dr., $330. ’50 
Special Deluxe 4-dr., $240. 

PONTIAC — '54 Chieftain (8) 4-dr., 
’53 Chieftain (8) Catalina, $825*; 
$690*, $640*, $580*. '52 Chieftain 
dr., $520*; 2-dr., $455*. ‘51 (8) 
$280*. ’50 (8) 4-dr., $185*. 

STUDEBAKER — ‘53 Commander 4-dr., 
$355. '52 Commander Hardtop, $250. 

MISOCELLAN EOUS—’54 Ford %-ton pick- 
up, $665. "52 Chevrolet %-ton stake, $395. 
’51 GMC Carryall, $230. '50 Dodge 1-ton 
pickup, $185; Studebaker 1%-ton cab, 
$175. °48 International %-ton wrecker, 
$120. 


$725. 
4-dr., 
(8) 4- 
conv., 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Feb. 25.) 
(Market brisk and lively as cars sold 

rapidly the minute they hit the block. 

Spirited buying in the yard stimulated 

prices. Sellers were cheerful and merry, 

many seeking rides back home as they 
had sold out slick and clean, Buyers were 
also a happy lot as they drove away & 
lot of grade A cars. Most of the offer- 
ings came from new-car dealers selling 
their tradeins at unexpected prices. Sold 

140 cars out of 175 offerings for a per- 
centage of 80.) 

BUICK — '56 Super Riviera, $2,200* 
"55 Special Estate wagon, $2,050* 
Riviera, $1,500°. "54 RM 4-dr., $1,100* 
(ps); Special Riviera, $1,100*; 2-dr., 
$950; Super 4-dr., $1,035*. ‘53 Super Rivi- 
era, $800*, $745*; RM Riviera, $690*. '52 
RM Riviera, $555* (ps). "51 Super 4-dr., 


(ps). 
(ps); 


CADILLAO — ’'56 Eldorado coupe Seville, 


CHEVROLET—’57 Bel Air (8) Sport coupe, 





$390°. 
CADILLAC—'56 (62) coupe, $3,630° (ps). 
"55 (62) coupe, $2,875° (ps). "53 (62) 


coupe, $1,500* (ps). "50 (62) 4-dr., $580*; 
(61) 4-dr., $470°. 

CHEVROLET—’56 Bel Air (8) Station wag- 
on, $1,950° (ps); Bel Air (6) 2-dr., $1,- 
550. ‘55 Two-ten (6) 2-dr., $1,150*, 
$1,140°, $960, $925, $900; 4-dr., $935, 
$905; Two-ten (8) 2-dr., $1,070; One-fifty 
(6) 2-dr., $820. 54 Bel Air 2-dr., $885°; 
Two-ten 2-dr., $710. "53 Bel Air conv., 
$675, $620; 4-dr., $690*; Two-ten 4-dr., 
$700, $550; 2-dr., $660°; One-fifty 4-dr., 
$550. ‘52 Bel Air coupe, $540; conv., 
$400*; Two-ten station wagon, $500; 4- 


dr., $460; One-fifty 4-dr., $290. ‘49 SL 
Deluxe 4-dr., $140. 

CHRYSLER ‘55 Windsor 4-dr., $1,520° 
(ps). "52 Saratoga 4-dr., $450°. °51 Im- 


perial Newport, $210*. 


DeSOTO—’'55 Firedome Sport coupe, $1,340* 
(ps). "53 Firedome 4-dr., $550*°. '52 Cus- 


tom 4-dr., $300* 

DODGE—'54 Meadowbrook station wagon, 
$700. "53 Coronet 4-dr., $510*, $470°. '49 
Meadowbrook 4-dr., $100. 

FORD—'57 Fairlane (8) 500 4-dr., $2,360° 
(ps); Country sedan, $2,200; Ranch Wag- 
on, $2,180. ‘56 Country sedan, $1,840* 
(ps), $1,750°, $1,730° (ps); Fairlane (8) 
Victoria coupe, $1,790*; Custom (8) 2-dr., 
$1,525*, $1,275, $1,220. "55 Country Squire, 
$1,570°; Fairlane (8) conv., $1,250; Main 
(6) 2-dr., $900. "54 Country sedan, $900*; 


Custom (8) 4-dr., $830. ‘53 Country se- 
dan, $950°; Crest (8) Victoria, $900; 
Custom (8) 4-dr.. $750°, $710. ‘52 Cus- 
tom (8) 4-dr., $375. ‘51 Custom (8) 2-dr., 
$410, $280, $200; 4-dr., $370; Victoria, 
$375°*; Deluxe (6) 2-dr., $200. 


HUDSON—’' 50 Custom (6) 2-dr., $140; Cus- 
tom (8) 2-dr., $120. 


KAISER—’'51 Deluxe 4-dr., $100*. 
MERCURY — '57 Monterey 4-dr.. $2,705* 
(ps). '56 Monterey Sport coupe, $1,650* 


(ps). "55 Montclair Sport coupe, $1,460*; 
Monterey 4-dr., $1,480°; Sport coupe, $1,- 
340°, $1,335. "54 Monterey 4-dr., $870. '52 
Custom coupe, $550*. 

NASH—'56 Rambler 4-dr., $1,300. 

OLDSMOBILE—'57 (88) Holiday, $2,810*. 
"5S (88) 4-dr., $1,590*, $1,480*, $1,450°; 
2-dr., $1,530*. '54 (98) Holiday, $1,550* 
(ps); (88) 4-dr., $1,300° (ps). °53 (88) 
4-dr., $660. '52 (88) 4-dr., $500*. "51 (98) 
4-dr., $200*; (88) 4-dr., $265*°. "50 (88) 
2-dr., $110*. 

PACKARD—’'55 (400) Sport coupe, $1,300*. 


"54 Clipper 4-dr., $690*, $550. '52 Clipper 


4-dr., $250*. '51 4-dr., $290*. 

PLYMOUTH—'55 Plaza station wagon, $1,- 
375°; Savoy (6) 4-dr., $930. 
station wagon, $900, $820; 4-dr., $520; 
Savoy 4-dr., $750. ‘53 Cranbrook conv., 
$610*; club coupe, $590; Cambridge 4-dr., 
$370 (fleet). 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
030°. °55 Chieftain (8) 2-dr., $1,180*, 
$1,150°. '54 Chieftain (8) 2-dr., $660. 53 
Chieftain (8) 4-dr., 2 at $680*. '52 Chief- 
tain (8) 4-dr., $380*. 

STUDEBAKER—’'54 Champion station wag- 
on, $670; 4-dr., $470. "53 Champion 4-dr., 
$390. ‘50 Champion conv., $160; 4-dr., 

140. 


WILLYS — '56 station wagon, $1,210. 53 


station wagon, $460. 

MISCELLANEOUS—Volkswagen conv,, $1,- 
400. '55 Ford %-ton pickup, $640. ‘51 
Chevrolet %-ton pickup, $300. °49 Stude- 
baker %-ton pickup, $140. 
%-ton pickup, $190. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
ooeey Thursday. Prices are for sale of Feb. 
-) 
(Seld 283 cars out of 464 offerings.) 
BUICK—’'56 Century Riviera, $2,205* (ps), 
$2,200* (ps), $2,095* (ps). '55 Century 
Riviera, $1,605* (ps); Super Riviera, $1,- 
505° (ps), $1,465* (ps); Special Riviera, 
$1,510°. ‘54 RM Riviera, $1,250* (ps), 


"54 Plaza 


‘48 Chevrolet 


$1,050* (ps); Century Riviera, $1,225*, 
$1,100*; Super sedan, $1,080*; Special 4- 
dr., $985*, $935*. °53 Special Riviera, 
$735*; Super Riviera, $720*. °52 RM Rivi- 
era, $670* (ps). 51 Super Riviera, $305*. 
’50 Special 4-dr., $335*. 


$4,375* (ps), $4,350* (ps); (62) sedan de 
Ville, $3,875* (ps); conv., $3,825* (ps), 
$3,675* (ps); coupe de Ville, $3,800* (ps), 
$3,775* (ps); coupe, $3,500* (ps), $3,- 
450* (ps). 55 (62) coupe de Ville, $3,100* 
(ps), $2,900* (ps), $2,860*; conv., $3,055* 
(ps), $2,750* (ps), $2,550* (ps); 4-dr., 
$2,525* (ps), $2,500* (ps); (60) 4-dr., 
$3,050* (ps), $2,805* (ps). ’54 (62) coupe 
de Ville, $2,065* (ps), $2,025* (ps); 
conv., $2,000* (ps); 4-dr., $1,900* (ps), 
$1,885* (ps), $1,830* (ps). °53 (62) coupe 
de Ville, $1,400* (ps). '52 (62) coupe de/| 
Ville, $1,090* (ps); coupe, $1,065*. 


$2,000*. '56 Bel Air (8) Sport sedan, $1,- 
885* (ps), $1,850* (ps), $1,615*; Sport 
coupe, $1,680*; Bel Air (6) Sport coupe, 
$1,710*, $1,700*; 4-dr., $1,455*; Two-ten 
(8) station wagon, $1,810*; Sport sedan, 
$1,615*. °55 Bel Air (8) conv., $1,425*; 
Sport coupe, $1,300, $1,220; 4-dr., $1,- 
140*; Bel Air (6) Sport coupe, $1,300, | 
$1,220; Two-ten (8) 2-dr., $1,095*; Two- 
ten (6) 2-dr., $1,020, $985*. '54 Bel Air 
4-dr., $840*. °53 Two-ten 2-dr., $750*, 
$605, $475; station wagon, $655; Bel Air 
Sport coupe, $680*. °52 SL. Deluxe 2-dr., 
$250°. 





AT OPEN THROTTLE 
HIGH SPEEDS AND AT 
HIGH VACUUM 
LOW SPEEDS 
CHROME CONTROL 
LEAK-PROOF PISTON 
RINGS HAVE 
CRACKED THE OIL 
MILEAGE BARRIER! 


INSTANT BREAK-IN! 


TOP PERFORMANCE 
IMMEDIATELY. 

Chrome Control rails are 
prepared for instant mating, 
before installation, by the 
exclusive McQuay-Norris 
heat shaping process, followed 
by lapping. They start with 
perfect bearing on the cylin- 
der wall surface. To facilitate 
immediate top performance, 
Chrome top rings are used 
only where needed. 


NO OIL WASTE! 


AT HIGH SPEED DRIVING. 


Special patented flexible ex- 
pander prevents high speed 
ring “flutter” and “‘surfboard- 
ing.”” Chrome Armored steel 
rails wipe oil from cylinder 
walls and safeguard cylinders. 


AT LOW SPEED DRIVING. 


Specially designed and 
machined separator ring sup- 
ports and stabilizes Chrome 
Armored steel rails— prevents 
rocking—seals the groove 
—prevents low speed oil 
“c-r-e-e-p”” around the ring 
due to high vacuum — yet per- 
mits free action in the groove. 


APPROVED ORIGINAL EQUIPMENT FOR CARS, TRUCKS, BUSES, AND TRACTORS. 


CHRYSLER — ’55 NY St. 


HUDSON—’52 Hornet 4-dr., 
LINCOLN—’ 57 Premiere 4-dr., $4,500* (ps). | 
"53 | 


OLDSMOBILE—’56 


Regis, $1,750* 
(ps); 4-dr., $850*. 


DeSOTO—'53 Firedome 4-dr., $570*; Pow- 


ermaster 4-dr., $390*, $385*. '52 Firedome 
Sportsman, $395*. 


DODGE—’56 Royal (8) Lancer, $1,900*. '55 


Royal (8) Lancer, $1,425*, $1,375* 
250*; Coronet (8) 4-dr., $950. '54 
(8) 4-dr., $725*, 
$450*. 


$1,- 
oyal 
’53 Coronet (6) 4-dr., 


FORD—'57 Ranch Wagon, $2,040. ’56 Fair- 


lane (8) conv., $1,880* (ps), $1,775*, $1,- 
700*; Crown Victoria, $1,850*; Victoria, 
$1,760*, $1,725*, $1,390*; 4-dr., $1,680* 
(ps), $1,650* (ps), $1,580*, $1,560* (ps); 
2-dr., $1,550*; Country sedan, $1,610; 
Custom (8) 4-dr., $1,440*, $1,310*. 55 
Fairlane (8) Victoria, $1,460* (ps); Crown 
Victoria, $1,375*; 4-dr., $1,250*, $1,200*; 
Custom (8) 4-dr., $1,065*, $1,045; 2-dr., 
$1,050, $900, $810. °54 Ranch Wagon, 
$935; Crest (8) 4-dr., $690* (ps), $610*. 
’53 Ranch Wagon, $635; Crest (8) Vic- 
toria, $565; Custom (8) 2-dr., $515*. ’52 
Custom (8) 4-dr., $300*. '51 Custom (8) 
2-dr., $355* 

$305*, $225°. 
’56 Premiere coupe, $2,975* 
Capri coupe, $750* (ps). 


(ps). 


MERCURY — ’56 Monterey station wagon, 


$2,075* (ps). '55 Monterey coupe, $1,350*, 
$1,260*, $1,210*, $1,200*; 4-dr., $1,160*; 
Custom Sport coupe, $1,230, $1,200. °54 
Monterey coupe, $960*, $865*; Custom 
4-dr., $875*, $810. °'53 Custom Sport 
coupe, $760; 2-dr., $620. 


NASH—’56 Ambassador Country club, $1,- 


660*. °'55 Ambassador 4-dr., $1,090*; 
Rambler Cross Country, $1,170*. ’54 Am- 
bassador 4-dr., $565*. 
4-dr., $305*; Rambler Country club, $400. 
(98) Holiday, $2,395* 
(ps), $2,375* (ps), $2,370* (ps), $2,335* 
(ps); (88) Super Holiday, $2,200* (ps); 
Deluxe Holiday, $2,140* (ps). °55 (98) 
conv., $1,800* (ps); 4-dr., $1,700* (ps), 


*52 Ambassador | 


| 





CHEVROLET — 


$1,690* (ps); (88) Super 4-dr., $1,555* 
(ps); Deluxe Holiday, $1,485*; 2-dr., $1,- 
235°. °54 (88) Super Holiday, $1,375*; 
4-dr., $1,200*; (98) Holiday, $1,335* (ps). 
"53 (98) 4-dr., $875*. "52 (98) 4-dr., 
$475*; (88) Super 4-dr., $450*. 


PACKARD—’55 Clipper 4-dr., $1,250* (ps). 


’53 (400) 4-dr., $630* (ps); Clipper 4-dr., 
$455°. 


PLYMOUTH—’56 Belvedere (8) Sport se- 


dan, $1,795*. °55 Belvedere (8) conv., 
$1,435* (ps); 4-dr., $1,240*; Plaza sta- 
tion wagon, $1,160; Savoy (8) 4-dr., $925; 

Belvedere (6) 4-dr., $925. °53 Cran- 
brook Belvedere, $390. '52 Cambridge 2- 
dr., $275. 


PONTIAO—’56 Chieftain (8) Catalina, $1,- 


815*. '55 Star Chief (8) Catalina, $1,550* 
(ps); 4-dr., $1,435*; conv., $1,350* (ps). 
"54 Star Chief (8) 4-dr., $890*. ’°53 Chief- 
tain (8) 2-dr., $525*; 4-dr., $450. ‘'51 
Catalina, $365*. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 


day. Prices are for sale of Feb. 28.) 


(Sold 99 cars out of 130 offerings.) 


BUICK—’55 Super Riviera, $1,700* (ps); 
4-dr., $1,475* (ps). 
| CADILLAC—’55 (62) 4-dr., $2,650* (ps). 


’54 (60) 4-dr., $2,300* (ps); (62) 4-dr., 

$2,100* (ps). °53 (60) 4-dr., $1,350° (ps); 

(62) 4-dr., $1,200* (ps), $1,100*. "52 (62) 

4-dr., $1,020* (ps), $1,000*, $955*. 

’56 Two-ten (8) station 
wagon, $1,815 4-dr., 3 at $1,475, $1,450, 
$1,445; Two-ten (6) 4-dr., 2 at $1,400. 
’55 Bel Air (8) 4-dr., $1,255; Two-ten (8) 
4-dr., $1,125, $1,070, $1,065, '54 One-fifty 
4-dr., $630. '53 Bel Air 4-dr., $640*; Two- 
ten 4-dr., $640*, $615*, $606. '52 SL De- 
luxe 2-dr., $460*; 4-dr., $425*. ’51 SL 
Deluxe coupe, $275*; 4-dr., $245*. ’°50 FL 
Deluxe 4-dr., $170*. 

CHRYSLER—’52 Windsor coupe, $330*. ’50 
NY 4-dr., $200*. 





DeSOTO—’52 4-dr., $125. 

DODGE—’55 Coronet Hardtop, $1,380*. "54 
Royal 4-dr., $700*. 

FORD — ’'57 Country sedan, $2,400*. °56 
Fairlane (8) Victoria, $2,075* (ps); Coun- 
try sedan, $1,935* (ps); Custom (8) 4- 
dr., $1,490, $1,465, 2 at $1,460, 2 at $1,- 
450. '55 Fairlane (8) Town sedan, $1,320* 


(ps); 4-dr., $1,275, $1,210*; Country 
sedan, $1,405*; Custom (8) 4-dr., $1,190, 
$1,140; 2-dr., $1,150, 3 at $1,090. °54 


Country sedan, $1,095; Ranch Wagon, 
$950, $815. '53 Ranch Wagon, $830; Crest 
(8) Victoria, $700; Custom (6) 2-dr., 
$600, $485. '52 Custom (8) 4-dr., $500*; 
Main (6) 4-dr., $300. '51 Deluxe (8) 2- 
dr., $220. "50 Custom (8) 2-dr., $205. ’49 
Custom (8) 2-dr., $115. 

HUDSON—’52 Hornet 4-dr., $160*. 

MERCURY—’55 Monterey Hardtop, $1,555*. 
’53 Monterey coupe, $725*. '52 Monterey 
coupe, $630. 

OLDSMOBILE—’56 (98) Holiday, $2,550* 
(ps). °55 (88) Holiday, $1,750* (ps). ’54 
(88) Super 4-dr., $1,150* (ps); (98) Holi- 
day, $1,435* (ps). °53 (98) 4-dr., $920* 
(ps), $850*. 

PLYMOUTH — ’55 Savoy (8) 4-dr., $975, 
$970; Savoy (6) 4-dr., 2 at $925. '54 Bel- 
vedere 4-dr., $800; Savoy 4-dr., $775. '53 
Cranbrook 4-dr., $380; club coupe, $340*. 

PONTIAC — °54 Chieftain (8) Catalina, 
$930*. '51 4-dr., $290*. 

STUDEBAKER—’51 Champion 4-dr., $100. 

MISCELLANEOUS—’55 Ford %-ton pickup, 
$905; %-ton pickup, $850. °51 Chevrolet 
%-ton pickup, $375. °47 Studebaker \%- 
ton pickup, $155. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of Feb. 27.) 

(Retail way off in this area. Prices 
slipping slightly. Sold 68 cars out of 121.) 
BUICK — ’'56 Special conv., $1,970*. °55 


(Continued on Page 50, Col, 2) 
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SPECIFICALLY ENGINEERED FOR EVERY MAKE AND 
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Denver Plymouth Dealers 


Elect Goodro President 


DENVER. — William E, Goodro, 
owner of Plymouth City, 2501 W. 
Alameda Ave., has been elected 
president of the Denver-area Plym- 
outh Dealers Assn., according to 
Earl Pring, secretary-treasurer of 
the organization, 

Goodro has been in the automo- 
bile business in Denver 16 years. 


lowdown on dealer thinking, 
each week 


For the 
read John O. Munn’s column 
on Page 3. 


AUTOMOTIVE NEWS, MARCH 11, 1957 


Used-Car Auction Prices 


(Continued from Page 49) 


Super Riviera, $1,610*. °54 Super 4- 

$1,180*. '53 Special Riviera, $720*. 

Super 4-dr., $440*, $400, 51 Special 2- 
. 


CADILLAC—’56 (62) sedan de Ville 
970* (ps). "50 (62) coupe, $880*, 
CHEVROLET—’'56 Two-ten (8) 4-dr., 
395°; 2-dr., 
$1,100, 55 Two-ten (8) 4-dr., 


dr., $1,020; One-fifty (8) 4-dr., $900*. 


$1,340; One-fifty (6) 4- 
$1,070; 


dr., 
"52 
dr., 


$3,- 


00" . 


$1,- 
dr., 

2- 
"54 








MR. CAR DEALER: 


YOU CAN MAKE 

MORE MONEY BY 
SELLING GREAT 
LAKES mobile homes 


Similar selling methods. 
Dealer profit margins high. 
No high cost service problems. 


GREAT LAKES is fastest seller 
in the growing mobile home 


field. 


WRITE OR PHONE 


GUERDON INDUSTRIES, 


Marlette, 


INC. 


Michigan Phone 6611 








Everyone 
Personalized Newspaper! 


Here is the most productive lowest-cost direct 
mail merchandising medium available today. 


Sell! New Cars 


“Om 


ha ee 


La 
re ms 


DIGEST 
—_——- 


Full mailing facilities © 
© exclusive distribution. 


up 


DNL 


Reads A 


@ Used Cars @ Parts @ 
Accessories ®@ Service 


Your Own 8-page, 2-color 


Tabloid Newspaper. 


Terrific Drawing 
& Power 
— Strong Readership 
Cost is below letter- 
head and envelope 


* 


@ All copy personally 
written to your paper. 


@ Photos and engrav- 
ings included. 


$7 5 


per 1000 
(in reasonable quantities) 


Complete and in mail to 
resident listings. 


* 


Sales follow- 


Mail coupon today for full details plus 
special introductory price. 


FARRAND PUBLICATIONS, 


320 Beaubien Street 
Detroit 26, Mich. 


INC. 


Please send me full details and special introductory price of my own per- 


sonolized newspaper. 


| MERCURY 


| Thursday. 


| BUICK—'56 Century 4-dr., 


Two-ten 4-dr., $780, $770. 
2-dr., $675; Two-ten 4-dr., $650, $625. 
'52 SL Deluxe 4-dr., $390. ‘51 SL Deluxe 
Bel Air, $250*; 2-dr., $210. '50 SL Deluxe 
conv., $120. '49 SL Deluxe 2-dr., $155. 

CHRYSLER—’54 Windsor 4-dr., 
Windsor Hardtop, $285*. 

DeSOTO—'55 Firedome 4-dr., 

DODGE — '53 Coronet (8) 
Meadowbrook 4-dr., $500. 

r., $275. 

FORD—’'56 Custom (8) 4-dr., $1,410*; Cus- 
tom (6) 4-dr., $1,250. ‘55 Fairlane (8) 
4-dr., $1,180*, "$1, 130*; Custom (8) 4-dr. 
$1,060*, $1, 050°. |'54 Country sedan, 
050*; Ranch Wagon, $1,005*; Custom (8) 
4-dr., $785*. '53 Custom (8) 4-dr., $610*, 
$600. ‘52 Custom (8) 2-dr. 
Custom (8) Victoria, $315*; 
*50 Custom (8) 2-dr., $210*, 
$150. 


LINCOLN 
(ps). 


53 Bel Air 


$1,490*. 
4-dr., $525*; 
"49 Coronet 4- 


‘4-dr., 
$190°, 


$230*. 
$170*, 
‘56 Premiere coupe, $3,245* 


$1,- 
‘53 Custom 4-dr., 


‘54 Monterey Sport coupe, 

265* (ps); 4-dr., $975* 
$685*. 

NASH "53 Statesman 
Statesman 4-dr., $265*. 

OLDSMOBILE—’56 (S88) Holiday, 
"55 (88) Super Holiday, $1,525*. 
Super 4-dr., $1,165*. 
"50 (88) 2-dr., $295*. 

PLYMOUTH—’'55 Plaza (6) 2-dr., 
Cranbrook 2-dr., $525. 
r., $170. 


i-dr., $475*. °52 


$2,035* 
"54 (88) 
"52 (88) 2-dr., $310*. 


$850. °54 


PONTIAC—’'55 Chieftain (8) Catalina, $1,- | 


300; 4-dr., $1,130*, '50 4-dr., 
4-dr., $125° 

WILLYS—'49 station wagon, $165* 

MISCELLANEOUS ‘54 Chevrolet % 
pickup, $340, $280; 
$780. °53 Chevrolet \%-ton pickup, $375. 
‘52 Ford %-ton pickup, $600 51 Ford 
%-ton pickup, $310. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Prices are for sale of Feb. 28.) 

(Hot sale from start to finish. Market 
very strong as we sold 78.) 


$155*. '49 


$1,810*; 
4-dr., $1,775*. °55 Super conv., 
(ps); Riviera, $1,445* (ps), $1,425* (ps). 
$1,310°; 4-dr., $1,280, $1,210*; 2-dr., $1,- 
360°. ‘54 Special 2-dr., $810. "50 Super 
4-dr., $140* 

CADILLAC—56 
O75* (ps); 4-dr., 
coupe, $755* 

CHEVROLET—'56 Two-ten 
300; One-fifty (6) 2-dr., 
ten (8) 2-dr., 
$940; 4-dr., 
$700; 2-dr. 
$305*; 4-dr. 


(62) sedan de Ville, $4.- 
$3,655* (ps). "51 (61) 
(6) 2-dr., $1,- 
$930. °54 Bel Air coupe, 
'$810*. "53 Two-ten 4-dr.. 
"$585". ‘51 SL Deluxe Bel Air, 
$220°; 2-dr.. $300; FL De- 
luxe 4-dr., '$200°. "50 FL Deluxe 4-dr.. 
$240; 2-dr., $200* 
CHRYSLER—'51 Imperial 4-dr., 
$250. 
DeSOTO—'53 Firedome 4-dr., 
‘50 Hardtop, $115*. 
DODGE — ‘55 Coronet Hardtop, $1,535* 
(ps). "53 Coronet 4-dr., $220°. 
FORD—'56 Fairlane (8) Victoria, $1,690*; 
conv., $1,630*; 4-dr., $1,400*; Custom (8) 
2-dr., $1,285. °55 Fairlane (8) 4-dr., $1,- 
175; Custom (8) 2-dr., $1,100. °53 Cus- 
tom (8) 2-dr., $540. "52 Country sedan. 
$730; Crest (8) Victoria, $575. "51 Deluxe 
(6) 2-dr.. $245, $175; 4-dr.. $180*, $175; 
Custom (8) 2-dr., $220. '50 Main (8) 4- 
dr.. $250; Custom (8) 4-dr., $230; 2-dr., 
$100; Deluxe (6) 2-dr., $135. 
MEROURY—'53 Monterey sedan, $835. ‘51 
2-dr., $220. 
NASH—'55 Ambassador 4-dr., 
Rambler club coupe, $300. 
PLYMOUTH — ‘55 Belvedere (8) Hardtop, 
$1,370*; Plaza (8) 4-dr., $1,000; Plaza 
(62) 4-dr., $1,000. "53 Cranbrook 4-dr.. 
$650; Cambridge 2-dr., $400. 
PONTIAC — '54 Star Chief (8) 
$1,200 (ps); 4-dr., $920°. 

STUDEBAKER—'53 Commander Hardtop, 
$395*. °51 Commander 4-dr., $150. ‘50 
Champion 4-dr., $100. 

MISCELLANEOUS—’'S4 Ford %-ton pick- 
up, $675. "52 Chevrolet 1-ton van, $380. 
"51 Chevrolet 1-ton cab and chassis, $340. 
"SO Ford %-ton pickup, $310. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 28.) 
(55 and °'56 models were more active 
this week as our consignment was above 
average. Buyers from Utah, Washington 
and Oregon were represented.) 
BUICK — '57 Super Riviera, $2,470*. ‘56 
Super Riviera, $2,175* (ps), $1,955* (ps). 
‘55 Century Riviera, $1,670*. °54 Super 
conv., $1,200*. ‘53 Super 4-dr., $600*; 
Riviera, $555*. °52 Super 4-dr., $375*. "50 
4-dr., $260°. 
CADILLAC—'56 (62) coupe, $3,595* 
$3,585* (ps). 


$360° (ps), 


$605* (ps) 


$990*. ‘52 


Catalina. 


(ps), 

’52 (62) coupe, $1,050*. 

CHEVROLET —'5S6 Bel Air (8) sedan, $1,- 
875°, $1,740*. '55 Bel Air (8) Hardtop, 
$1,440*; Two-ten (8) 4-dr., $1,200*, $1,- 
105, $1,015, $980; Two-ten (6) 4-dr., 
$965. '54 Two-ten 4-dr., $885*, $825*. '53 
Bel Air 4-dr., $795, $745; 2-dr., $630°; 
Two-ten 4-dr.. $725; 2-dr., $560. "52 SL 
Deluxe 2-dr., $355. ‘51 SL Deluxe 4-dr., 

80*. '50 4-dr., $165. 

CHRYSLER—’51 Saratoga 4-dr., $315*. 

DODGE—'55 Coronet station wagon, $1,- 
595°. 

FORD—’'57 Fairlane (8) Victoria, $2,200*; 
4-dr.. $2,175*; Ranch Wagon, $1,990. '56 
Fairlane (8) Victoria, $1,775*; Custom 
(8) 4-dr., $1,400*, $1,355; 2-dr., $1,350. 
’55 Fairlane (8) 2-dr., $1,180*; Ranch 
Wagon, $1,090; Main (8) 2-dr., $995; 4- 
dr., $920. '54 Crest (8) conv., $980*; 4- 
dr., $720*. °53 Custom (8) 2-dr., $570; 
4-dr., $400. '51 Custom (8) 4-dr., $345*. 

HUDSON—'54 Hornet 4-dr., $540*. 

MERCURY — '56 Monterey 4-dr., 
$1,825*. '55 Montclair 4-dr., $1,590*. 
Monterey Hardtop, $1,350*, $1,050*. 

NASH—'56 Rambler 4-dr., $1,300*. 

OLDSMOBILE — '56 (88) Super Holiday, 
$2,280* (ps); Deluxe 4-dr.. $1,795". '55 
(88) Holiday, $1,900*. '54 (88) 4-dr., $1,- 
250° (ps). '53 (88) 2-dr., $585. 52 (88) 
Super 4-dr., $585*. °49 (98) 4-dr., $135*. 

PONTIAC—-'56 Star Chief (8) Catalina, $2,- 
200* (ps). °53 Chieftain (8) Catalina, 
$760*; 4-dr., $625. '52 Chieftain (8) Cata- 
lina, $390* "50 2-dr., $125. 

STUDEBAKER—’55 Champion 4-dr., 


$2,285°*, 
"5A 


$950°. 


$880*. °51)| 


$i,- | 


$385*. °51| 


‘51 Cranbrook 4- | 


-ton | 
Dodge %-ton pickup, | 


Special 
$1,495°* | 


$1,200. "55 Two- | 


MISCELLANEOUS—’S4 Ford %-ton pick- 
up, $775. °49 Chevrolet ‘4-ton pickup, 
$365. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of March 1.) 
(Good sale, Plenty of buyers looking 
for clean cars, Weather rather cool as we 
sold 194 cars out of 285 offerings.) 
BUICK—’56 Century Sport coupe, $1,955*; 
Special 2-dr., $1,820*. ‘55 Special Sport 
coupe, $1,075*. '54 Special Riviera, $950. 
’53 Special 2-dr., $500. "51 Super 4-dr., 
$325*. '47 4-dr., $100. 
CADILLAC— (62) 4-dr., 
’53 (62) sedan, $1,425* (ps). 
CHEVROLET—’'57 Two-ten (8) 2-dr., $2,- 
185; Sport coupe, $1,990; Bel Air (8) 
coupe, $2,150*. '56 Bel Air (8) Hardtop, 
$1,660*; Two-ten (8) 4-dr., $1,530*%; One- 
fifty (8) station wagon, $1,450*. 55 Bel 
Air (8) 2-dr., $1,135, $925; 4-dr., $1,190; 
Two-ten (8) 4-dr., $930. 54 Two-ten 2- 
dr., $700*; 4-dr., $665. ‘53 Bel Air 4-dr., 
$605, $600; Hardtop, $600. '52 SL Deluxe 
sedan, $285. ‘51 SL Deluxe 4-dr., $355. 
'50 SL Deluxe 4-dr., $240*. ‘49 club 
coupe, $175. ‘48 4-dr., $200* 
CHRYSLER — '55 Windsor 4-dr., 
‘52 Windsor 4-dr., $300*. 
DeSOTO—'55 Firedome station wagon, $1,- 
450. 
DODGE 


$2,310* (ps). 





$1,425*. 


"52 4-dr., $340. 
| FORD—’'57 Fairlane (8) 500 Victoria, $2,- 
080; 4-dr., $1,930; Custom (8) 300 4-dr., 
$1,800. °56 Thunderbird, $2,450* (ps); 
Fairlane (8) Crown Victoria, $1,635*; | 
conv., $1,555; Ranch Wagon, $1,600*, $1,- 
550*; Custom (6) 2-dr., $1,280, ‘55 sta- 
tion wagon, $1,285; Fairlane (8) 4-dr., 
$1,240. '54 Custom (8) 4-dr., $910; 2-dr., | 
$725*. ‘53 Custom (8) 2-dr., $450. ‘51 
Custom (8) Victoria, $180. 
| MERCURY—'56 Medalist 2-dr., 
Hardtop, $290*. 
NASH—’'53 Rambler 2-dr., $400* 
OLDSMOBILE—'56 (88) Super 4-dr., $2,- 
190* (ps); Deluxe Holiday, $1,850*. '55) 
(98) Sport coupe, §$1,770* (ps). "54 (98) 
Sport coupe, $1,450* (ps); (88) Super 4- 
dr., $950*. "52 (88) 4-dr., $325*. | 
PLYMOUTH—'55 Plaza (6) 4-dr., $560. "54 
Savoy 4-dr., $500. °53 Cambridge 2-dr., 
$300; 4-dr., $255. "52 Cambridge Savoy, 
$210 
PONTIAC— 57 Star Chief (8) Catalina, $2,- 
400° ips) 56 Chieftain (8) Catalina, 
$1,560*. "55 Star Chief (8) conv., $1,400°*; | 
Catalina, $1,390*; Chieftain (8) 4-dr.,| 
$1,125. ‘53 Chieftain (8) 4-dr., $600*. "52 
4-dr., $350*°. ‘51 4-dr., $200. ‘49 coupe, 
$235. | 
MISCELLANEOUS—'55 Ford ‘'.-ton pick- 
up, $745. ‘54 Chevrolet ‘-ton pickup, 
$600; International %-ton pickup, $410. 
‘53 Chevrolet “%-ton pickup, $400. ‘48 
Chevrolet %-ton pickup, $110. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- | 

day. Prices are for sale of Feb. 26.) 
(Consignment light as dealers snapped 
up clean and sharp_merchandise, Market 
firm, Sold 71 out of 90 for an 80 percent 
sale.) 

BUICK—'55 RM conv., 
era, $1,300* (ps); Super 4-dr., $1,375*, 
$1.265*, $1,100; Special 4-dr.. $1,225", 
$1,200*. ‘53 Super Riviera, $710*. ‘52 Su- 
per 4-dr., $400*. ‘50 Super 4-dr., $135*. 

CADILLAC—'53 (62) 4-dr., $1,450*, $1,- 
210°. "50 (62) 4-dr., $500". 

CHEVROLET—'56 Two-ten (8) 2-dr., $1,- 
330, $1,320, $1,310. "55 Bel Air (8) 2-dr., 
$1,210, $1,100; Two-ten (8) 4-dr., $1,010, 
$1,000, $980, $935, $910; 2-dr., $975, $965, 
$960, $950; One-fifty (6) 2-dr., $815; 4- 
dr., $750. '54 Bel Air station wagon, $1,- 
135*. "53 Two-ten 4-dr., $510; Bel Air 
4-dr., $440°. ‘52 SL Deluxe 2-dr., $355°. 
‘51 SL Deluxe 4-dr., $265* 

CHRYSLER—'55 NY 4-ar., 
4-dr., $155°*. 

DeSOTO — '52 Hardtop, 
$210. 

DODGE—’'53 Meadowbrook 4-dr., $430. 

FORD—'56 Fairlane (8) Victoria, $1,570*. 
‘55 Ranch Wagon, $1,250*; Custom (8) 
4-dr., $985, $935, $750. "54 Custom (8) 
4-dr., $610. ‘53 Custom (8) 2-dr., $410. 
"52 Custom (8) 2-dr., $345. °51 Custom 
(8) 4-dr., $210°. "50 4-dr., $115 

HUDSON—'S4 Hornet 4-dr., $390. | 

LINCOLN—'54 Cosmopolitan 4-dr., $1,000*. 

MERCURY—’55 Montclair conv., $1,480* 
"53 Monterey 4-dr., $725*, $525° 

NASH—'53 Ambassador 4-dr., $520*. 

OLDSMOBILE—'56 (SS) Holiday, $1,775*. 
"54 (98) 2-dr., $1,470*; (88) conv., $1,- 
400°; 2-dr.. $940°. ‘51 (88) Holiday, 
$460°; (98) 4-dr.. $225*. 

PACKARD—'51 Clipper 4-dr., $175*, $110 

PLYMOUTH — ‘°52 Cranbrook Belvedere, 
$510. 

PONTIAC—’52 Chieftain (8) 4-dr., 
"51 Chieftain (8) Catalina, $280* 

WILLYS—'53 Aero Falcon 2-dr., 


PEABODY, MASS. 


(Peabody Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of Feb. 28.) 
(Weather cloudy and cool. Clean cars 
still in demand and prices on the up- 

grade. Sold 83 out of 147.) 

BUICK—’55 Century Riviera, $1,675*; Spe- 
cial 4-dr., $1,325; 2-dr., $1,325; Super 
2-dr., $1,375* (ps). °54 Special 2-dr., $1,- 
110. '52 Super 4-dr., $460*. 

OADILLAC—’'56 (62) coupe, $3,550* (ps). 
"55 (62) coupe, $2,575* (ps). '53 (62) 4- 
dr., $1,735* (ps), $1,710* (ps). '50 (61) 
4-dr., $665*. 

CHEVROLET—’56 Two-ten (6) 2-dr., $1,- 
420. '55 Bel Air (8) coupe, $1,335*; 4-dr., 
$1,260*; Two-ten (6) 4-dr., $1,065*; 2- 
dr., $1,050. "54 Two-ten 4-dr., $835. '53 
Bel Air Sport coupe, $715; Two-ten 4-dr., 
$835, $620, $590; One-fifty 2-dr., $485. 
"52 SL Deluxe 2-dr., $575. '51 SL Deluxe 
4-dr., $390. '49 2-dr., $160. 

CHRYSLER—'53 Windsor 4-dr., 
Windsor Newport, $300*. 

DeSOTO — '54 Firedome 4-dr., $725*. 
Custom 4-dr., $165*. ‘49 4-dr., $125*. 

DODGE—’'55 Royal 4-dr., $1,250; Coronet 
4-dr., $1,175 

FORD—’56 Custom (8) 4-dr., $1,525*, $1,- 
490*. ‘55 Fairlane (8) 4-dr., $1,190*; 
Custom (8) 2-dr., $975; Main (6) 2-dr., 
$850. '54 Crest (8) 2-dr., $985*; Custom 
(8) 4-dr., $780, $775. '53 Custom (8) 4- 

r., $775, $475; Main (6) 2-dr., $390. '52 
Crest (8) Victoria, $665*. '51 Custom (8) 
2-dr., $195. ‘50 station wagon, $400. '49 
Custom (8) 4-dr., $130. 

HUDSON—'56 Rambler 4-dr., $1,400. 

MERCURY—’56 Monterey Hardtop, $2,150*, 
$1,650*. °55 Monterey Hardtop, $1,385*. 
"53 Monterey Hardtop, $850"; conv., 
$650*. '51 Custom 4-dr., $410*, $350. 

| NASH—'53 Statesman 4-dr. $560. 

OLDSMOBILE—'56 (88) Super conv., 





$1,200. ‘52 


$1,475* (ps); Rivi- 





$1,300*. "50 NY 


$290°. ‘51 2-dr., 


$410* 


260. 


$690*. '52 


"51 


| PLYMOUTH- 


|} ume was off about half today. 


}every Thursday 


|Livestock Van— 


A livestock van of lightweight steel con- 
struction, known as the Cattle Cruiser has 
been introduced by Fruehauf Trailer Co., 


| Detroit. The van can be converted for dry 


freight hauling or regulated for ventila- 

tion by inserting plywood panels into 

optional side channels. It is available in 
single-axle and tandem-axle models. — 

475* (ps), $2,450* (ps), 

Super Holiday, $1,810* (ps); conv., $1,- 

730* (ps). "54 (88) 4-dr., $1,425*, $1,265", 

$1,245*. ‘53 (88) Super 4-dr., $890*, 

$640". "52 (88) 4-dr., $610*. ‘51 (88) 

2-dr., $280*, $255*. 

57 Savoy (8) 2-dr., $2,030*, 
‘54 Plaza Suburban, $975*. °51 Cambridge 
4-dr., $225. '50 2-dr., $165 

PONTIAC—'55 Chieftain (8) station wag- 
on, $1,225. °54 Chieftain (8) station wag- 
on, $985; Star Chief (8) 4-dr., $755. °53 
Chieftain (8) Catalina, $895*; conv., 
$705*. '50 Catalina, $325*, $260*. 

* * * 


— Auctions in Brief — 
BEL AIR, MD. 


Bel Air Auto Auction. Sale every Thurs- 
day (Feb. 28). Because the weather was 
bad and road conditions hazardous, our vol- 
In spite of 
this, the sale was very good with most cars 
entered sold. We expect spring will bring 
the sale back to normal 

* * > 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
(Feb, 28). All prices re- 
mained very good today with quality of 
cars in general much better. Sold 186 of 
214 consignments 
* * * 
SYRACUSE 

Syracuse Auto Auction. Sale every Wed- 
nesday (Feb. 27). The morning of Feb. 27, 
we awoke to find a severe ice storm raging. 
Television and radio reported schools closed 
because of treacherous driving conditions. 
We thought. This is it! Not much of a 
sale today.’’ As the morning passed along, 
a trickle of cars came in; then between 12 
and 1 o'clock, a veritable flood of cars 
poured in. The large number of consign- 
ments, plus a huge crowd of buyers pro- 
duced one of the hottest sales of the winter. 

* * * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Feb. 28). We had an excellent sale 
today with 89 percent of cars registered 
sold 


$2,200*. "55 (88) 


Japan to ‘Halt 
Car Imports 


On Consignment 


TOKYO. — The Japanese Minis- 
try of International Trade and In- 
dustry has announced that the im- 
portation of cars on a consignment 
; basis will not be permitted after 
| this month. The only exceptions 
will be those cars bought by for- 


}eign nationals for temporary use 
|in Japan. 


MITI officials said that this 
measure will deal a heavy blow to 
auto brokers who import cars 
through shady routes. During 1956 
about 425 high-grade cars were 
imported on consignment. 

This measure marks the abolish- 
ment of an import system, in effect 
since 1952, whereby foreign cars 
can be imported without foreign ex- 
change procedures on a consign- 
ment basis. 

Under the program, 580 cars were 
imported in 1953; 463 were imported 
in 1954 and 279 were imported in 
1955. These cars represent about 
half of those imported through reg- 
ular channels. 

In view of the demand for for- 
eign cars in Japan, the MITI offi- 
cials hint that it will be necessary 
to broaden the limitations on the 
regular import channels. 


Dealers Add O ffices 


CLEVELAND, — The Cleveland 
Automobile Dealers Assn, has 
rented additional quarters at East 
Ninth and Euclid for executive 
offices and committee meetings. 
The association will continue to 
maintain its present facilities in the 
Crown Building. 
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Germany’s Isetta 

To Be Produced 
° . 

By English Firm 

LONDON. — An agreement has 
been signed for the manufacture of 
the German Isetta in England. At 
first, 55 percent of the British 
Isetta will be produced here, but 
eventually full manufacture is en- 
visioned, 

The plan was announced by 
Dunsfold Tools, Ltd. which has 
signed the license pact with Bavar- 
ian Motor Works. The cars will be 
produced at Brighton locomotive 
works, which is being closed. 

Production is expected to start 
in May, said R. J. Ashley, Dunsfold 
managing director, and it is hoped 
that full production will be attained 
















Expansion, Tooling Since War . . . 


Chrysler Tab: $1.3 Billion 


DETROIT. — Chrysler Corp. has 
invested more than $1.3 billion for 
plant expansion and special tooling 
since the end of World War I, L. 
L. Colbert, president, disclosed in 
the company’s 1956 annual report. 

The report added that the out- 
lay of $281,321,084 for plant .ex- 
pansion, equipment and special 
tools in_ 1956 was the highest of 
its kind during any single year 
in the company’s history. 

Included in the expansion and 
building program for 1957, the re- 
port said, are the completion of the 
Twinsburg (O.) stamping plant and 









and research equipment. The ex- 
pansion added almost 246,000 square 
feet to the engineering division fa- 
cilities, a 36 percent increase. 

The report noted that of the 
$2,682,298,248 the corporation re- 
ceived in 1956 from sales and other 
income, $1,687,962,602, or 62.9 per- 
cent, was spent with the com- 
Ppany’s 12,500 suppliers. 

These suppliers, the report said, 
are located in 41 states, the District 
of Columbia and five foreign coun- 
tries, and almost 75 percent of them 
employ fewer than 100 persons. 


Wages, salaries and employe 














that vehicle sales have exceeded 
one million units. 


The report also showed that 
unit sales of cars and trucks 
from the company’s Canadian 
plants in 1956 were the second 
highest in the history of Chrys- 
ler Corp. of Canada, Ltd. The 
Canadian company’s 1956 sales of 
107,463 cars and trucks were ex- 
ceeded only by the peak of 109,961 
units in 1955, 

Chrysler of Canada’s share of the 
passenger-car market in Canada 
increased to 23.8 percent last year, 
compared with. 22.9 percent in 1955, 
the report said. 

During 1956, the report said, 
Chrysler’s Airtemp division enjoyed 
record sales of air-conditioning and 
heating equipment. 

As of Dec, 31, 1956, the company 
said it had approximately 9,000 auto 














dealers and 3,300 Dodge-Plymouth 
dealers as well as several hundred 
specializing in single lines or sell- 
ing in other combinations of the 
company’s products. Dodge trucks 
are marketed through 4,000 dealers. 


Auto-Carrying Shipline 
Seeks U. S. Subsidy 

BUFFALO. — Buffalo will be a 
central point in expansion plans of 
T. J. McCarthy Steamship Co., De- 
troit, if the Federal Maritime Board 
decides to grant the firm opera- 
tional subsidies on “Essential Trade 
Route 32.” The firm presently leases 
dockage space on Fuhrmann Blvd. 
for its auto carrier service. 

“We feel we are making prog- 
ress,” President T. J. McCarthy 
said in discussing the application 
for such a subsidy to operate from 
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Sales Conditions in Various Areas 


Auto Market Reports 


Birmingham, Ala 

Sales of new cars in Birmingham, 
Ala., totalled 1,444 in January, a 
gain of 14 units over the December 
total of 1,430. 

By makes, sales included: Ford, 
429; Chevrolet, 405; Buick, 123; 
Plymouth, 108; Oldsmobile, 100; 
Pontiac, 58; Mercury, 57; Cadillac, 
26; Chrysler, 23; DeSoto, 17; Nash, 
15; Studebaker, 10; Packard, 3; 
English Ford, 2; MG, 2; Hudson, 1; 
Mercedes, 1, and Volkswagen, 1.— 
(Stuart Riddle.) ‘ 

San Antonio 

Registrations in San Antonio and 
Bexar County showed a slight drop 
in January, totalling 1,727, as com- 
pared with 1,735 in the previous 
month. 

New-car registrations were up 
from 1,563 to 1,590, but new-truck 
registrations dropped from 172 to 
137. 

By make, January new-car reg- 
istrations were: Ford, 448; Chev- 
rolet, 388; Plymouth, 167; Buick, 
138; Pontiac, 110; Oldsmobile, 107; 


Mercury, 74; Dodge, 44; Cadillac, 
33; Chrysler, 22; Rambler, 11; 
Lincoln, 10; DeSoto, 7; Imperial, 
7; Jaguar, 5; MG, 5; Studebaker, 
4; Nash, 2; English Ford, 2; Borg- 
ward, 1; Hillman, 1; Hudson, 1; 
Metro, 1; Renault, 1, and Sun- 
beam, 1. 

Truck registrations for the month 
included: Chevrolet, 52; Ford, 34; 
International, 31; GMC, "7 . Mack, 5; 


N.D. Assn. to Hear 
Cooper, Monroney 


BISMARK, N., D. — Senator A, 8. 
Mike Monroney, Oklahoma Demo- 
crat; Edward Payton, Cleveland, 
and Walter Cooper, a Chevrolet 
dealer in Fort Collins, Colo., will 
headline the program of speakers 
at’ the annual convention of the 
Automobile Dealers Assn. of North 
Dakota at the Patterson Hotel here, 
March 24-26. 

Cooper was elected NADA secre- 
tary at this year’s convention in 
San Francisco. 


“ADVERTISEMENT 


NEPTUNA’S “Sportsman” Features Retractable Wheels 


This dual purpose land and water cruiser was the ‘ 


“hit” of the recent Chi. 


& N. Y. Boat Shows (Time & Newsweek, Jan. 28th). For full info. regarding 
dealerships ($1100 profit per unit), call Mr. Kendall, CH. 5-6991. Neptuna 


Corp., 723 Sonora, Glendale, Calif. 


pose 


3.969 


J IN ONE 
t month 


Radiator ees Soldering Radiator 


REPAIRING RADIATORS! 


“My INLAND Radiator Department brought in an additional $3,969 
in @ single month” says Bob Neyland, Neyland’s, Baton Rouge, La. 


$10,000 to $20,000 a year additional volume is common! “$16,750 
in one year”— McRill’s, Twin Falls, Idaho, 
Town Auto Co., Allentown, Pa. “$10,650 the first 8 months!” — 


Jack Fagan, Delevan, Wisc. 


Mail Today! 


New free 48-page book “ 
pL for Pro ras shows 
“Payer for-iteslt training course, 
itself’ purchase plan 

experiences of other 


“fake e minute and 


20 to 30 Millien Radiators Need Servicing Yearly! Tests prove . 
83% of all radiators over a year old are partly plugged. And with 
today’s engine power increase and cooling capacity decrease, par- 
tial plugging can cause overheating and serious engine damage. 
Inland equipment shows customer need for radiator-cleaning—is 
designed for fast easy production methods—stays neat and clean. 


Inland, world’s largest radiator equipment manufacturer, 


offers complete package— Equipment, Training, Merchandising, 
“Pays-For-Itself” Purchase Plan. 


PRE WE ae DY em Soe ON Res HO st 
W IWLAND MFG. CO., Dept. AN-3 1108 Jackson St., Omaha 2, Nebr. 
t Please 


(PLEASE PRINT) 


“$13,199 a year!” — 


send new free book, “Biveprint for Profits.” 





White, 4; Dodge, 3, and Reo, 1.— 
(J. H. Reed.) | 


Salt Lake City 


Registrations of new cars in Salt 
Lake County (Salt Lake City) 


dropped to 695 in January after|™™ 


totalling 1,156 in the previous 
month. 

January registrations by makes 
were: Ford, 208; Chevrolet, 146; 
Oldsmobile, 51; Buick, 45; Plym- 
outh, 43; Pontiac, 43; Cadillac, 29; 
Mercury, 26; DeSoto, 18; Chrys- 
ler, 12; Imperial, 7; Lincoln, 6; 
Rambler, 6; Dodge, 3; Nash, 2; 
Studebaker, 2; Hudson, 1; Pack- 
ard, 1; and miscellaneous, 46. 
New-truck sales totalled 79 in 

January, down from 110 in the 
previous month. By makes, they in- 
cluded Ford, 33; Chevrolet, 22; 
GMC, 10; International, 4; Willys, 
2; Diamond T, 1; Kenworth, 1 


White, 1, and miscellaneous, 5. 
= = 


Buffalo 

Sales of new cars in Buffalo and 
Erie County, N. Y., in 1956 declined 
to 46,101, a drop of 14 percent from 
1955, but were still the second best 
in history, according to a report by 
the Buffalo Automobile Dealers 
Assn. 

The alltime high for the county 
was set in 1955 when new-car sales 
hit 53,654. Chevrolet took over the 
No. 1 sales spot in Erie County 
from Ford in 1956 with sales of 10,- 
013 units, up from 9,943 in 1955. 
Ford’s sales last year in the county 
totalled 9,980, against 10,473 in 1955. 

Other new-car sales in the county 
for 1956 were: Buick, 4,929; Plym- 
outh, 4,825; Pontiac, 3,331; Oldsmo- 
bile, 2,940; Dodge, 2,118; Mercury, 
1,702; Chrysler, 1,187; DeSoto, 1,151; 
Cadillac, 966; Nash, 868; Stude- 
baker, 586; Lincoln, 389; Hudson, 
282; Packard, 264; Continental, 14; 
Willys, 9, and miscellaneous, 556.— 
(George E. Toles.) 

. = 


Columbus, O. 

In the first 15 days of February, 
dealers in Franklin County (Colum- 
bus), O., sold 1,205 new cars, com- 
pared with 936 in the comparable 
period of January. 

New-truck sales amounted to 80, 
compared with 67 for the January 
period. 

By make, February new-car 
registrations were: Ford, 347; 
Chevrolet, 263; Buick, 104; Plym- 
outh, 87; Oldsmobile, 74; Dodge, 

71; Mercury, 61; Pontiac, 50; Cad- 
illac, 33; DeSoto, 32; Chrysler, 22; 
Volkswagen, 22; Imperial, 8; Lin- 
coln, 8; Studebaker, 6; Checker, 
5; Rambler, 5; MG, 2; Triumph, 2; 
1; Jaguar, 1, and Ren- 


New-truck registrations were: 
Chevrolet, 25; GMC, 21; Ford, 15; 
International, 10; Dodge, 6; Dia- 
mond T, 1; Reo, 1, and White, 1— 


(Bert Strang.) 
> > 


Kansas City 
Medium-sized dealers in the area 
report that January was better than 
last year for selling new cars but 
that February has dropped off 
enough to be classed as a dud. 
However, most dealers are look- 
ing for an upturn in March. 
Used-car sales are off consider- 
ably and some dealers report this 
slackening of demand is due to 
lack of new-car sales and low 
stocks which do not offer enough 
variety. Used-car-stocks must 
have a wide variety in this area 
to do a good business. 
Repossessions are considered nor- 
mal although there have been some 
flurries. Such upturns in reposses- 
sion activity has been very spotty.— 
(L. H. Houck.) 


Denver 

Denver dealers sold 1,472 new cars 
and 125 new trucks during January, 
compared with 1,098 new cars and 
121 trucks in the previous month. 

In January, 1956, however, 1,805 
new cars and 212 new trucks were 
registered. 

Ford led in new-car sales in 
January, with 361, followed by 
Chevrolet with 341. Plymouth 
came in third with 172: 

Other makes totalled sales as fol- 
lows: Buick, 133; Oldsmobile, 100; 


Steady Customer— 


Greenwald Auto Co., New Kensington, 
Pa., celebrated its 44th year as a Ford 
dealer by delivering a Ford Fairlane 500 
to James H. Lasher, who has purchased a 
new Ford each yeor for 32 years. Present- 
ing the keys to Lasher is William Heisler, 
Ford field manager, while Fred |. 
Greenwald president, looks on. 





Mercury, 84; Dodge, 65; Pontiac, 65; 
Cadillac, 34; Chrysler, 18; Lincoln, 
18; Rambler, 15; DeSoto, 13; Stude- 
baker, 10; Nash, 7; Volkswagen, 7; 
Imperial, 6; MG, 6; Packard, 4; 
Metropolitan, 3; Hudson, 2; Tri- 
umph, 2; Continental, 1; Willys, 1; 
Jaguar, 1; Mercedes, 1; Porsche, 1, 
and Volvo, 1. 

New-truck sales by makes were: 
Chevrolet, 36; Ford, 27; Interna- 
tional, 17; GMC, 13; Kenworth, 9; 
Dodge, 7; Willys, 4; Divco, 2; Stude- 
baker, 2; Hendrickson, 1; Mack, 1; 
White, 1; Peterbilt, 1, and miscel- 


laneous, 4.—(Ira R. Alexander.) 
7 ” +. 


Pittsburgh 

New-car registrations rose more 
than seasonally in the Pittsburgh 
area during the week ended Feb. 23, 
according to the Bureau of Business 
Research of the University of Pitts- 
burgh. 

The bureau’s seasonally adjusted 
index of business stood at 113.6 per- 
cent of the 1947-49 average during 
the week. It had been 117.0 a month 
earlier. 

According to figures compiled 
by the Pittsburgh Automobile 
Dealers Assn., new-car registra- 
tions in December totalled 2,877. 

They were divided as follows: 


Ford, 622; Chevrolet, 578; Plymouth, 
413; Buick, 300; Oldsmobile, 172; 
Pontiac, 139; Dodge, 123; Mercury, 
111; Chrysler, 109; DeSoto, 82; Cad- 
illac, 66; Nash, 35; Lincoln, 26; 
Studebaker, 26; Hudson, 5; Packard, 
3; Continental, 2, and miscellaneous, 
65.—(Leon M. Leffingwell.) 
= * * 


Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Feb. 21 amounted to 
1,855 units, which represented the 
best single week of sales since the 
week of July 12, 1956, when 1,888 
vehicles were registered. 

Sales during the period were up 
approximately 14 percent over the 
previous week, but one percent be- 
low the comparable week of 1956, 
the Cincinnati Branch, Federal Re- 
serve Bank of Cleveland, reported. 

In the week ended Feb. 21, a 
total of 792 new cars and 78 new 
trucks were registered, compared 
with 727 new cars and 66 new 
trucks in the previous week. 

A total of 958 used cars and 27 
used trucks were sold, compared 
with 801 used cars and 40 used 
trucks a week earlier. 

Repossessions for the week in- 
creased to 77, or 17 more than the 


previous week.—-(Frank Kappel.) 
* + * 


Cleveland 


Fair turnover continues to mark 


iyie,|! the Cleveland area’s prespring auto 


activity, with new-car sales totalling 
1,437 for the week ended Feb. 23. 
The total was about the same as 
the year-ago week and slightly un- 
der the previous February week. 
The used-car sales total of 1,418 
was under the previous week’s fig- 
ure as well as the year-earlier total. 
Independent dealers are optimis- 
tic, however, blaming curtailed sales 
on unfavorable weather and a 
shortage of clean units. 
Truck sales totalling 67 new and 
47 used were regarded as standard 
for this time of the year.—(Sanford 


Markey.) 
* . > 


Fort Worth 

A total of 1,852 new cars and 214 
new trucks were registered in the 
Fort Worth area during January. 

Car registrations by makes 

were: Chevrolet, 563; Ford, 502; 

Buick, 173; Plymouth, 112; Pon- 

tiac, 92; Cadillac, 34; Oldsmobile, 
80; Dodge, 60; Mercury, 57; Chrys- 

ler, 27; Nash, 25; DeSoto, 22; S' 

debaker, 14; Volkswagen, 14; MG, 

13; Lincoln, 6; Austin, 2; Hudson, 
2; Imperial, 2; Jaguar, 1, and 

Renault, 1. 

Truck registrations were: Chevro- 
let, 117; Ford, 50; International, 32; 
Dodge, 6; Diamond T, 3; Volks- 
wagen, 2; Willys, 2; GMC, 1, and 
Mack, 1.—(Ruby Fenoglio.) 


Poll Shows ’57 Buying Plans ... 
Atlanta Prefers New Cars 


ATLANTA, — Atlantans will buy 
more new cars but fewer used cars 
this year than the national average, 
a survey of consumer attitudes and 
spending plans reveals. 

Three hundred families in Fulton 
and DeKalb counties were ques- 
tioned by the Bureau of Business 
and Economic Research of the 
Georgia State College of Business 
Administration. 

Their first annual sampling 
study is supposed to be represent- 
ative of the 230,000 families in the 
two-state area. 

The survey revealed that between 
Nov. 1, 1956, and Oct. 31, 1957, At- 
lantans plan to buy 28,000 new cars 
and 11,000 used cars. 

The new-car prospects in Atlanta 
numbered 12.6 percent, compared to 
8 percent nationally. 

Prospective used-car buyers here 
total 5.2 percent in comparison 
with 7 percent in the U. S. 

Dr. William T. Tucker, in 
charge of the local survey, said 
it should be kept in mind that 
the Atlanta survey was 


count for some differences. 

Of the Atlantans who said they 
were in the market for a new or 
used car, approximately 15 percent 
said they would buy this winter; 30 
percent plan to buy in the spring; 
20 percent next summer; 8.9 per- 


cent next fall, and the others didn’t 
know when. 

Of those not planning to buy 4 
car this year, 23.7 percent said they 
would buy within three years; 445 
percent said they didn’t know when 
they would be in the market, and 
24 percent indicated they “never” 
would buy a car. 


Reynolds Profit 
Boosted 20 Pct. 


DETROIT. — Record profits and 
sales in 1956 were reported last 
week by Richard S. Reynolds jr., 
president of Reynolds Metals Co. 

Increased profits were due, Rey- 
nolds said, to improved production 
efficiency, revision of price sched- 
ules and the growing market for 
fabricated products as contrasted 
with the demand for pig and ingot. 

Consolidated net profit rose 20 
percent to $41,239,902 last year, com- 
pared to $34,306,521 in 1955. Net 
sales in 1956 amounted to $405,206,- 
005, up 5 percent from the 1955 sales 
of $384,887,793. 


Lucas in New Building 
WALNUT CREEK, Calif—J. T. 
Lucas Co, (DeSoto-Plymouth) has 
moved into its new $150,000 quar- 
ters at 211 N. Main St. 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Thirteen magazines accounted for 
two-thirds of all the pages of maga- 
zine advertising placed for new cars 
in 1956, according to the annual 
analysis of car advertising in maga- 
zines released by the Farm Journal. 
The report was prepared by Damon 
S. Gall, manager of Farm Journals 
Detroit Office. 

First choice of car manufac- 
turers was Saturday Evening 
Post, with 246.22 pages of a total 
of 1,918.27 pages of advertising 
published in magazines, 

Others in the list of 13 that ac- 
counted for two-thirds of the total 
were: Life, 222; Time, 173.36; News- 
week, 137.11; New Yorker, 104; U. 8. 
News & World Report, 91.36; Look, 
85; Colliers, 58.25; Holiday, 49; Grit, 
46.58; Farm Journal, 46, and Sunset, 
46. 

Car advertising was placed in a 
total of 55 consumer magazines. 

Dollar-wise, the auto industry 
divided 88.11 percent of its car 
magazine advertising appropria- 
tion among 12 magazines—the 
only ones which received as much 
as one percent of the $27,766,721 
the manufacturers invested in 
periodicals, the report said. 

In this category, Life led with 
$7,460,070 or 26.87 percent of the 
total, followed by Saturday Evening 
Post, with $7,020,607 or, 25.29 per- 
cent; Time, with $2,592,662 or 9.34 
percent; Look, with $2,042,064 or 
7.36 percent; Colliers, with $1,079,- 
$19 or 3.8 percent; Newsweek, with 
$1,076,354 or 3.88 percent; Better 
Homes & Gardens, with $657,654 or 
2.37 percent; Reader’s Digest, with 
$630,270 or 2.27 percent; Farm 
Journal, with $566,810 or 2.04 per- 
cent; U. S. News & World Report, 
with $557,644 or 2.01 percent; New 
Yorker, with $405,896 or 1.46 per- 
cent, and Holiday, with $368,435 or 
1.33 percent. 

Chevrolet was the big spender in 
magazines during the year with a 
total of $3,605,234. Divided by its 
production of 1,621,005 units, how- 
ever, its magazine advertising cost 
per car was the lowest in the indus- 
try—$2.22. 

Ford was a close second, with 
$3,550,979 and a per unit cost of 
$2.59. 

Others, in order of their ex- 
penditures, with cost-per-unit in 
parenthesis, were: Buick, $2,750,- 
057 ($5.14); Pontiac, $2,621,219 
($7.89); Cadillac, $2,404,813 ($17.- 
07); Plymouth, $1,634,813 ($3.61); 
Mercury, $1,617,520 ($6.56) ; Stude- 
baker, $1,518,151 ($1842); Olds- 
mobile, $1,454,363 ($3.36); Dodge, 
$1,247,635 ($6.06); Lincoln, $1,030,- 
759 ($21.62); Chrysler, $967,860 
($10.15); DeSoto, $725,752 ($6.97) ; 
Rambler, $693,698 ($8.76); Im- 
perial, $437,051 ($36.03); Nash, 
$434,749 ($24.37); Continental, 
$408,668 ($308.43); Packard, $367,- 
884 ($27.39); Hudson, $222,565 
($30.99); Willys Jeep, $73,625 (unit 
figure not available). 

As a group, car manufacturers 
spent slightly less on magazine ad- 
vertising in 1956 than they did in 
1955, their total investment drop- 
ping from $29,100,916 to $27,766,721. 

The big three volume sellers— 
Chevrolet, Ford, and Buick all 
upped their magazine budgets in 
1956, however. 

Cadillac made the sharpest in- 
crease of any maker—adding $691,- 
647 to its magazine appropriation 
and moving up from ninth place to 
fifth in terms of dollars invested. 

Pontiac, with a $510,000 increase 
in its magazine appropriation, 

moved up from fifth place last year 
to fourth place this year. 

Studebaker moved up from last 
year’s 11th place to this year’s No. 
8 spot, with an approximate $200,- 
000 increase in appropriations, 
but. its companion—P ack ar d— 
moved from 12th last year to 18th 
this year with a cut-back from 
$1,151,321 to $367.884, 

The 1956-report separates Im- 
perial from Chrysler for the first 
time. In 1956 Chrysler Corp. in- 
vested $967,860 on behalf of Chrysler 
and $437,051 for Imperial—a total 
of $1,404,911, compared with the 
$1,873,229 put behind the combined 
Chrysler-Imperia] line in 1955. 

American Motors’ strategy of 
pushing Rambler showed up in a 


more-than-double magazine appro- 
priation for that make—up from 
$329,142 to $693,698, while Nash was 
cut back about $150,000, and Hudson 
was reduced more than $200,000. 

Total AMC magazine investment 
for the three lines in 1956 was al- 
most exactly the same in 1956 as in 
1955—$1,351,012 last year compared 
with $1,341,401 a year earlier. 

There were no major shifts in 
rank among the leading maga- 
zines used by car manufacturers, 
Life, Saturday Evening Post, 
Time and Look holding their 1- 
2-3-4 positions unchanged, as 
measured by revenue. 

Of the four, however, Look was 
the only one to gain in revenue, up 
from $1,725,174 to $2,042,064—an in- 
crease of $316,890 and four pages. 
Colliers, which had ridden in sixth 
behind Newsweek in 1955, moved 
into fifth place in 1956. Reader’s 
Digest moved up fast, from 14th 
place in 1955 to EHighth in 1956, 
moving U. 8. News down to 10th 
while Farm Journal, largest of the 
farm magazines, held securely to 
its ninth place spot with a slight 
gain in revenue over 1955. Better 
Homes & Gardens held its seventh 
place position unchanged. 

Magazines showing revenue gains 
in 1956 were Look, Better Homes & 
Gardens, Readers Digest, Farm 
Journal, Fortune, American Home, 
Sunset, Grit, Town Journal, True, 
Successful Farming, Ebony, Ameri- 
can Legion, Household, Sports 
Afield, TV Guide, Popular Me- 
chanics, Field and Stream, Popular 
Science, Outdoor Life, Parents, 
Mademoiselle, Living, Forbes’ 
Charm, Boys’ Life, Nation’s Busi- 
ness, Better Living and Cosmo- 
politan. 

. > = 
Grant Ups Conroy 

J. Robert Conroy has been named 
a vice-president and director of 
public relations for the Detroit 
offiice of Grant Advertising, Inc., 
Conroy also will be national direc- 
tor of the Dodge News Bureau. 

Also promotdd to vice-president 
and directors of Grant’s public 
relation division 
were Tom Johns- 
ton of the agen- 
cy’s New York 
office and George 
Sampson in Los 
Angeles. Along 
with Jack P. Bail- 
he, vice-president 
and director of 
the agency’s 
domestic and in- 
ternational public 
relations activi- 
ties, Conroy, Johnston and Sampson 
will comprise the Grant public rela- 
tions plans board. 

Conroy has been with Grant since 
September, 1955, on the Dodge pub- 


lic relations account. 
* * 


Dauben Picks Patten 


Dauben Industries, Pontiac, 
manufacturer of the nationally 
distributed Dauben two-faced 
sponge mop, has appointed Patten 
Co., Birmingham, Mich. as its ad- 
vertising agency. 


Plymouth Appoints Wangers 
James Wangers has been named 
sales promotion manager of Plym- 
outh. He formerly was in the sales 
promotion department of Dodge. 


Olin Picks D'Arcy 


The Aluminum division of Olin 
Mathieson Chemical Cerp. has ap- 
pointed D’Arcy Advertising Co. to 
handle advertising on Olin alumi- 
num. 





4. BR. Conroy 


ANA Elects Schachte 


Henry Schachte, vice-president of 
Lever Brothers Co, has been elected 
treasurer of the Assn.-of National 
Advertisers for 1957. He succeeds 
Ralph Winslow, vice-president of 
Koppers Co., Inc., who is now vice- 
chairman of ANA. 

* 


Tribune Forum May 20-21 


Preliminary plans for the Chicago 
Tribune’s 8th annual Forum on Dis- 
tribution and Advertising, to be 
held in Chicago May 20-21, have 
been announced. 

W. C. Kurz, Tribune advertising 
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manager, invited the nation’s adver- 
tising and marketing executives to 
suggest questions they would like 
to have answered by experts par- 
ticipating in the panel disussion. 

* * * 





Overesch in New Post 
Appointment of Frederic W. Over- 

esch as a vice-president of McCann- 

Erickson, Inc., and Detroit group 


, 1957 


NOW! HI-FI (FM) IN YOUR CAR! 


Only BLUE SPOT offers all these features! 


head on the Chry- 
sler division ac- 
count has been 


Concert Hall Sound under bridges, through short tunnels, next 
to high power lines, even in lightning storms! 
Constructed to outlast your car. 


announced by 
Paul Foley, vice- 
president and 
manager of the 
Detroit office. 

Overesch form- 
erly was with 
Ross Roy, Inc., 
where he served 

/ as vice - president 
F. W. Overesch and assistant to 
the president. He joined Ross Roy 
in that capacity in 1953. 

He previously was associated 
with Maxon, Inc., on such accounts 
as Packard, Lincoln - Mercury, 
General Electric, Pittsburgh Paint, 
Magnavox, Hotpoint and H. J. 
Heinz. 





* * * 


Dobson Retires After 31 Years 


DeWitte S. Dobson, vice-president 
and Pacific Coast manager of Cur- 
tis Publishing Co., has retired after 
31 years with the company. The last 
nine years were spent in San Fran- 
cisco, where he was in charge of 
Curtis advertising for the 10 
Western states. 

M. L. Peek, regional sales man- 
ager for the Saturday Evening 
Post, has become administrative 
consultant in the San Francisco 
office, and Kenneth W. Sells has 


' 
} 


ae 
a Selectomagic Tuner—the first FM 


BLUE SPOT Frankfurt Mark | 


FM—plus Hi-Fi, AM and Pushbutton Selec- 
tometer. De luxe, yet economy-priced ver- 
sion of the Koln Mark 1. 


Coaxial Speakers, 6” x 9”, full-range 
tone control, built-in rear speaker 
plugs, separate amplifier, 6 to 
12 volt convertibility. 
Compact design fits most 
American and foreign cars. 
Service throughout the U. S. 


BLUE SPOT 
Koln Mark | 


‘one touch’’ signal seeker in a car radio. 


FM—3 microvolts for 20 DB quieting; AM, 3 microvolts. 
Response 40-16,000 c. p.s.— image rejection 25 DB. 


HI-Fi—15 tuned circuits FM and AM. 


BLUE SPOT Hamburg 
Luxury AM car radio—economically priced. 
Magnificent sound, pushbutton station 
selector, ruggedly engineered. 


AMERICAN ELITE, INC. 
7 Park Avenue, New York 16, N. Y. 
Importers of Telefunken and Audio Elite home Hi-Fi Sound Systems, 
‘Tubes, Components, Microphones . . . and Blue Spot car radios. 
Write Dept D for free pamphlet and information. 








been made manager of the Post 


(Continued on Page 54, Col. 4) | 


FULL 1 YEAR 


GUARANTEE 


Pays in full for the follow- 
ing mechanical repairs, 
parts and labor: 
MOTOR « CLUTCH 
REAR AXLE 
) STANDARD TRANSMISSION 


AUTOMATIC TRANSMISSION 


STEERING e BRAKES 


® Valid throughout the U.S.A. 
@ NO Mileage Restrictions 


PACKS 
REAL SALES 


An RTC franchise will give your used 


car sales real impetus . . 


. help you to 
eliminate stubborn sales resistance. Cost- 
conscious customers gladly pay top prices 
for used cars bearing the RTC guarantee 
seal even in today’s tough, competitive 
market. RTC is your customer's insurance 
against major mechanical repairs. And it’s 
your assurance, Mr. Auto Dealer, of faster, 
easier, more profitable sales. 


Keep your customers “sold” . . . 
join America’s fastest growing used car 
“Hospitalization” plan. 


Inquiries about RTC Auto Dealer 
Franchises invited. 


REGISTERED-TESTED CARS, Inc. 


The Nationwide Auto Warranty Service 
122 Brighton Avenue, East Orange, N. J. 
ORange 2-4000 


Limited number of District Managerships also available 
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Affecting Factories and Dealers .. . 


Auto Advertising 


FIRST. e etd break the POLAR BARRIER! (Continued from Page 53) 


and administrative consultant in| vertising Assn. have announced the 
Curtis’ Los Angeles office. commencement of an intensive 
eee, ee localized newspaper advertising 
New ANA Study Available campaign throughout Studebaker’s 
The Assn. of National Adver-|San Francisco zone. The zone 
tisers has issued a new edition of| Covers northern California and 
its study on “Magazine Circulation | northern Nevada. 
& Rate Trends.” ee 
Men. Ned ae 7 mag years aan, Union Oil Drops Billboards 
throug , includes nine addi- . 
tional publications to bring the to- b eee eran the te at Calton 
tal eee an sien te aie, ieee cancelled all billboard ad- 
comedian P F | vertising in 1957. The money used 
a : |for this medium in the past will 
Review copies of the report are now be used to increase newspaper 


h « i . available upon request from Assn. “Si : 
the new under dash refrigerated me of National Advertisers, Inc., 155 EB. advertising, Taylor said. 


1 Bp Forty-Fourth St.. New York 17, , 
a. f N. Y. R Dowd in New Post 
(6) fj e e 4 | * 8 8 | Clark & Bobertz, Inc., Detroit ad- 
J BBD&O Report Gains | vertising and public relations 
AUTO AIR CONDITIONER , _| agency, has appointed Arthur B. 
Batten, Barton, Durstine & Os Dowd to head its newly-created 
born has announced that its billing ; 
The cust d the coil t gi he bi for 1956 totalled $194,500,000, an all-| S#les Promotion department. 
e customer and the coils won't give you the big freeze time high. ; Dowd was merchandising man- 
once you install the ‘57 MOBILETTE. Now . . . with the The figure represented an in-| — of ae i a from ay ah 
i i : : D> crease of more than $30 million over| 4nd assisted in organizing the divi- 
exclusive Mobil-D-Icer . - + you electrically-automatically 1955. or nearly 20 percent. Billing | sion’s dealer cooperative advertising 
control the clutch, meaning even coil temperature and for 1957 is currently running at the| Program. ee 
* : rate of $200 million, according to 
maximum cooling always! |Bruce Barton, chairman of the AMC Films Draw Crowds 
board. a A total of seven million people 
Stern Joins Daily New | have seen the films in the American 
OTHER MOBILETTE FEATURE - FIRSTS eas ee | Motors’ series of sports films, which 
! David Stern, president and pub-| are shown free of charge to church, 
Push-button Controls —New low, sleek efficient cooling f : lisher of the New Orleans Item, has| school, business and other types of 
been named publisher of the Phila-| groups, according to R, J. Molloy, 
delphia Daily News, according to| automotive sales training manager. 
Matthew H. McCloskey, chairman The milestone was reached at 
WRITE OR WIRE FOR ILLUSTRATED BROCHURE AND COMPLETE PRICE INFORMATION ofthe board. =i the 96,478th showing, Molloy said. 


. The three films in the series are 

MOBIL-AIRE MANUFACTURING COMPANY Leather Group Picks Rep | “Fishing in Alaska” (1949), “Hunt- 

BOX 122 Benton & Bowles, Inc. has been) ing in Alaska” (1950), and “Out of 

° * DENISON, TEXAS named as the advertising agency| the North” (1952), All of the films 

for Upholstery Leather Group, Inc.| are 16-mm sound in full color. The 

Sine | first two have a running time of 

Burt to Sell Cars 35 minutes, while the latter runs 

Bob Burt, for the last six years | for 30 minutes. 
assistant to Slim Barnard, automo- o's 

tive editor of the Los Angeles Ez-|f) P, Brother Ups Wacker 


|aminer, has gone into the automo- 
‘tive business. He will sell imported| , Watts Wacker nae Sem Seam 
cars in the Long Beach area. | director of media for D. P. Brother 


Burt was automotive editor of © Co. Detroit. 


The greatest mirror ever to hit the automotive field! / | tne tong Beach Press Telegram| He succeeds 
after World Wer Ii. ie con 40a 3 


= = 
. Campbell - Ewald 
GMOO Promotes Griswold Co. Detroit. Prior 


| Appointment of John W. Gris-| to joining Brother 
wold as public relations director of | jn 1953, Wacker 
General Motors Overseas Opera-|was cooperative 
| tions division has been announced | advertising super- 
by Edward Riley, division general! visor for Batten, 
manager. Barton, Durstine 
| Griswold succeeds Wesley M.|and Osborn and 
_— Oler, who retired under the cor-| media director for Watts Wacker 
as poration’s retirement program. Oler|the Detroit office of Geyer Adver- 
p 0 a | WA it h G "TT a) pies ais had served as public relations direc-| tising. 


tor for 12 years. * * #* 
* * 


ATAU ara , es es |Major Changes at C-E | Names 


; : : Joe W. Power, of Miami, has been 
Major changes in executive per-| named a regional vice-president to 
sonnel plus the addition of a new | promote expansion of the Avis 
|media director, have been an-| Rent-a-Car System in the south- 
| nounced by Campbell-Ewald Co.,| eastern states, the Caribbean and 
” Tee a : 1 — eiiha a‘ wes | Latin America, 
aoe 1hd\:183 = e ; pommnens Wee ae @ Robert V. Lundskow has been 
SL ma) : ; | Carl Georgi w- of vice-president | named assistant to the director of 
~ |and director of a 
ely a : : |advertising of Eaton Mfg. Co., 
media. Georgi 
| Cleveland. For the past three years 
f oa formerly was . 
eeeretes : r Pe nts : : : Lundskow has been in charge of 
Te ae, ia ass vice - president in ed ; : 
’ ; charge of media vertising and promotion for the 
Dynamatic division of the company 


at D. P. Brother 
& Co., Detroit. in Kenosha, Wis. 


In other Betty R. Pardo has been named 
a a d PE ed, oe eee changes, Joseph J. assistant to Henry Berlin, vice- 
wma = : Hartigan was president of Mark Simpson Mfg. 
% 2 elected vice-presi- Co., Inc., Long Island City, N. Y. 
MOLDED POLYETHYLENE GASKET » eee ; Pa pda) 4 dent of the board > Mrs. Pardo formerly was with 
; , ) : Ee and reelected x. Nelda Publications as an assistant 
senior vice-presi- Cari Georgi editor. 
dent; Lawrence R. Nelson, formerly! James H. Hunter has been named 
secretary-treasurer and senior vice-| director of advertising of the 
president, was elected chairman of | Farmer-Stockman, a publication of 
the executive committee and re-| Oklahoma Publishing Co. Hunter, 
elected senior vice-president; Colin| who also will become national ad- 
Campbell is a newly elected senior | vertising director of the publishing 
vice-president; Hermon P. Cook,| company, formerly was with the 
formerly comptroller, was named| Saturday Evening Post. 
treasurer; Stoffer J. Rozema, form-| john M. Montague has been 
— —" 7 , eee erly director of personnel, was/ named manager of the western ad- 
ooo <[% aS elected secretary; Thomas A.| vortising office of the First Three 
. . , ce ‘LH Tucker formerly coordinator of the| warkets Group of the Chicago 
Mirror available on attractive S- 48 San . nb: field staff, was named account ad-| 7yjpyune, succeeding the late H. J- 
DISPLAY STAND at no extra cost . ministrator; J. M. Barnes assumed| Grawford. He has been with the 
For descriptive literature and further = : Tucker’s former job, and Robert G.| Tribune since 1924. 


details, see your jobber or wri MIRROR HEAD tilts right or TURRET swings TURRET tips Leckie jr. was named to succeed 
y J te to left, forward or backward completely around up or down aw Barnes as field representative in T. Russell Chick jr. has been ap- 
: pointed to the merchandising de- 


‘ rf the north central region. 
nam oY rtment of Campbell-Ewald Co., 
SEOPERSIIE SUPERSITE CORPOR ee Detroit. He will work on the United 
| EPESIIE ATION, DERBY, CONN. Studebaker Campaign Starts Siete aeaamin 7 Chick cscenaaee 


A “Bill Berk’ Product Newly elected officers of the San| was in the advertising department 
Francisco Studebaker Dealer’s Ad-| of Electric Auto-Lite Co:, Toledo. 
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Bulletin Board ... 





Catalog describing magnetic| 
cranking switches —- free, Leece- 
Neville Co., 1374 E. Fifty-first St., 
Cleveland 1, O. 
* * * 

Safeway Trucks 
Data on American Safeway Port-| 
able Elevating Trucks -—- catalog 
HE-56, free. American Pulley Co., 
4200 Wissahickon Ave., Philadel-| 
phia 29, Pa. 


* * 


Mail-Order Directory 
“Mail-Order Business Directory 
—$15. B. Klein & Co., 23 E, Twenty- 
second St., New York 10, N. Y. 

z 


* * | 


s9 | 
| 


Ramex Air Hammer 


Information about the Ramex Air 
Hammer — four-page catalog, free. 
E. V. Nielsen, Inc., 129 Broad St., 


Stamford, Conn. | 
* * 


Arc Welding Equipment 

Are welding machine and ac- 
cessory catalog—free; specify Form 
ADC 708C. Air Reduction Sales Co., 
150 E. Forty-second St., New York 
a, ate Be 


* + * 


Ceramics Catalog 

“Star Ceramics” — catalog, 20) 

pages, free. Star Porcelain Co., 34| 

Muirhead Ave., Trenton 9, N. J. 
cd ao * 





Bennett Burn Baskets | 
Data on Bennett Burn Baskets | 


for depositing confidential papers | 


prior to burning — bulletin, free. 
Bennett Mfg. Co., Alden, N. Y. 
* + o 


Epoxy Resin Chart 


Summary chart, outlining physi-| 
cal and electrical properties of | 
epoxy resin systems—free. Depart-| 
ment ER, Permacel Tape Corp., 
New Brunswick, N. J. 

= * = 


Air-Compressor Catalog 


Data on % to 20-horsepower air| 
compressors—-20 pages, free. Kel- 
logg division, American Brake Shoe 
Co., Rochester 9, N. Y. 


* * * 


‘The Winslow Story’ 


“The Winslow Story”—case his- 
tories of consulting jobs done for 
the jet engine industry—free. Wins- 
low Mfg. Co., 1751 E. Twenty-third 
St, Cleveland 14, O., or 14918 Vic- 
tory Bivd., Van Nuys, Calif. 

* * * 


Caps and Filler Necks 


Brochure on caps and filler necks 
—16 pages, free. Eaton Manufac- 
turing Co. Stamping Division, 17877 
St. Clair Ave., Dept. R, Cleveland 
10, O. 


* * * 


Measuring Tools 


A catalog listing precision meas- 
uring tools—four pages, free. Reska 
Spline Products Co., Box 4632, De- 
troit 34, Mich. 


* Ba * 
Plastic Binding 
“Manual of Modern Plastic and 
Loose Leaf Binding,” a booklet on 
office equipment for binding 
manuals or presentations in plastic 
—free. General Binding Corp., 812 
W. Belmont Ave., Chicago 14, IIl. 
” 


Job Training Booklet 


“Your Opportunities in Industry | 
as a Skilled Craftsman,” 32-page) 
booklet covering the scope, content 
and importance of apprentice train- | 
ing. Education Department, Na-| 
tional Assn. of Manufacturers, 80) 
Boylston St., Boston 16, Mass. 

* * * 


Saffran Catalog 
A six-page catalog outlining its 
service and facilities has been pub-| 
lished by Saffran Engineering Co., 
20225 E. Nine Mile Rd., St. Clair 
Shores, Mich. 
4 * 


* * 


Drill Press Information 


A four-page bulletin, describing 
the advantages and specifications 
of a heavy-duty 15-inch drill press 
—free. Available from Delta Power 
Tool Division, Rockwell Mfg. Co., 
469 N. Lexington Ave. Pittsburgh 
8, Pa. 


ES + * 


Conversion Chart 


Chart for converting old-type 
aluminum designations to the new 
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| ment, National Electric Products 
| Corp., Gateway Center, Pittsburgh 
laa, Fa. 








Price Increases Seen 
Pinching Canadian Sales 
OTTAWA. — Rising prices for 
some consumer items, including 
automobiles, could result in 
declining sales “in the absence of 


* * * 


Metals Analysis 


“ASTM Methods for Chemical 

designations now in use — size, 8% | Analysis of Metals”—640 pages, $8. 

by 11 inches—free. All-State Weld- | American Society for Testing Ma- 

ing Alloys Co., Inc., 249-55 Ferris, | terials, 1916 Race St., Philadelphia 

White Plains, N. Y. |3, Pa 
* 


* * * 
Color-Coded Gaskets | Zine Coat 
A folder describing Color-Plast| ASTM Standards on Zinc-Coated 
shim stock, which is available in| Iron and Steel Products (A-5)—143) 
roll or sheet form—four pages, free. | pages, $2.25. American Society for) 


ae the Canadian Bank of Commerce. 

The bank said credit restraints 
Standards | are not likely to be eased during 
the early part of the year. It said 
the outlook for most segments of 
the Canadian economy is good, 





General Gasket, Inc., Industrial Rd., | Testing Materials, 1916 Race St.,| 
Clifton, N. J. | Philadelphia 3, Pa. 
* j + 


+ + * * | 
Gear Checker Bulletin | Supplements to Standards | 
Automatic-cycle gear checker bul-| 1956 Supplements to Book of|—52 pages, free. W. D. Wynant, 
letin (No, 481-A)—two pages, free.| ASTM Standards—seven parts, $4, Tube & Hose Fittings Division, 
Michigan Tool Co., 7171 E. McNich-| per part or $28 for complete set.| Parker Appliance Co., 17325 Euclid 
ols Rd., Detroit 12, Mich. | American Society for Testing Ma-| Ave., Cleveland 12, O. 
pe | terials, 1916 Race St., Philadelphia = 
Machine Tools 
° | A catalog illustrating and pricing 
Bulletin on Compressors | machine tools—80 pages, free. South 
Bulletin (AC-15) on air-cooled | Bend Lathe Works, South Bend 22, 
| compressors—16 pages, free. Gard-| Ind. 
|ner-Denver Co., Quincy, IIl. kee, see 
ae Looking In on Glass 
Tube Fittings | A brochure explaining manufac- 
A catalog presenting tube fittings | turing methods and applications of 


in the rate of increase in demand 
for consumer goods. 





Typro Type Styles 3, Pa. 


Typro type styles—20 pages, free. 
Halber Corp., 4151 Montrose Ave., 
Chicago 41, Ill. 

* 


* * * 


* * 


Interlocked Armor Cable 


“Nepco-Lok Interlocked Armored 
Cable, Supports and Fittings” — 24 | 
pages, free. Advertising Depart- 


offsetting factors,” according to | 


but there may be a levelling-off | 
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glass—free. Corning Glass Works, 
Corning, N. Y. 
* 


* * 


Power Tools 
A catalog of industrial construc- 
tion and automotive portable power 
tools—free. Skil Corp., 5043 Elston 
Ave., Chicago 3, IIl. 
* 


* * 


Panel Meter Bulletin 

Panel meter bulletin (No. 2057)— 
free. Simpson Electric Co., 5200 W. 
Kinzie St., Chicago 44, Il. 

* a + 
Lighting Catalog 

Service station illumination cata- 
log—12 pages, free. Guardian Light 
Co., Dept. AND, 500 N. Blivd., Oak 
Park, Ill. 


* * * 


Special Processes 
Three bulletins on Zero-Mist HT, 
Bright Zinc and High Chloride 
processes—free. Udylite Corp., De- 
troit 11, Mich, 
* 


* * 
Tool Holder Catalog 


Tool holder and throw-away in- 
sert catalog—12-pages, free. Adver- 
tising Dept., Allegheny Ludlum 
Steel Corp., 20th Floor Oliver Bldg., 
Pittsburgh 22, Pa. 





| 2h_2hlz. 
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“This is a good car...” 


The salesman who puts the because into * 
his sell turns this morning’s prospect into 
this afternoon’s buyer. But far too many 
prospects are allowed to get away. 


sales story 


tation 


Through Willmark’s national shopping * 
staff of research analysts, trained in the 
art of automobile point-of-sale testing, 
you may now employ a complete nation- 
wide program designed to teach success- 
ful automobile presentation, stimulate 
salesmen’s interest and increase sales. 


posal 


alone 







“‘This is a Good car, 
BECAUSE...!”’ 


Every national program specifi- 
cally designed to fit into your 


@ All reports devised after consul- 


Forty years of successful point- 
of-sale testing placed at your dis- 


@ Tens of thousands of automobile 
showroom tests made in 1956 


Inquire now. Write for your free 
copy of our booklet: “*How to Stim- 


ulate Sales at Point of Purchase.” 





ilimark research corporation 


250 West 57th Street @ Dept. AN-2 @ New York 19, 


N. Y. 
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Beaver County Dealers 
Elect Sahli, Beglin 
ROCHESTER, Pa. — Edward 


Sahli, of Sahli Chevrolet Motors, | 


Beaver Falls, Pa., has been elected 
president of the Beaver County 
Auto Dealers Assn. 


| Other officers are Wayne Beglin, 
| first vice-president; Charles Ewing, 
second vice-president, and Charles 
|W. Wagner jr., secretary treasurer. 
|The directors include the above 
|officers and Hugh Laney, Don 
Miller and Robert Stout jr. 





eechcraft 


Has Fine Opportunities For 
FLYING SALES EXECUTIVES 


Exceptional opportunities exist 


now for qualified, experienced 


salesmen who would like to supervise and direct the sales organ- 
izational work in a fast growing business aircraft market within 
key regions of the U. S. Those who have executive management 
experience necessary to initiate and administer sales programs 
in the field, and who are qualified pilots, should send complete 
resume and recent photo to Robert J. Geis, Marketing Manager, 
Commercial Sales, Beech Aircraft Corporation, Wichita 1, Kansas. 








Pra NNER 


1957 CHEVROLET 


Rear License CLIP 


For DEALER PLATES 


Fits new-type rear mounting 


Old-style fasteners will NOT fit the 1957 


Chevrolet. This exclusive Houser 


does the job fast, easy, securely. Install or 
remove rear plate in a moment...with this 


rust-resistant Cadmium plated clip. 


PATENT 
Applied 


For 
—, = 


PACKED 6 TO BOX 


$234 


design 


DEALER COST 
PER BOX. 


iF 2 PLATES ARE USED: 


For FRONT PLATE on the ‘57 Chevrolet 


' 
He.51 Acorn Nut ; 
No. 51-W Wing Nut 0 : 


ON OR OFF with a quarter turn " ; 


and both plates on all previous models. 


No. 435 SPRING CLIP 
ON OR OFF with easy “key"’ and spring 
design 


=“ a 


Packed 12 to box, your choice, per box 


rar . ndiane 


ENGINEERING 
ac) NC 





Right out of 


these pages 


NEW CAR DEALERS CAN GET 
===, THE MOST PROFITABLE 
= FRANCHISE 

in the Boating Industry 


ed 


Plus extra showroom 
traffic with 


Are you now successful at selling a popularly-priced, well-known 
line of automobiles? Then don’t miss this chance to make big money 


in the companion field of boating. 


New profits await you as a WINNER DEALER selling a complete 
line of the most popular, fast-moving models from the 12’ Utility 


to the 15’ and 17’ Fisherman and-Deluxe styles. . 


. - luxurious 


Cruisers too, plus a complete range of accessories for all models. 


WINNER gives you the fairest, most successful DIRECT DEALER 
FRANCHISE with more GROWTH OPPORTUNITIES than any 


other line in the boating industry. 


For more information, Write, Wire or Phone: 


(ATLTUCT” MANUFACTURING COMPANY, Inc. 


Wiz H. L. JOHNSON, General Sales Manager 


107 Railroad Ave., West Trenton, N. J. 


Correspondent George L. Glaser Writes .. . 


Auto Letter from Europ 


nee Germany. — The 
service-tower idea is not new, 
but it is being utilized nicely in 
some German shops. 

Some are increasing the tower’s 
space, making it more like an up- 
stairs department. 


I visited a few and found that 
besides disturbing the service 
work, the towers are now being 
used for additional functions such 
as complete invoice preparation, 
time-keeping for men who go on 
and off various jobs, customer 
files and office space for the serv- 
ice manager. 

The towers are usually connected 
by a pneumatic-tube system with 
the service consultants, the parts 
department and the cashier’s office. 
The intercom system reaches all 
departments. 


Several modern shops have added 
a Final Control department, which 
is a special stall equipped with a 
hoist and presided over by a top- 
notch mechanic. 

= * + 


Quality Control 
oo a service job is finished, 
the service consultant test- 
drives the car and then turns it 
over to Final Control. The me- 
chanie there inspects the repairs | 
just made and checks the car to 
see if there are further needs. 
If he finds any repair needed, he | 
writes it down on a special form 


which he turns over to the serv- 
ice consultants. They price the 





| on a form which accompanies the 
| invoice. 


jtions as expert advice and make 


suggested work and have it typed 


From the files, I found that most 
customers recognize the su gges- 





|appointments for the work to be 


done. 





Firms using this system say they 
have eliminated most comebacks | 
and have made extra money. 


If the final inspector finds any | 
shoddy repair work, he corrects it | 
or returns the car to the mechanic 
who does not get paid for the time 
he spends doing the job right. 

I have found in other shops that 
each new car delivered is noted on 
a special card which is placed in 
a special file during the warranty 
period. 

Customers requesting warranty 
work find immediate attention and 
the claims clerk knows whom to 
expect and how to handle the 
claim efficiently. 

> > * 


Nasser Gasser 


bee of gasoline stations in 
Kehl, Germany, pray each day 
that Nasser keeps the Mideast oil 
| situation tied up forever. 

Every day, car owners from 


DeSoto ‘Specials’ 
Include Taxicab, 











Ambulance Models 


DETROIT.—After two years, De- 
Soto has returned to the taxicab 
business, manufacturing two 
models—a six and an eight-cylinder 
four-door sedan cab. 


J. B. Wagstaff, DeSoto sales vice 
president, said the company is 
making available a total of ten 
special 1957 conversion models. 

In addition to the taxicabs, De- 
Soto is offering three series of 
police and fire chief cars; two sta- 
tion wagons which can be convert- 
ed into police and industrial am- 
bulances; a hearse; a special ambu- 
lance, and a seven-passenger limou- 
sine. 

Production of taxicabs was dis- 
continued with the 1955 series, but 
with increased interest in a luxury 
cab and a demand in suburban 
areas for a larger commercial ve- 
hicle DeSoto has returned to the 
cab business, Wagstaff said. 

Taxis are offered in the Fire- 
Sweep series and include heavy- 
duty springs, seats, brakes, shock 
absorbers and clutch, 70-ampere 
battery, high compression carbure- 
tor and 30 ampere low-cut-in gen- 
erator. The police and fire chief's 
cars are available in Firesweep, 
Firedome and Fireflite four-door 
sedan series. 





Strasbourg, France — directly 
across the Rhine River from Kehl 
—drive in and say, “Fill ’er up.” 
Some even push their cars across 
the bridge. 

Gasoline, rationed in France, may 
be purchased freely in Germany. 

* * * 


Trailers by Sea 

HE first TMT trailer-ferry 

loaded ith semi-trailers has 
docked in Bremen. Proponents of 
the system try to convice everybody 
that reloading of goods is more 
expensive than shipping the entire 
trailer over the ocean. 

Perhaps the trailer-ferry system 
will work out. However, I am in- 
clined to think Fruehauf’s plan, by 
which the trailer body acts as a 
container which can easily be 
removed from the flatbed trailer or 
rail and shipped by boat, is a better 
answer. 

* + = 


Service Tower in Germany— 


Keeping Tab— 


German service shop uses this tri- 
angular, magnetic sign to number each 
auto in relationship to number of repair 
order. The sign can be seen from the 
control tower, thus facilitating easy job 
control in the shop. 


Service towers are growing bigger and more elaborate in Germany. Here, the 


tower dominates the service department, seen at right. 


Service consultants use the 


lower floor, while the upper floor houses the lower control office, time-keeping and 


| invoicing departments and service manager's office. 


New Canadian Tax Method 
Expected to Push Up Sales 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA.—Canadian dealers be- 
lieve that the new method of col- 
lecting excise taxes on autos will 
prevent the usual sales slowdown 
during March and April—the period 
immediately prior to publication of 
the Federal budget. 

Orders placed with the facto- 
ries are expected to be increased 
sharply almost immediately. 

In addition, dealers say that this 
latest governmental move may be 
a forerunner of other actions in 
Ottawa to help the auto industry. 

Since dealers will no longer have 


Mitchell Reports 


Air Conditioner 
Sales Increases 





DALLAS. — John E. Mitchell 

. has announced that annual 
sales of its Mark IV air condition- 
ing unit for autos has risen from 
3,500 to 17,000 in less than a year. 

Mitchell markets both trunk and 
dash models, Louvers and fins on 
the dash models direct air flow 
in any direction, Mitchell said. 

Air from the trunk models en- 
ters the passenger compartment 
through the rear package shelf, 
Mitchell said. 

The unit is controlled by a 
patented valve which Mitchell said 
operates by modulating the flow 
of refrigerant rather than by- 
passing it or cutting the com- 
pressor off and on as needed, 


45-Pound Payment 


ELKHART, Ind.—A_ customer 
who bought a new Chrysler at 
Bergeron Motor Co., Inc., 215 N. 
Main, turned in 1,448 half-dollars 
toward the purchase. The coins 
weighed 45 pounds. 





| to pay the 10 percent excise tax on 


cars until they assume ownership, 
the tax change would not bring the 
heavy losses incurred in past years. 

It was a definite move to help 
dealers and they reason that any 
similar move to reduce or eliminate 
the tax as well as to ease the “tight 
credit” situation cannot be ruled 
out under such a favorable atmos- 
phere. 

It is to be noted, too, that Finance 
Minister, Walter E. Harris, admitted 
this move was made to help deal- 
ers. He said that collecting the tax 
at the dealer’s level seemed a sensi- 
ble method where cars are con- 
cerned, since the storage problem 
could be difficult, but in other trades 
such tax collections would con- 
tinue on same basis as in the past. 

Other retail trades have com- 
plained frequently, too, about the 
effects of tax changes in causing 
losses. 

Thus, this year the usual lull be- 
fore budget time due to any tax 
changes is not likely to affect deal- 
ers’ sales or orders, with manufac- 
turers not called upon to store as 
many cars in this period as in the 
past. 

Howard Moore, executive direc- 
tor of the Canadian Federation of 
Automobile Dealers’ Assns., stated 
that dealers will now feel it is 
safe to order spring requirements 
from auto manufacturers. He also 
expressed himself as highly 
Pleased with the fact that “the 
Government is giving serious 
consideration of protection to the 
dealer.” 

Reaction to this governmental ac- 
tion clearly indicates that the auto 
trade believes this move will pre- 
vent a slowdown in sales in the 
coming weeks such as marked all 
pre-budget periods in recent years. 
One reliable informant here pre- 
dicts auto sales across Canada may 
rise as much as 20 percent or more 
dollarwise in the next two months. 
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In First Metropolitan Test... 


Akron Chrysler-Line Deals Split 


(Continued from Page 1) 
outlets, will be a much bigger prob- 
lem. 

The Akron split-off happened 
very suddenly — the whole thing 
being completed in about 30 days. 
It happened so quickly that a 
couple of the dealers were hastily 
summoned home from Florida va- 
cations. 

Factory men admitted that the 
split-off was developing more 
rapidly than they had anticipated. 
They implied that the corpora- 
tion wanted to establish the ex- 
clusive dealerships rapidly so 
that the new outlets could profit 
as much as possible from sell- 
ing this year’s cars. 

The Akron dealers reported that 
they were going along willingly 
with the project and that the fac- 
tory men had done a fine job of 
selling them on the idea that all 
benefit if everyone made the transi- 
tion at once. 

However, it was also admitted 
that the factory men firmly made 
it clear in their sales talk that “this 
is the way it’s been planned.” 


Some dealers were also made to | 


understand that “if it doesn’t work 


out in a year or two, we'll revert | 
But, they | 


to the previous setup.” 
were all strongly convinced that 
it would work out. 

* * * 
Merits Explained 


— factory officials first met | 
individually with each dealer, 
explaining the merits of the plan. 
Then several line meetings were 
held and later several meetings of 
all the dealers in Greater Akron 
were held. 

Here is what the factory repre- | 
sentatives said the new setup would 
do for the dealers: 

1, Reduce the number of dealers | 
bidding for each consumer. 

2. Cut the shopping potential of | 
the consumers. 

3. Reduce paper work because 
they will only have to report to 
one f. 

4. Enable the dealers to carry a| 
larger and more diversified car in- | 
ventory because they won’t have to | 
tie their money up in two car in- 
ventories. 

5. Permit the dealers to make 
better deals. 

6. Enable the dealers to carry 
smaller parts inventories. 

An important point is that the 
dealers were given to understand 
that the factory people do not an- 


ticipate any permanent dual dealer- | 


ships in most metropolitan areas 
and that some dealerships may 
eventually be eliminated. 

7 > > 


WAS explained that some dual 


nee may “starve to death” | 


under the new master plan. 

In regard to which dealer would 
keep which franchise, the Akron 
split-off worked out amicably. How- 
ever, some dealers did ask why 
they couldn’t retain a different 
franchise. They were told, “Because 
this other guy has that franchise.” 

Most Akron dealers felt that the 
Chrysler division situation was 
handled particularly well in Akron. 
The number of outlets was reduced 


The scale model of Ford's dream car, 


from four to two, with these two 
being located downtown. 

On the other hand, there has 
been no reduction in the number 
of Dodge outiets—still four. Of 
course, the Dodge potential na- 
tionally is about twice that of 
Chrysler’s. 

One official said, “The dealers 
have some misgivings about the 
plan. But it looks like a very rea- 
sonable gamble. It may not work 
out in all areas, though. One thing, 
everybody in town is going to be ad 
volume dealer, now.’ 

*~ * * 


Why Akron Was Picked 
HIE dealers were told that Akron 


jatory for 
cause: 

1. It’s a good auto town, having 
more cars per capita than any 
town in the U. S. except Los 


“operation split-off” be- 


|much that the public transporta- 
tion system is gradually breaking 
| down, 

2. Akron dealers draw their 
| business partly from the city and 
partly from the surrounding rural 
areas. “Everybody knows almost 
everybody,” one dealer said. 

3. The Akron auto business has 





|been particularly good this year. | 


Chrysler Corp. and Ford dealer- 
ships have done very well, and GM 
| dealers are doing as well or almost 
‘as well as last year, Employment 
has been high in the city. 

Akron dealers have been given 
to understand that the transition to 
one line of cars will be compara- 
tively slow and that they will be) 
able to supply their present custom- 
lers. One dealer said he was still | 
| ordering Plymouths even though he) 
gave up his Plymouth franchise. 


| 


OMPANY officials said that even 
Plymouth duals in Akron were 
| not reluctant to give up their Plym- 
|outh franchises this year because 
| competition has cut gross profit to 
| $200 per Plymouth. 
| Chrysler Corp. first used Akron 
as a testing ground last year when 
|Greenwald Plymouth, Inc., was es- 
| tablished as one of the first Plym- 
‘outh exclusives in the country. 
| Since then Greenwald has be- 
| come one of the top Plymouth 
outiets in the country, selling 102 
| mew cars and 68 used cars last 
month, Greenwald is also credited 

with boosting Plymouth into a 
strong third place in sales in 
Summit County, which includes 
Akron. 

There was one shift in dealer 
ownership concurrent with the 
new program, Conart Motor Sales 
Co. (DeSoto-Plymouth) has pur- 
|\chased a competitor, Lloyd Oliver, 
Inc. (DeBoto-Fiymouth). 


ERE is ‘the new dealership | 
lineup in Greater Akron: 
Conart Motor Sales (DeSoto- | 


‘Boss of the Year’ 
PRICE, Utah. — Omar Bunnell, 
general manager of Bunnell Motor 
Co., was named “boss of the year” 
by the Price Junior Chamber of 
Commerce. 








Engineers Preview Ford Dream Car— 


“Mexico,” drew the attention of 10,000 


spectators during National Engineer's Week on the Georgia Tech campus in Atlanta.| mounted. Plain or with design.” 


was selected as a testing labor- | 


|Angeles. Motoring is increasing so | 








Plymouth) becomes Conart’s Down- 
town Plymouth, Inc. 

Lloyd Oliver Inc. at 72 
mouth) becomes Conart’s Five 
Points DeSoto, Inc. 

Arnett’s Inc. (Chrysler - Plym- 
outh) becomes a Chrysler-Im- 
perial exclusive, 

Borden Automobiles, Inc. (Chrys- 
ler-Plymouth) becomes a Chrysler- 
Imperial exclusive. 

DeWitt Motor Co. (Dodge-Plym- 

outh) becomes a Dodge exclusive. 

Spot Motors (Dodge-Plymouth) 
| hosusen a Dodge exclusive. 

Barberton Motor Sales (Dodge- | 
Plymouth) in Barberton becomes a | 
Dodge exclusive. | 

Tom Farbough Co. (Chrysler- | 
Plymouth) becomes a Plymouth ex- 
clusive after some 25 years as a 
Chrysler outlet, 

Albert Conn, Inc. (Chrysler-Plym- 
outh) also becomes a Plymouth 
|exclusive after about 25 years as | 
|a Chrysler dealer. 

Ray Thomas (DeSoto-Piymouth) | 
becomes a DeSoto exclusive. 

Cavalier Inc. (Dodge), established 
last year, continues as a Dodge ex- 
| clusive. 

Falor Motors continues as a De- 
Soto-Plymouth outlet in Barberton. 

* * * 
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“Good > see you looking 30 
well after the operation, Sam! 
Got to you in the nick of time 
you know — another hour and, 
Pffft, just like that, Sam... 
How much of a tradein on my 
"52 model?” 








By W. C. Lockwood 
Staff Writer 

| Ape ene meg at the Chicago auto 

show have expressed “enthusi- 
asm concerning sales and prospects 
developed during the show,” accord- 
ing to a survey completed by the 
Chicago Automobile Trade Assn. 


Majority of exhibitors reported 
that the show provided a sales 
stimulus during a normally slow 
period as well as giving a back- 
log of bonafide prospects for fu- 
ture use, CATA said. 

One exhibitor reported 38 sales 
on the floor, one of the higher- 
attempting to tailor our dealer | Priced lines averaged one sale a day, 
representation to fit that particu- | P!Us 300 prospects. 
lar area. In these individual mar- ee 
kets we are studying the situation INNEAPOLIS has set its 1958 
with a primary regard for the auto show for Jan. 3-11 in the 

interests of each dealer con- | Municipal Auditorium, according to 
cerned. Max Winter, vice-president, Minne- 

Changes in the retail distribution | apolis Attractions. The Minneapolis 
system are being made only when| Automobile Dealers Assn. voted to 
we and our dealers see the oppor- 
tunity and the need for them. There | Winter's firm to manage it. 
is no timetable set for the accom- A 
plishment of four-way distribution. ENVER’S 45th annual auto show 
Our primary objective is to have was dedicated to Tom Braden, 
good retail outlets able to operate manager, Metropolitan Denver Au- 
profitably and effectively in all mar-| tomobile Dealers Assn., and man- 
kets. ager of the annual auto shows since 

Q.—What happened in Akron? 1925. 

= . * 

The Denver dealers association 
started in 1903, also the year of the 
first auto show. Braden still carries 
a@ pass issued for the 14th show 
held in 1917. 


Chrysler’s Answers 
On Split-off Plan 


DETROIT.—In reply to questions 
from Automotive News, a spokes- 
man for Chrysler Corp.’s Group 
Marketing Program expanded last 
week on the thinking behind the 
four-way distribution plan: 

Q.—What is Chrysler Corp.’s new 
policy on single-line dealerships? 

A.—In each market area, we are 





A —AFTER thorough study and 
* after discussions in the Akron 
area, the metropolitan dealers 
agreed to undertake four-way dis- 
tributions systems. As a result there 
will be 13 single-line dealerships and 

=~ dual compared to 12 dual-line 

ealerships previously. These deal- ; 

ers are most aaaeais about the| ‘Wash.) auto show, which ran for 
program. three days, according to Homer 
Q.—What are the advantages of | Hays, chairman. 

a single-line dealership? It was so successful that it prom- 
| A—A single line (1) enables| ises to be an annual event, he said. 
dealer and salesman to concentrate| It was sponsored by the Junior 
|all their energies on one line, (2) | Chamber of Commerce. 
| simplifies the problem of maintain- oe 2. 
ing adequate stocks and inventories, NIONTOWN (Pa.) dealers held 
(3) permits more effective use of their annual auto show in their 
display space and results in less} own showrooms with unique deco- 
floor-plan expense and (4) results 
in less competition among dealers, 
providing greater profit. 

Q.—-Will four-way distribution re- 
sult in the elimination of some 
dealers? 

A.—That is not the intent. 

* 7 * 





* * = 


HERE were 26 new 1957 models 
displayed at the Walla Walla 





Q —WHEN a dealer gives up one 
* franchise, what is the cutoff 
date for receiving cars in the aban- 
doned line? 

A.—The cutoff date is agreed upon 
by the group marketing people and 
the dealer. All sold orders will be 
filled by the factory through the or- 
ginal dealer. \ 

Q.—How many single-line deal- 
ers does Chrysler Corp. have? 

A—Between August, 1955, and 
March, 1957, the company estab- 
lished 79 Plymouth exclusives, 292 
Dodge exclusives, 35 DeSoto exclu- 
sives and 22 Chrysler exclusives. 


There's only one 


overhead down 


it by return mail. 





—~ Nostalgic Note 
NEW YORK.—The current cata- 
log of a New York automotive im- 
porter lists—at a modest $4.25— 
“Genuine Rosenthal porcelain 
Flower Vase for all cars. Easily 






back the show and again retained | 


ADVERTISEMENT 


Send just $2.00, 


Chrysler Drive 


Stresses Windsor 


DETROIT. — Chrysler division 
Ay officials are conducting a series of 
abe dealer meetings outlining a 
special Chrysler Windsor sales, ad- 
vertising and merchandising pro- 
gram for the balance of the 1957 
| model year. 

Meetings have been held in 
Cleveland, Denver, Kansas City, St. 
Louis, Seattle, Portland, Ore., and 
|San Francisco, 





DR\VZ |) Other cities on the schedule are 
re Los Angeles and Pittsburgh, March 


Ne a 


11; Washington, March 12; Dallas 
and Philadelphia, March 13; Mem- 
| Phis, March 14; Milwaukee, March 
18; Detroit and Chicago March 19; 
Minneapolis and Syracuse, March 
|20; Boston, March 21; New York and 
Cincinnati, March 25; Charlotte, 
|N. C., March 26; Atlanta, March 
| 27, and Miami, March 29. 





"58 Minneapolis Show Jan. 3-11 . a 


Chicago Exhibitors Happy 


rations and special models being 


on view. 
* * * 


T. PETERSBURG'’S four-day 

auto show attracted 25,000 visi- 
tors, and the local dealer associa- 
tion has announced that plans are 
underway for the 1958 show. Four 
cars were given away free, one each 
day. 


Dealer Fuller 
Host at 63rd 
‘Open House’ 


BOSTON. — Washington’s Birth- 
day was a sentimental occasion this 
year for Alvan T. Fuller (Cadillac- 
Oldsmobile), former governor of 
Massachusetts, for it was the 63rd 
open house for his firm. 

Through the years he has seen 
|the practice spread throughout 
|New England. The first was in 1895 
when he invited his friends to an 
open house at his Malden (Mass.) 
bicycle shop. 

Again this year, Fuller and his 
|son, Peter, now president and gen- 
‘eral manager of the Cadillac-Olds- 
mobile dealership greeted thou- 
sands of visitors. 

Elsewhere — Hartford, Conn., 
Lowell and Lawrence, Mass., and 
Manchester, N. H. — auto dealers 
followed the practice that has 
become traditional in this area. 

Members of the Hartford Auto- 
mobile Dealers Assn. reported that 
|they sold 634 new and used cars 
during this year’s open house to top 
| the 586 sold last year. 

Israel S. Grody (Chevrolet) re- 
ported that his firm sold 27 new 
|ears and 20 used vehicles. One 
dealer reported sale of six new cars 
early in the day when second and 
third shift factory workers visited 
the dealership. 












“EXPENSE 
REDUCER” 


Is your competitor with low over- 
head making your life miserable? 


way to lick him— 


get yours down too. Order our 


“EXPENSE REDUCER” today and get 


where it belongs. 
you will receive 


Automotive Enterprises 
10600 Puritan Ave. 


Detroit 38, Mich. 
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Suppliers Eye a Rising Auto Star 


DETROIT. — Auto materials sup- 
pliers are looking forward to in- 
creased productivity and reports 
reflect confidence in a continuing 
boom. 

Included are: 

ALUMINUM — Reynolds Metals Co. 
looks for a continued rise in use of 
aluminum in automobiles as does 
Aluminum Co. of America, 

“You can look for it in body 
panels, bumpers, more aluminum 
roofs, fender panels, deck lids and 
hoods,” said Reynolds. 

Alcoa estimated that car applica- 
tions should consume 23.5 percent 
more aluminum this year than actu- 
ally was used in 1956 models. 

However, the Aluminum Assn. 
noted that primary production 
dropped 1 percent in January from 
the December, 1956, total. 

Reynolds also looks for use of 
aluminum in engine blocks and 
radiators. “No automotive construc- 
tion material has a growth curve 
that can compare with aluminum,” 
said J. F. Saut, Reynolds automo- 
tive sales manager. 

The average 1955 model con- 
tained 29.6 pounds of aluminum, 


4 New Plants 
Nearly Completed, 


Firestone Says 


AKRON. — Before October, Fire- 
stone Tire & Rubber Co. will 
complete four new manufacturing 
plants costing about $30 million, 
according to Harvey S. Firestone, 
chairman. 


In addition, Firestone said, the 
company is going ahead with ex- 
tensive expansion, modernization 
and improvement plans in many of 
its existing plants. 

The new plants scheduled for 
early completion are a butadiene 
manufacturing plant in Orange, 
Tex.; a tire plant in Havana, Cuba; 
an air springs plant in Noblesville, 
Ind., and a tire plant in Manila, 
Philippine Islands. 

Existing plants figuring in the 
improvement program are in Potts- 
town, Pa.; Lake Charles, La; 
Akron; Fall River, Mass.; Los 
Angeles and Des Moines in this 
country, plus Brentford, England; 
Buenos Aires, Argentina, and Port 
Elizabeth, South Africa. 

A multimillion dollar expansion 
program also has been announced 
_ Firestone’s plant in Hamilton, 

t. 

Firestone said the overall expan- 
sion program would increase the 
company’s capacity for synthetic 
rubber production to 230,000 a year 
within the next few months. 


National Fibres 


Increases Sales 


NEW YORK. — Although sales 
of National Automotive Fibres 
showed an improvement in the 
fourth quarter of 1956, total sales 
for the year amounted to about 
$46,500,000, compared with $72,542,- 
340 in 1955. This was a 36 percent 
decline. 

John G. Bannister, president, 
said, “Judging by current sales to 
our automotive customers, the 
recent improvement will probably 
continue during the first half of 
this year.” 

Under the new management 
which assumed control last Sep- 
tember, National Automotive Fibres 
is actively engaged in a broad pro- 
gram of product and market diver- 
sification. 


UMS Shifts Zones, 
Picks 2 Managers 


DETROIT.—United Motors Serv- 
ice Division of General Motors has 
opened a new zone office in New 
York’s Coliseum Building. It will 
be headed by John J. Traviesas 
with O. B. Turner jr. as assistant 
manager. Turner formerly was as- 
sistant manager in St, Louis. 

Traviesas formerly was assistant 
manager of the New York zone 
which was located in Kearny, N. J. 
The Kearny office, at 234 Schuyler, 
now is the Newark (N.J.) zone 
with W.A, Price as manager. 
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according to Alcoa, with the 1956 
models averaging 34.6 pounds and 
it was estimated the 1957 models 
will use an average of 38.1 pounds. 

An auto salesman was quoted as 
saying: 

“They (the public) go for alumi- 
num because they have had experi- 
ence with it and they feel that it is 
a good thing. 

“I bring it out in my sales talk 


House Gets Bill 
To Exempt Autos 
From U.S. Liens 


WASHINGTON, D. C.—Rep. Al- 
vin M. Bentley, Michigan Republi- 
can, has introduced legislation to 
amend the Internal Revenue Code 
of 1954 to exempt a mortgagee, 
pledgee or purchaser of a motor 
vehicle from any Federal tax lien 
of which he has no actual notice 
or knowledge. 

Under present law, only securi- 
ties are excepted from the opera- 
tion of Federal tax liens when a 
purchaser or mortgagee has no 
— notice or knowledge of the 

en 

Bentley’s bill is endorsed by 
NADA and is supported by the na- 
tion’s new-car and new- truck 
dealers. 

Bentley described the situation 
that is possible under current law 
to stress the need for his bill. He 
said, “Let us assume that a Mr. 
Jones bought a car on Apr. 1, 1956. 
Let us further assume that Mr. 
Jones had not paid Federal income 
taxes for some time and that the 


Federal Government had a lien! 


placed on Mr. Jones’ pony on 
May 1, 1956. On May 3, 1956, Mr. 
Jones sold his car to a dealer. Mr. 
Jones than skipped town, Let us 
further assume that on June 1, 1956, 
the dealer sold the car to a Mr. 
Smith. 

“Revenue agents can, on June ist 
or any day thereafter, seize the car 
because of the Federal tax lien on 
it. Mr. Smith is therefore out of his 
ear or forced to pay Mr. Jones’ 
back taxes.” 

Bentley’s bill proposes to add mo- 
tor vehicles to securities as an ex- 
ception on the grounds that the 
existing constructive notice require- 
ment has hampered the sales of 
new and used automobiles in inter- 
state commerce. 

Current provisions of the Internal 
Revenue Code allow the Federal 
tax lien to attach to autos and all 
other goods except securities upon 
the filing of notice with the State 
or U. S. District Court in the re- 
gion where the property is situated. 

Any later purchasers or mort- 
gagees of goods attached by such 
filing are put on constructive no- 
tice, even though they may have 
no actual knowledge of such a lien. 
They are then bound to pay the 
amount of Federal income, gift, or 
estate taxes due on such an article 
before clear title can be obtained. 

Bentley said that under the pres- 
ent law, an undue hardship may be 
placed upon any purchaser because 
the car he buys may have a tax lien 
asserted against it to satisfy a de- 
linquent claim against a taxpayer 
whose identity and whereabouts 
are unknown to him. 





because I feel aluminum will keep 
the car looking new for a longer 
time. Also, the color effects in alu- 
minum trim in our car give Me an 
added sales feature—one the cus- 
tomer can enjoy at no extra cost. 

I'd say the reaction of the pub- 
lic is very good. Women particu- 
larly like it, both for color and 
style, and for ease of mainte- 
nance.” 

CuemicaLs—An estimated $2.5 bil- 
lion will be spent on new domestic 
construction in 1957 and 1958, 
according to John E, Hull, presi- 
dent, Manufacturing Chemists’ 
Assn., Inc. 

A survey conducted by the group 

showed that domestic chemical con- 
struction projects brought into pro- 
duction during 1956 cost more than 
$1.1 billion. 
Hull said the projects included 
in the report are located in 406 
communities in 44 states. 

Zinc—If 1957 automobile produc- 
tion follows forecasts, the total 
volume of zinc die castings pro- 


duced this year will be at or near| 
an alltime high, according to the) 


American Zinc Institute. 


Domestic smelter production of | 
slab zinc during 1956 reached an all-| 


time high of 1,062,954 tons, accord- 
ing to John L. Kimberley, evecutive 
vice-president of the institute. 


This is a 3 percent boost over 


the previous record year of 1955, | 


he said, 

Biggest user of zinc die castings | 
is the automobile industry, Kimber- | 
ley said. Applications are trim, head | 
and tail light assemblies, inst ru- 
ment panel assemblies, instrument 


carburetors, windshield wiper mo- 
tors, door handles, window cranks 
and components for air condition- 
ing systems. 

CopPrer AND Brass—A labeling pro- 
gram, designed to encourage and 
Promote the manufacture and sale 
of solid copper and brass articles, 
has been launched by the Copper & 
Brass Research Assn. 

The labels will be distributed free 
to assist manufacturers of “quality” 
products in combatting increasing 
competition from “inferior” plated 
products, it was said. 


Harvester Halts 
Light-Duty Work, 
Plans New Line 


CHICAGO. — International Har- 
vester temporarily has stopped pro- 
duction of its “light line” of motor 
trucks, manufactured at its Spring- 
field (O.) plant, it has been an- 
nounced by Vice-President W. C. 
Schumacher. 

He said the stoppage was caused 
by installation of new tools and 
equipment and rearrangement of 
equipment in preparation for a new 
line of Springfield models to be in- 
troduced early in April. 

Schumaher said Harvester plans 
no model change in its medium 
and heavy-duty lines, produced at 
Fort Wayne, Ind., and Emeryville, 
Calif. He said only minor changes 
will be made in the company’s line 
of multi-stop units produced at 
Bridgeport, Conn. Production at 
these three plants continues unin- 
terrupted. 








Vauxhall’s New Victor— 


This is the new Victor model being offered by Vauxhall Motors, Ltd., General 
Motors’ British subsidiary. With an overall length of 166 inches, it has a 98-inch 
wheelbase and is powered by a four-cylinder overhead valve engine developing 54.8 
brake horsepower at 4,200 r.p.m. It weighs 2,130 pounds and gets 33 miles to the 
gallon. The car is intended for export as well as home use. 


he 
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Texas Plant Builds 250,000th Car— 
The 250,000th car produced at the General Motors B-O-P assembly plant, Arlington, 


Tex., is shown as it comes off the line. 
Chief, are W. J. Baughman, left, 


On hand to inspect the car, a Pontiac Star 
production superintendent, and C. K. Overholser, 


Dallas Pontiac zone manager. The plant went into operation in 1954. 





can National Bank & Trust Co. in 


\its bulletin, Installment Credit | 


Notes. 
“If the credit we are extend- 
| ing today meets the definition of 
sound installment credit — credit 
extended on reasonable terms to 
people of good character with 
capacity and ability to pay—then 


| we need not be fearful of its per- | 
panel assemblies and such parts as| 


formance under adverse business 
| conditions,” the bulletin said. 

“Our delinquencies may increase, 
but our eventual liquidation will be 
|as good as it has been in the past,” 
the bank said. 

The bulletin compared install- 
ment credit granted in 1929 with 
that granted in 1957. The bank said 
that the experience of sales finance 
companies during the depression is 
often cited as proof that install- 
ment credit is so fundamentally 
sound that it liquidates without 
trouble even in a period of business 
stagnation. 

“Before we accept this state- 
ment,” the bulletin said, “we should 
compare the kind of business being 





done today with the kind . . . being 
done prior to the depression years.” 
The bank noted that in 1929 
the portfolios of sales finance 
companies consisted almost 


Auto Buyer Wins 
$10,000 Verdict 
Over Bad Brakes 


DETROIT, — A Federal court 
jury here has awarded Baxter 
Haley $10,000 damages in a suit 
which alleged an accident was due 
to faulty brakes. 

The suit was brought against 
Sheldon Motor Sales, Inc. (Oldsmo- 
bile), Detroit, and General Motors 
Corp. Haley alleged that Sheldon 
was negligent in repair of the car 
and GM was negligent in manufac- 
ture. 

Haley said the brakes failed as 
he tried to avoid an oncoming car. 
His new car went off the road and 
struck a fence, Damage to the car 
was estimated at $1,200. 

He said he purchased the car 
Dec. 28, 1955, and the next day re- 
turned it to Sheldon for brake re- 
pairs. He testified that he had 
made several other trips to the 
dealership for repairs before the 
accident, each time because of the 
brakes. 


10,206 Salesmen Enter 


Chevrolet 50-100 Club 


DETROIT. — More than one- 
third of the Chevrolet’s retail 
salesmen made the company’s 
honorary sales organization in 
1956, according to W. E. Fish, 
general sales manager. 

The number was 10,206 whose 
volume-of sales last year qualified 
them for membership in_Chevro- 
let 50-100 Car Clubs. The 66 top 
retail salesmen will be brought to 
Detroit March 18 for a two-day 
program as guests of Chevrolet. 








Sound Terms the Key, Bank Says... 


Credit Fears Allayed 


CHICAGO. — Businessmen who |} 
grant credit on a sound basis were | 
reassured last week by the Ameri- | 


entirely of auto paper. Terms on 
cars then required a downpay- 
ment of one-third on new cars 
and 40 percent on used cars over 
two years old, 

Maximum terms for the most 
part were 12 months, with less than 
|13 percent of the volume running 
|over 12 months. Less than 8 percent 
of the paper was short on the 
required downpayment, the bank 
said. 

The stock market crashed in the 
fall of 1929, but all of those 12- 
month contracts were paid before 
the end of 1930, the bank said. 


184 Top Salesmen 
For Mercury Win 


Vacation Trips 


DEARBORN. — Mercury has 
awarded 184 top salesmen in Mer- 
cury dealerships expense-paid trips 
to Miami, Havana, Mexico City and 
Tucson, Arizona. 

George S. Coats, general market- 
ing manager, said the prize-winning 
salesmen sold 32,620 cars, including 
$42,616,376 worth of Mercurys, $16,- 
861,942 worth of Lincolns and $17,- 
706,183 worth of used cars. 

Of the top Inner Circle award 
winners, 56 salesmen and their 
wives will visit Havana and 36 
couples will visit Mexico City. The 
92 Regional Circle Winners will 
either visit Miami or Tucson. 

Top Mercury salesman was Sid 
Chrystal, Paul Aselin, Inc., Newark, 
N. J., who sold 239 Mercurys. Top 
Lincoln salesman with 65 is Domi- 
nick Morley sr., 67. Clark & White, 
Inc., Boston. Chrystal also was high 
man in 1955, Morley took the top 
spot in 1955 and 1953. 


Open House Sales 
Hit 634 in Hartford 


HARTFORD, Conn.—The two-day 
Washington’s Birthday Open House 
of Hartford-area dealers outstripped 
last year’s sales, both in the number 
of cars sold and dollar total. 


Israel S. Grody, chairman of the 
two-day event, reports that a total 
of 634 cars was sold, with total sales 
value of $1,480,000. This was sub- 
stantially above last year when 586 
cars were sold, with sales valued at 
$1,350,000. 

A breakdown shows the following 
for this year: 

371 new models sold, with a sales 
value of $1,182,000, and 263 used cars 
at $298,000. 

Thirty-three car firms partici- 
pated in the sale event, sponsored 
by the Hartford Automobile Deal- 
ers’ Assn. The goal set for sales was 
$2,000,000. 


Yeggs Rob Dealerships 


ST. LOUIS.—Safe crackers blitzed 
two auto dealerships here and got 
away with $5,800 in cash and about 
$4,800 in checks. Victims were Ben- 
der Motor Co. (Lincoln-Mercury), 
$3,300 in cash and $4,800 in checks, 
and Lindburg Cadillac Co., $2,500 in 
cash. 
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Every one a DeSoto! 


Yes sir, mister, this is De Soto’s “‘big three’—the big three that 
covers the market six ways from Sunday. (Over 90% excluding the 
lowest priced cars.) 

Fireflite, Firedome and the new lower priced FireSweep—a heads-up, 
fast moving trio that gives every De Soto dealer the hottest selling 
and profit combination in the industry. 





The new FireSweep series alone opens up a market for De Soto 
dealers that right now accounts for a whopping 28% of all automobile 
sales; it’s the lower medium price market and it’s growing every day. 
De Soto dealers with the conquest power of FireSweep are growing 
right along with it! 


Like we keep saying .. . 


IT PAYS TO BE A DESOTO DEALERI 
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Unusual Policy Includes No Advertising . . . 


Ex-Mechanic Runs N. Y. Outlet 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Frank Mirenda, 
who started as a grease monkey at 
Frank Chevrolet. 25 years ago and 
is now part owner, has developed 
his own ideas as to how an auto 
dealership should be operated. 

And these unsual ideas are 
paying off, Frank Chevrolet has 
been in the black every month 
since Mirenda and Dan Santa 
bought the dealership almost two 
years ago. Here are the princi- 
pal elements in Mirenda’s for- 
mula: 

1. No advertising, 

2. Exceptional service. 

3. Owners taking a personal in- 
terest in the customers. 

4. A willingness to answer emer- 
gency calls. 

5. A proven sales method based 
on demonstrations. 

Explaining his non-advertising 
policy, Mirenda said, “We've found 
that the best way to spend our ad- 
vertising dollar is in our own serv- 
ice department.” 

Mirenda and Santa feel that 
this policy of offering extra serv- 
ice to deserving customers in lieu 
of advertising has been directly 
responsible for their continuing 
black ink. 

Although Frank Chevrolet is in 
the heart of New York’s densely- 
populated Bronx, the neighborhood 
has the personality of a suburb and 
Frank has assumed the aura of a 
suburban dealership. In the midst 
of considerable activity, a relaxed 
atmosphere exists and customers 
are made to feel, at ease. 

Both Mirenda and Santa try to 
greet every showroom visitor ver- 


Portland Dealers 


Change Position 
On Finance Bill 


SALEM, Ore. — The Portland 
Automobile Dealers Assn. has with- 
drawn part of its opposition to a 
bill that would limit auto finance 
charges. 

Clark Graham, association presi- 
dent, appeared before the Legisla- 
ture in behalf of a bill introduced 
at the request of the Oregon Auto- 
mobile Dealers Assn. 

This bill, which would limit auto 
finance charges to 12 percent, was 
the dealers’ answer to another bill 
which would limit interest charges 
to 10 percent and place a 3 percent 
“cap” on the amount a dealer could 
charge a customer for guaranteeing 
a bank auto loan. 

Graham has now returned to tell 
the House Financial Institution 
Committee that the Portland deal- 
ers “do not care which bill is pass- 
ed.” 

However, the dealers asked the 
legislators to amend the bill so as 
to put a 10 percent limit on new- 
car charges and a 12 percent limit 
on used-car charges. 





Elect— 


newly elected officers and directors of the Miami Valley Used Car 


sonally before turning him over to 
a saleesman. 

“This serves,” they explain, “to 
give to the customer a feeling of 
importance,” they explain, “Every- 
one likes to know he has talked to 
the boss. He gets an added feeling 
of security when he knows that the 
boss is interested in his sale. 

“He feels he will get special 
attention from the sal and 
if he doesn’t feel he is being 
treated equitably, he can go to 
the boss. It serves to illuminate 
the customer's importance to 
himself, and puts him into a 
friendly state of mind toward us.” 

“One of us,” Santa said, “is 
always on hand. It makes a big 
difference in the way the customer 
feels, and it gives us an opportunity 
to always have the feel of the mar- 
ket; a knowledge of conditions as 
they develope, not after they have 
changed.” 

Both men stress the importance 
of high quality service. They say 


Waits Wins Suit 
Over Tax on 


Insurance Bonus 


WASHINGTON. — Federal Judge 
Cc. C. Wyche, according to the 
NADA here, has ruled that in- 
surance earnings of J. Ray Waits 
(Studebaker) were not taxable in- 
come of Ray Waits Motors, Inc., 
Charleston, S. C. 





The Government had taken the | 


position that the insurance com- 


much of their strong showing is 
due to the fact that their customers 
are willing to pay a little extra for 
the assurance of top service work 
at time of purchase. 

It has been their experience that 
every satisfied service customer 
leads to a new-car prospect, which 
has helped immeasurably in ex- 
panding their sales. 

Special and extra services fig- 
ure importantly in their bid for 
recognition of their desire to 
please the customer. No emer- 
gency is too small or inconveni- 
ent to warrant attention. Many 
times they are called upon to 
rescue a customer from a bad sit- 
uation, 

Demonstrators carry their weight 
in the sale of a car here too, Each 
salesman is furnished with his own 
demonstrator which is serviced and 
gassed at regular intervals at the 
firm’s expense. 

Each salesman is expected to 
follow a proven sales method 


which includes personal calls, tel- 


ephone calls, post cards and a 
substantial number of demonstra- 
tions. 
“Once we get the customer 
behind the wheel,” Santa said, “half 
the battle is won.” 


Auto-Lite Sales, 


Profits Dip in 56 


TOLEDO.—Electric Auto-Lite Co. 
reported 1956 sales of $231,587,694 


missions were earned by the deal-|and earnings of $2,345,887. These 
ership and paid to Waits as a figures compared with record sales 


“disguised dividend.” 


This was based on the fact that | 


Waits owned 720 of the 750 shares 
of company stock and that Waits’ 
bonus was increased from 15 to 20 
Percent. 


Judge Wyche, NADA said, ruled | 


that there was good reason for 
incorporation—to insure the con- 
tinuation of the company in the 


event of Waits’ death—and the|Mittee and 


of $296,007,212 for 1955 and earn- 


ings of $10,102,060. 
It was reported that 1957 sales 


and earnings to date are substanti- 
ally higher than for the corres- 


ponding period a year ago. 
The company also announced the 


jappointment of an executive com- 


the election of C. 


bonus increase was justified by the | Russell Feldmann as committee 


boost in net profits. 


|chairman. Other members are John 


Waits Motors brought the suit to \C. Clark, James P. Falvey, James 
recover taxes paid under protest|B. Fenner, William Barclay Hard- 
on the insurance earnings of Waits, ing, Milo B. Hopkins and Parker 


and was upheld by the court. 


| Newhall. 





Dayton U. C. Group Hails 


Its Guarantee 


Program 


DAYTON, O. — G. Jack Davis| member does not stand behind a 
has been installed as president of| transaction, the association makes 
the Miami Valley Used Car Dealers| 890d for him. 


Assn. 

Davis, who served his first term 
as president several years ago, 
founded the organization’s double 
guarantee plan that has worked 
successfully and contributed to 
the reputation of association 
members. 

The plan provides that 
- - o 


if one 


to right (seated) are G. Jack Davis, president; Paul 


, and Ben King, secretary. Standing (left to right) are 
Barrar; Jake Roush; Al Siewe, sergeant-at-arms; Walt Seikel, treasurer; Harold 


Al Davis; Ken Smiley; William Hudson, and Harry Stevenson. 


Other officers installed at a 
dinner dance at Miami Valley Golf 
club, attended by 247 members and 
guests, were: 

Harold Welcome, first vice- 
president; Jake Roush, second vice- 
president; Ben King, secretary; 
Walt Seikel, treasurer; and Al 
Siewe, sergeant-at-arms. 

The retiring president, Paul 
Poeppelmeier, is chairman of the 
board of directors. New board 
members are Harry Stevenson, Ken 
Smiley, Dave Barrar, Al Davis and 
William Hudson. 

In a report to the members, 
Davis said the association has 
had to make good on only one 
guaranteed deal out of 5,000. 
The organization has 28 members 
with 315 years of dealer operations 
behind them. 

Davis told the members that 1957 
will be a good year for them, that 
expansion of the city and the com- 
munity assures greater demand for 
their products, 


Army Contract 


Goes to Reo 


LANSING. — The Army has 
awarded Reo a contract for 3,245 
military vehicles which will run 
nearly $20 million, according to 
John C. Tooker, president. 

Tooker said delivery of the 2%- 
ton, six-by-six trucks will begin in 
May and extend over a period of 
a year. He said that Reo also will 
enter the 200 to 375-horsepower 
diesel field this spring with new 
models. 


Rhoads, Erskine Honor Veteran Employes— 


Hank Rhoads and Bob Erskine, owners of Rhoads-Erskine Chevrolet, Beverly Hills, 
Calif., present service pins to veteran employees of their sales and service departments, 
From left are Erskine, Jerry Cady, 10-year veteran; Pete Aiello, five years; George 
Walters, 25 years; Rhoads; Ray Riffkind, 10 years; and Len Cortese, 10 years. Walters 
received a gold wrist watch for his long-term service with the dealership. 


Obituaries 


Richard H. Gillespie, 47, 


GMC Fleet Sales Chief 

PONTIAC.—Richard H. Gillespie, 
47, truck fleet sales manager for 
GMC Truck & Coach division, died 
Feb. 28 while in New York on a 
business trip. 

A native of Berkeley, Calif., Mr. 
Gillespie joined GMC in 1937 and 
came to Detroit last summer when 
he was appointed to his last-held 
post. He formerly had served as 
New York zone manager and east- 


ern regional sales manager. 
= ” 


Weldon Payne, 41, 


Montana Dealer 

DILLON, Mont.—Weldon Payne, 
41, and his son, Reed, 14, were 
among five persons killed Feb. 26 in 
the crash of a private plane near 
Spencer, Id. Mr. Payne operated 
College Motors Co. (Buick-Stude- 
baker) here. 

Also killed were Donald J. Smith, 
Dillon city attorney and pilot of the 
plane; Mr. Smith’s wife, Anna Lou, 
and their daughter Debra, four 
month. The group had flown to 
Montpelier, Id., to visit Mr. Payne’s 


father, who was ill. 
= * a 


Mrs. Helen R. Rochlitz 

BALTIMORE.—Mrs. Helen R. Rochlitz, 
vice-president, Mid City Sales Co., 509 E. 
Twenty-fifth St., died after a paralytic 
stroke. Mrs. Rochlitz, who was 60, is sur- 
vived by her husband, Joseph J. Rochlitz, 
president of Mid City. 
* * * 


Rufus A. Lipps 
DANVILLE, Ky.—Rufus A. Lipps, for 11 
years an auto dealer here and later the city 
tax assessor, died Feb. 21. 
* * 


* 

Sir William Letts 
LONDON, England.—Sir William Letts, 
one of England's first auto manufacturers, 
died Feb. 25 in Llandudno, Wales. He would 
have been 84 the next day. Sir William 


Baker Industries 
Buys Stock Block 
Of L. A. Young 


DETROIT. — Baker Industries, 
Inc., Newark, N. J., has acquired 
a block of 143,505 shares of com- 
mon stock in L. A. Young Spring 
& Wire Corp., Detroit, according to 
Soloman R. Baker. Baker chair- 
man of the board and president, 
and N, D. Ely, L, A. Young presi- 
dent. 

The block of shares represented 
holdings of the L. A. Young family. 
No price was disclosed. 

Baker, a resident of Beverly Hills, 
Calif., has been elected a director 
and chairman of the board of L. A. 
Young Spring & Wire Corp. The 
board chairmanship had been va- 
cant. Louis Levine, Leominster, 
Mass., a vice-president of Baker 
Industries, also was elected a direc- 
tor of L, A. Young. 

Baker and Ely said there is no 
change contemplated in present 
management of L. A, Young. The 
policy of expansion and diversifi- 
cation, begun three years ago, will 
be continued. L. A. Young also 
plans to continue a high volume 
output of spring and wire products 
for the automotive and other in- 
dustries, they said. 


was formerly managing director of Crossley 
Motors, Ltd. In 1925 he became president 
of the Society of Motor Manufacturers and 
Traders. 

* = * 


Ernest Bland Satcher Sr. 
AUGUSTA, Ga.—Ernest Bland Satcher 
sr., 73, a retired used-car dealer, died Feb. 
22 at University Hospital here. 
* * * 


Harold L. Baldwin 

MUSKEGON, Mich.——-Harold L, Baldwin, 
51, market research manager for Sealed 
Power Corp., died Feb. 23 after a heart 
attack. Mr. Baldwin entered the automobile 
industry with Buick and had been with 
Sealed Power since 1934, He was president 
of the Piston and Pin Group, was repre- 
sentative to the Piston and Ring Group and 
was a member of the marketing committee 
of the National Standards Parts Assn. 


* * * 
Dougall Gilchrist Campbell 
SEATTLE.—Dougali Gilchrist Campbell, 
75, retired credit manager for International 
Harvester Co., died Feb. 26. He was a na- 
tive of Durham, Ont. 
* * * 


Ray H. Kerns 
TACOMA, Wash. — Ray H. Kerns, %, 
manager of the General Motors Acceptance 
Corp. office here, was killed Feb. 26 in a 
traffic accident near McCleary, Wash. He 
was a native of Goshen, Va. 


* * * 
Clide C. ith 
GLENFORD, O.—Clide C. Smith, owner 
of Lakeside Motors, Thornport, O., died 
Feb. 27 of a heart ailment. 


* * * 


Gardner W. McGrath 

POULTNEY, Vt.—Gardner W. McGrath, 
a former Ford dealer, is dead. A onetime 
member of the Vermont Legislature, he also 
had served as town treasurer and as man- 
ager of the New England Telephone & Tele- 
graph Co. here. 

* * * 
Elmer J. Seal Sr. 

PICAYUNE, Miss.—Elmer J. Seal sr., 58, 
a former automobile dealer died Feb, 22 
after a heart attack. 


* * * 
G. B. LaSuer 
BIRMINGHAM, Ala. — G. B. (Jerry) 
LaSuer, 54, former regional manager for 
Chrysler in Atlanta, died in Birmingham 
where he operated LaSuer Chrysiler-Plym- 
outh Co. 
* * * 
A. J. Tolleson 
ARKADELPHIA, Ark.—A. J. Tolleson, 
68, an Arkadelphia automobile dealer, died 
Feb. 24 in a hospital in Little Rock, Ark. 
* * 


* 
Mrs. Walter C. Marmon 
ST. PETERSBURG, Fila. — Annie Hall 
Marmon, 85, widow of Waiter C. Marmon, 
an auto pioneer, died Feb. 25. 
* * * 
Henry C. Gillespie Sr. 
CORPUS CHRISTI, Tex.—Henry C. Gil- 
lespie sr., 79, a retired Buick field official, 
died Jan. 25. Mr, Gillespie joined Buick’s 
sales organization in 1921 in Memphis and 
was southern regional manager when he re- 
tired in 1948. He then moved to Corpus 
Christi where a son, Henry C. jr., heads 
Gillespie Buick Co. 
* * * 
Jule F. Acker 
MILES CITY, Mont. — Jule Ferdinand 
Acker, 68 a former machinist who was one 
of the city’s first automobile dealers, is 
dead. Mr. Acker operated Nash-Acker Mo- 
tor Co. for 20 years before retiring in 1949. 
* ” * 


Philip T. Geiger 
GLENDIVE, Mont.—Philip T. Geiger, 28, 
who operated Gate City Auto Sales Co, here 
with his brother, Nick, is dead. 
* * 


Willie B. Crabtree 
MONTICELLO, Ky. — Willie Bart Crab- 
tree, 32, used-car dealer here, died March 1. 
* io * 
William C. Marshall 
OSHAWA, Ont. — William C. Marshall, 
former national fleet manager of General 
Motors of Canada, Ltd., is dead. Mr, Mar- 
shall joined Chevrolet sales here in 1919 
and was named national fleet manager in 
1930. He retired in 1953. 
* * * 
R. Oursler 
ST. LOUIS.—Harry R, Oursler, 60, vice- 
president and general manager of Roberts 
Chevrolet Co, here, died March 2. Mr. Ours- 
ler had been with the firm 21 years. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 














Week Week Total Jan. 1 
Ended Same Ended Output, To 
March 9, Week, March2, Febru- March 11, 
1957 1956* 1957* ary* 1956* 1957 

AMERICAN MOTORS = 2,275 3,705 2,289 8,380 33,560 17,548 
SEEENOE. sicsovecsoccossecvsvesneee 45 258 53 172 2,672 512 
STEER ‘hisisevcrcseneescenseviorcnsoges 130 726 126 500 6,785 1,263 
ee 2,100 2,721 2,110 7,708 24,103 15,773 
CHRYSLER CORP. .... 31,200 17,109 29,020 123,884 197,901 285,567 
IEEE cextcccerssescensesesen 3,150 2,329 3,062 12,983 24,894 31,005 
ae 1,150 244 1,026 3,895 3,122 8,836 
ED cacorcccesesscrevscscesesess 3,100 2,269 3,553 14,720 24,036 34,747 
Seren 7,050 3,447 6,666 26,645 40,641 63,141 
RITE. ovecreccrectvcsaness 16,750 8,820 14,713 65,641 105,208 147,838 
FORD MOTOR. ............. 43,275 33,867 42,641 168,674 342,736 417,897 
Continental .................... 30 43 35 99 678 188 
EPCS eencscssssvesccesevecensncsenese 33,800 28,029 33,879 133,471 277,851 328,232 
AIEEE. scccccccevcctecscowstvonee 1,060 849 1,080 4,297 12,124 11,516 
PUI cocnnceceessesescssesnes 8,385 4,946 7,647 =—30,807 52,083 77,961 
GENERAL MOTORS .. 63,623 76,714 64,733 263,646 748,350 647,942 
SEEEEEEID - vsscneustovscocensoussteveieee 10,169 14,603 10,749 45,511 151,023 111,952 
REED secscrvevevterewseninecin 3,360 3,368 3,503 13,449 33,132 32,581 
Chevrolet. ......:............. 30,100 37,785 30,261 124,637 357,267 312,886 
Oldsmobile .................... 10,694 11,958 11,288 43,248 117,668 101,422 
EEID  sccccsesserescoscensninsts 9,300 9,000 8,932 36,801 89,260 89,101 
&-P CORP. .................s00.0000 1,790 1,445 1,679 6306 31,018 15,440 
a 310 601 301 1,643 4,741 4,166 
Studebaker .................... 1,480 844 1,378 4,663 26,277 11,274 
Total Cars, U. S........... 142,163 132,840 140,362 570,890 1,353,565 1,384,394 





Revised. 


COMMERCIAL CARS 


(U0. S. PRODUCTION ONLY) 























Week Week Total Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
March 9, Week, March2, Febru- March 11, March 9, 
1957 1956* 1957* ary* 1956* 1957 
MEE cdesiinsnbcanandle 7,700 8,383 7,331 29,998 83,636 72,416 
DIAMOND T ................... 80 103 86 321 946 787 
ES 380 80 80 320 911 766 
ee 1,950 1,5A1 1,735 7,390 16,725 17,491 
EEEIED | Sectiiititenedshasshousinsentionton 5,900 6,427 7,026 32,168 63,878 62,678 
GMC 1,800 2,205 1,364 6,130 20,611 15,472 
INTERNATIONAL ...... 1,781 2,816 815 5,051 29,907 17,845 
SI cline ciicdjssisisilebanciiallaay 365 354 346 1,534 3,365 3,744 
ee 80 60 71 283 741 651 
STUDEBAKER. ............... 214 124 237 939 2,265 2,358 
ian cenicsiesliciinl 350 325 345 1,362 3,928 3,233 
IE, sil icnclinidittiaahakien': .dierctode 1,433 1,682 6560 12,348 13,098 
MISCELLANEOUS*** 48 47 47 169 477 405 
Total Trucks, U. S....... 20,348 23,898 21,665 92,225 240,738 210,944 
Total Cars, Trucks, 
Uv. &. cesssesseeeceseeeeeeeeh62,511 156,738 162,027 663,115 1,594,303 1,595,338 
Total Cars, Trucks, 
I oi cntieccboixidinen 10,376 8,288 10,622 34,122 71,460 93,624 
Grand Total, 
Cars and Trucks, 


U, S. and Canada.... 172,387 165,026 172,649 697,237 1,665,763 1,688,962 





*Revised. Misceliancous includes Corbitt, Marmon-Herrington, 
Drive, ete. 

N.B.: All U. S. totals include cars and trucks for military orders. 

***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack 


Federal, F o u r-Wheel 





Prices Hiked $41 to $78... 


AMC Drops Ad Charge 


(Continued from Page 3) 


up $5; total, $57.60. Increase to 
buyer should be not more than 
$17.60. 

All other Rambler models— 


Price Calls 


Rambler in TV Contest 
Brings Action 


DETROIT. — In connection with 
NBC-TV’s “The Price Is Right” pro- 
gram last week, a 1957 Rambler 
Custom Cross Country station wag- 
on was offered as a prize in a 
group of merchandise. 

To win the prizes, which included 
the car, golf clubs, cosmetics and 
other gifts, viewers had to guess the 
total retail price of all the items. 

Immediately after the Monday 
show switchboards at Nash and 
Hudson dealerships were deluged 
with calls from viewers wanting to 
know the exact price of the Ram- 
bler. Some dealers reported answer- 
ing more than 100 phone calls in a 
day 


“But I’m not complaining,” said 
one dealer, “I’ve already sold four 
cars as a result of the show.” 


Advertising charge was $40. Sug- 
gested retail price rose $52.65; 
excise tax up $5; total, $17.65. In- 
crease to buyer should be not 
more than $17.65. 

NASH and HUDSON — Super 
four-door sedan and two-door hard- 
top and Custom two door hardtop 
—Advertising charge was $50. Sug- 
gested retail price rose $65.80; 
excise tax up $5; total, $70.80. In- 
crease to buyer should be not more 
than $20.80, 

Custom four-door sedan — Ad- 
vertising charge was $50. S 
retail price rose $65.75; excise tax 


up $5; total $70.75. Increase to 
buyer should be not more than 
$20.75. 





Autos, Autos Everywhere 
LOS ANGELES.—The Los An- 


Commerce. Registratio 
totalled 3,114,774, which also was 


higher than the figures in 41 
states. 





Chrysler Holds Near Peak .. . 





March Output Slated 


«|To Rise to 610,000 


‘Continued from Page 1) 


- corporate output at an estimated 
63,623 cars last week, compared 
with 64,733 units a week earlier. 

Chevrolet was down slightly from 
30,261 units the previous week to 
30,100 last week; Buick was off from 
10,749 to 10,169; Oldsmobile down) 
from 11,288 to 10,694, and Cadillac 
off from 3,503 to 3,360. Pontiac was 
the only GM unit to hike output 
last week as it jumped from 8,932) 


to 9,300 units. 
* 


* * 


oe MOTOR, with Mercury divi- 
sion hiking schedules, upped its} 
assemblies from 42,641 units a week 
earlier to 43,275 last week. 
Ford division was about even 
with 33,800 last week compared 
with 33,879 the previous week. 
Lincoln was down from 1,080 to 
1,060 units. Continental was off 
from 35 to 30. Mercury was up 
from 7,647 to 8,385 assemblies. 
Chrysler Corp., with only its De- 
Soto division showing a decline 
from the previous week, upped its 
schedules from a corporate total of 
29,020 units a week earlier to 31,200 


last week. 
A BREAKDOWN of Chrysler 
Corp. operations showed Plym- 
outh up from 14,713 to 16,750 units; 
Chrysler division up from 3,062 to 
3,150; Imperial up from 1,026 to 1,- 
150; Dodge up from 6,666 to 7,050, 
and DeSoto down from 3,553 to 3,100 
units. 

S-P turned out 1,790 cars last 
week for a 111-unit increase from 
the previous week’s output of 
1,679 units. 

Studebaker was up from 1,378 
units a week earlier to 1,480 last 
week, while Packard hiked its 
schedules from 301 units the pre- 
vious week to 310 last week. 

. - * 


Am dropped from a corporate 
total of 2,289 units a week ear- 
lier to 2,275 last week. 

Rambler was off from 2,110 units 
the previous week to an estimated 
2,100 last week; Hudson was down 
from 53 to 45, and Nash showed 
a four-unit increase from 126 to 
130 units. 

Truck production dropped from 





* ~ : 


Teen-Age Road-e-o 


'To Reach 3,200 


U.S. Communities 


NEW YORK, — Rear Adm. H. B. 
Miller, director of the White House 
Conference on Highway Safety, ad- 
dressing the kickoff luncheon of the 
National Teen-Age Road-e-o last 
week, stressed that this national 
driving event is “much more than a 
contest for prizes.” 

“The Teen-Age Road-e-o is an 
activity that the President’s Con- 
ference on Highway Safety is happy 
to commend,” Miller said, “It pro- 
vides an opportunity for all the 
youth of America to demonstrate 
that they are responsible, capable 
and safe drivers.” 

Announcing the opening of the 
1957 National Teen-Age Road-e-o, 
Wendell H. Ford, president of the 
U. S. Junior Chamber of Com- 
merce, said that young people in 
more than 3,200 communities will 
participate. Local Road-e-o compet- 
itors get under way in many areas 
this month under Jaycee direction. 

Besides being judged on their 
ability to handle an automobile, 
Road-e-o participants will be tested 
on driving rules and psychological 
attitudes. 

Champions from each of the 48 
states, Alaska and Hawaii will re- 
ceive an expense-paid trip to Wash- 
ington, D. C., where they will par- 
ticipate in the national finals, Aug. 
12-15. This year the three top final- 
ists will receive scholarship awards 
of $2,000, $1,500 and $1,000, 

Attending the kickoff luncheon 
were executives representing the 
four sponsoring organizations: 
Liberty Mutual _ Insurance Co., 
American Trucking Assns., Inc., 
Chrysler Corp. and Pure Oil Co. 


21,665 units the previous week to an 
estimated 20,348 units. Last week’s 
output also was a 14.9 percent de- 
cline from the same week a year 
ago, when the manufacturers turned 
out 23,898 trucks. 
+ = * 

ans truck output totalled 

92,225 units, compared with the 
101,471 turned out in February, 1956. 
Truck output for the first nine 
weeks of this year was running 
about 12.4 behind the same period 
a@ year ago. 

Willys’ lines were closed last 
week for field inventories. 

Canadian car-truck operations 
last week produced an estimated 
10,376 vehicles—down slightly from 
the 10,622 cars and trucks turned 
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out a week earlier. February output 
in Canada totalled 34,122 units. 
* * * 


Austin Works Nights 
To Boost Production 


BIRMINGHAM, England.—Austin 
Motor Co., Ltd., has announced 
that it has resumed full night shift 
work in an effort to increase pro- 
duction at least 50 percent. 

Austin said this was the result 
of “very heavy export and home 
orders” for the new A-55 and “con- 
tinued heavy demand” for the A- 
35. 


750,000th °57 Ford Rolls 
From Production Line 


DEARBORN. — The _ 750,000th 
Ford car of the 1957 model run was 
produced last week as Ford division 
continued its record-breaking sales 
and production pace, R. S, McNa- 
mara, division general manager, 
announced. 

Ford reached the three-quarter- 
million mark less than five months 
after public introduction of its 1957 
modeis, Production so far this year 
is 18 percent higher than in the 
same 1956 period. 





Sleekness, Lowness, Speed 
Keynote New Sports Cars 


(Continued from Page 6) 


model,” has a tiny four-cylinder, 
79-cubic-inch engine which is said 
to be capable of 100 miles an hour. 

One of the most-discussed models 
at the show is the Rambler Palm 
Beach which has a Farina body 
and a Rambler chassis and engine. 
Despite its Italian origin, it has the 
appearance of an American-type 
sports car. 

American Motors now owns the 
car, but a spokesman said AMC 
did not commission Farina to 
build it and that the company has 
no plans to produce it. 

Another Italian-American pro- 
duction is the exclusive and expen- 
sive Dual Ghia, a $7,600 unit which 
combines a Ghia body, a Dodge 
chassis and a modified Dodge en- 
gine. 

When the car was announced last 
summer, Dual Motors Corp. said 
production would be limited to 150 
a year, A company official said last 
week that about 115 have been sold 
and that sales probably will exceed 
the 150-unit goal by July 1. 

There are no plans to increase 
production, he said. 

Among other attractions are the 
Jaguar D, winner of the LeMans 
race the last two years, and the 
English Jensen 541, which features 
a fiberglass-reinforced plastic body. 

Another Ghia model is the Gilda, 





Victories at Daytona— 


Mary Jane Mangler, “Miss NASCAR, 
1957," helps pile up tires representing 17 
victories on Firestone tires in the 20 major 
events of the annual NASCAR races at 
Daytona Beach, -Fia. The victories on Fire- 
stone tires included seven records. The 
Daytona races marked the first time in 
which 14-inch tires were used in racing 
competition. 


an aluminum-bodied coupe design- 
ed to be powered by a rear engine, 
probably a gas turbine. 

It is said to have achieved a 
speed of 125 mils an hour with a 
motorcycle engine, and it is 
claimed that 187 miles an hour 
could be reached with an Ameri- 
can powerplant and possibly 225 
miles an hour with a racing en- 
gine. 

Classic-car fans clustered around 
a stately 1930 Bentley, a super- 
charged four-cylinder model with 
red leather upholstery. It featured 
a padded exterior, covered with 
pillow-soft black leather. 


Iowa Committees 
OK New Finance, 


Insurance Bill 


DES MOINES.—A bill that re- 
quires a full disclosure of finance 
and insurance charges to the car 
buyer and a mandatory refund in 
case of prepayment has been re- 
ported out by both the Iowa Senate 
and House Motor Vehicle commit- 
tees. 

The proposal was supported by 
the Iowa Automobile Dealers Assn, 
which announced, “From the deal- 
ers point of view, it is probably 
the most important piece of legis- 
lation that can be passed this ses- 
sion. 

“It is patterned after the model 
law dealing with the financing of 
cars and we believe the principal 
result will be to stop ‘finance pack- 
ing.’ It will tend to stabilize the 
merchandising of automobiles in so 
far as time sales are concerned.” 

The IADA approved a recom- 
mendation that the part of the bill 
calling for licensing of manufactur. 
ers be deleted. However, the bill 
does have a provision prohibiting a 
manufacturer from “failing to re- 
new” a contract without just and 
reasonable cause. 


$3.5 Million Part Order 


Given Chrysler by U. S. 
DETROIT.—Chrysler Corp. has 


vehicles previously turned over to 
other nations under the U. 8S. 
military defense aid program, 
R. L, Biggers, president, Chrys- 
ler Corp.’s Fargo (fleet sales) 
division, said this is in addition 
to the $8,352,000 contract for mili- 
tary-type trucks that the com- 
pany received earlier. The truck 
contract calls for 2,900 four-wheel 
drive trucks to be built expressly 
for export under the Govern- 
ment’s defense aid program. Ad- 
ditional funds to cover spare 
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Franchises Due in 2 Months... 


Chrysler Dealers Get 


Briefing on 


Reforms 


(Continued from Page 2) 


only objection at the DeSoto Coun- 
cil meeting was to a factory pro- | 
posal that DeSoto-Plymouth dealers | 
sign two franchises, one for each 
line of cars. 
However, when the dealers pro- 

tested against this plan, the 
factory officials quickly conceded 
that dual dealers could have one 
dual franchise if they so desired. 

Underlying this mildly-expressed 
objection was the principal note of 
discord and tension at the meetings | 
and apparently in the whole Chrys-| 
ler Corp. dealer body—the fear of 
being split-off from one line of cars. 
Similar fears were expressed at the 
Chrysler and Dodge meetings. 

+ * 


ge Need officials went to great 
lengths to reassure the dealers 
that they “would not use a hatchet” 
on the dual franchises and that a 
single-line dealership would not be 


Dealers Tell Me 


(Continued from Page 3) 


cultural " 
resourceful individuals and a credit | 


to the trade: | 
I WENT out of my way to return 
by the Kansas Turnpike now 
open from Wichita to Kansas City. 
This turnpike was constructed 
within a year. Like other turnpikes 
there is not a stoplight on the 
whole system. While the meridan 
strips are narrower than most turn- | 
pikes, it has marginal reflectors for 
night driving for the entire dis- 
tance. 

The service plazas, with beauti- 
ful restrooms, restaurants and fill- 
ing stations, are placed in the 
center of the roadway. 

This has the advantage of one 
set of buildings to service both 
lanes of traffic. But it requires 
the drivers to enter the plaza 
from the left hand side and may 
cause accidents which may cost 
more in the long run than the 

double service plazas, as exist on 
the Pennsylvania, Ohio and In- 
diana turnpikes, each serving a 


lane. 

An interesting safety develop- 
ment on the Kansas Turnpike is 
the posting of a speed range of 40 
miles an hour minimum and 
miles an hour maximum. Safety 
experts long have been interested in 
developing more respect for posted 
speeds. 

Everyone realizes that in posting 
@ speed limit, the maximum is safe 
only under ideal conditions. But 
the posting appears to encourage 
the driver to make the maximum 
even if the road is congested, or if 
it’s raining, snowing, icy or dark. 

It will be interesting to see if the 
Kansas markings will reduce acci- 
dents by placing the responsibility 
speed on the driver. Maybe it will 


make drivers more reasonable. 
* * * 


Get Out and Stretch 


ya ask why I drive on a turn- 
pike when I claim my principal 
idea for touring is to see people 
and places? Well, I have a general 
interest in roads and I expect to 
drive on those turnpikes as fast as 
they are developed. 

I will admit that turnpike driving 
is impersonal and wearisome. The 
accident rate of turnpikes is low, 
but it is a fact that with sustained 
speeds one is apt to become tired 
and drowsy. Most of the accidents 
are caused by a collision from the 
rear or with bridge abutments. 

It does require physical en- 


implements. They are 





who believes the use of the 
owner many wonder- 


1 cars unless people 
am a one-man cam- 
ng a fuller and saner 


installed near another dealer’s terri- 
tory until all interested parties 
were satisfied. j 

Nevertheless, the officials made 
it clear to the three groups that 
they had an objective (a fourth line 
of dealers), that they “might make 
it advantageous” for a dealer to 
take a single line and that they 
wanted to build a body of real 
quality dealers. 

William C, Newberg, Chrysler 
Corp.’s automotive group vice- 
president, assured the dealers 
that “under no circumstances will 
pressure be applied to a dealer 
to give up one franchise.” 
Some of the dealers felt that the 

delay in releasing the new contract, 
which corporation officials prom- 
ised a year ago and which probably 
won't be ready for another two 
months, was partly caused by 
“operation split-off.” 
- as +. 

4 eo dealer council meetings were 

held at the Chrysler division 
plant for Chrysler dealers, at the 


|Statler Hotel for DeSoto dealers 


and at the Sheraton-Cadillac Hotel 
for Dodge dealers. 

Said a DeSoto-Plymosith dealer: 

“When the meeting opened we 
had a million recommended 
changes ready, but they antici- 

pated our objections and had all 
the answers to them. They even 
went farther than we had in- 
tended asking them to.” 

Council members were also told 
that: 

1. The exact amount of the rebate 
for new cars carried into a new 
model year had not been decided 
upon, GM’s rebate is 5 percent. 

2.The dealer insurance would 
not be offered unless a substantial 
percentage of the dealers—possibly 
65 percent—wanted it. By a show of 
hands the dealers registered over- 
whelming approval of the insur- 
ance, 

3. The 100 percent warranty pro- 
gram, which Chrysler Corp. intro- 
duced almost a year ago, is pro- 
ceeding nicely. One group was told 
that the factory “wouldn’t check 
too closely on a dealer’s warranty 
claims until he goes wrong,” that 
is, until he tries to overcharge the 
factory on a claim, 

4. Dealers who were having 
trouble getting consumer financing 
should talk with zone officials who 
have been instructed to work this 
out with dealers. 


°57 Conventions 


Scheduled by 39 
States, Canada 


(Continued from Page 3) 


21-22: Federation of Automobile 
Dealers Assns. of Canada, 
Toronto. 

West Virginia, Greenbrier 
Hotel White Sulphur 


Springs. 
Se 


ptember 
6- 8: Maine, Samoset Hotel, Rock- 
land, 
Virginia, Hotel Roanoke, 
Roanoke. 
New York, The Concord, 
Kiamesha Lake. 
Wyoming, Sheridan. 
Kentucky, Sheraton-Seelback 
Hotel, Louisville. 
Colorado, Colorado Hotel, 
Glenwood Springs. 
Minnesota, Nicollet Hotel, 
Minneapolis. 
Wisconsin, Milwaukee. 
Arkansas, Marion Hotel, 
Little Rock. 
October 
New Jersey, Chalfonte-Had- 
don Hall, Atlantic City. 
Texas, Baker Hotel, Dallas. 
Oklahoma, Tulsa. 
Florida, Balmoral Hotel, 
Miami Beach. 
November 
Mississippi, Buena Vista Ho- 
tel, Biloxi, 
7: Connecticut, Hotel Statler, 
Hartford, 
December 
3: Utah, Hotel Utah, Salt Lake 
City. 


25-27: 


8-10: 
8-10: 


8-10: 
15-16: 


15-17: 
16-17: 
16-17: 
26-28: 
1- 3: 
2- 4: 


20-21: 
20-22: 


3- 5: 





CLASSIFIED WANT ADS 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


fad Ee 
were) 


engaged in all 
PER WORD FOR EACH 


branches of the nation's 
INSERTION 


automotive industry. 
POSITION WANTED ADS, 


Tle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar 


($1) 


Box Number ads are forwarded to advertiser, unopened. Display ads 
TEN DAYS iN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 


WANT AD DEPT., 


HELP WANTED 


SALESMEN — AUTOMOBILE direct mail 
service, top in field, exclusive territory 
High earnings. Car necessary. Will train. 
Box 6877, c/o Automotive News, Detroit 
26, 





GENERAL MANAGER with bookkeeping 
experience for small dual agency handling 
‘“‘Big Three’’ cars. Approximately 180 
cars at present. Farming community. 
Large government project nearby. Good 
potential. Age limit 40 years. Located 
mid-south state, Box 6878, c/o Automo- 
tive News, Detroit 26. 





SERVICE MANAGER for Chevrolet-Olds- 
mobile dealership (500 units new and 
used) in small Adirondack town, Handle 
all phases of service department opera- 
tion. Customer relations important, Per- 
manent position. Reply giving background, 
experience, salary, availability, age to 
Box 6869, c/o Automotive News, Detroit 
26. 





AUTO ASSISTANT SALES manager, This 
is the big opening that can take a self- 
starter straight to the top! One of the 
country’s biggest Lincoln-Mercury dealers, 
with a steady string of sales records to 
their credit, needs an experienced man, 


used to a volume operation. You'll get a) 


good salary, a liberal commission, free 
transportation, hospitalization and many 
other special executive benefits. Your 
efforts will be backed by one of the big- 
gest advertising campaigns in the coun- 
try, a crack sales force—and top man- 
agement that has proven its desire to 
reward men liberally for a job well done! 
To apply, phone HObart 2-5000 in Wash- 
ington, D. C. or write Mr. Leon Cherner, 
1781 Florida Ave., Washington, D. C. 


SERVICE 
MANAGER 


Familiar with Chrysler Corporation policies 
and products. Prefer southerner. Location in 
southern progressive city of 400,000 popula- 
tion. An exceptional opportunity for the right 
man. Salary and incentive plan one of the 
best . . . company has been in business over 
thirty-five years. 

Box 6909, c/o Automotive News, Detroit 26. 


AUTOMOTIVE 
DISTRICT MANAGER 


OPENINGS IN 48 STATES 


Select territories open for National Dis- 
trict Managers of expanding automotive 
inspection and warranty service worked 
through new and used car dealers. Repeat 
sales give you incremental earnings. Auto- 
motive sales experience and ability to 
handle men a must. Prime districts avail- 
able (possibly in your onoteed. 
Commissions and over-ride. rn $20 M 
per year or better. Send full resume. Box 
6913, </o Automotive News, Detroit 26. 


POSITION WANTED 


SERVICE MANAGER—25 years’ automo- 
tive experience. Desires to locate in east 
or southern states. Box 6891, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT-OFFICE manager. Young, 
energetic executive—fourteen years with 
volume operations including GM dealer. 
Familiar with Motor Holding manage- 
ment and will assume full responsibility 
for expense controis. New York area. 
Box 6871, c/o Automotive News, Detroit 
26. 


SERVICE MANAGER, Shop foreman, Well 
experienced—trucks and cars. Sober. Box 
6887, c/o Automotive News, Detroit 26. 

SALES MANAGER — 32, engaged, college 
graduate, honest, ambitious, aggressive. 
Ten years retail volume automobile sales 
and management experience (Ford, Lin- 
coln, Mercury). Proficient in hiring, train- 
ing salesmen who produce profit and 
create good will. Seeking permanent posi- 
tion, willing to travel. Furnish best of 
references. All replies answered. Box 
6889, c/o Automotive News, Detroit 26. 

SALES MANAGER or general manager. 
Preferably Buick or Buick dual from 200- 
400 new units. Capable of handling all 
Phases of operation. Ten years’ experi- 
ence. Thirty years old, GMI graduate. 
Interested in a change. Box 6890, c/o 
Automotive News, Detroit 26. 


Crossroads 


. . . Where they meet... 
buyers and sellers .. . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 


through an ad in Automotive 
News. 





POSITION WANTED 


TRUCK SALES representative. Experienced 
wholesale, retail and dealer management. 
Want position with manufacturer or ex- 
clusive heavy truck dealer. Diesel experi- 
ence. Box 6861, c/o Automotive News, 
Detroit 26. 





GENERAL OR USED CAR manager, Un- 
der 35 with seven years’ retail manage- 
ment experience, Top record of results in 
medium dealership, ‘‘Big Two’’—south- 
east only. Buyin desirable. Box 6892, c/o 
Automotive News, Detroit 26. 





MECHANIC—TWENTY years’ experience. 
Sober and capable. Good references. Able 
to take charge of small shop and parts 
departments. Prefer Studebaker or Hud- 
son, others considered. Box 6902, 
Automotive News, Detroit 26. 


c/o 





YOUNG, AGGRESSIVE used car manager 
desires permanent position either in 
southern Florida or Detroit are&. Good 
man who will match production with any- 
one. No family deals, please, Have refer- 
ences. Box 6903, c/o Automotive News, 
Detroit 26. 





SERVICE MANAGER in dealership with 
Ford products. Ten years’ experience in 
small and large dealerships. Would con- 
sider parts and service supervisor. Age 
36. References furnished on request. 
Phone 4-8691 or write 618 Waugh Ave., 
Greensboro, N. C. 





SELF-STARTING, 40-year-old, western sales 
manager for large transport and barge 
lines, is retrenchment victim. Not hand- 
some or brilliant but affable and intelli- 
gent. Desire $12,000 yearly but will com- 
promise for glib promises and fringe 
benefits. First-name friendship 
with every Chrysler products dealer in 
southwest. Ben Johnston, Box 7152, Dal- 
las, Texas. 


SALES MANAGER—Age forty-four, ag- 
gressive with know how. Presently em- 
ployed used car manager with largest GM 
deal in 100 mile area. Currently number 
one used car vender and have maintained 
this distinction for 1% years. Years of 
experience af new car sales and manage- 
ment. Desire buyout contract from profits 
with GM or Ford deal, Will locate any- 
where best opportunity available. Box 
6886, c/o Automotive News, Detroit 26. 


DO YOU WANT A volume dealership? I 
am a sales manager with a Hull-Dobbs 
background and have a thorough knowl- 
edge of Chrysler Corporation operation 
and products. I am familiar with all 
phases of a volume dealership and can 
handle all aspects of an operation, i.e., 
financing, advertising, merchandising, or- 
ganizing sales force, etc. Can analyze 
market quickly to create volume dealer- 
ship with volume profit. Age 29, married 
with family but will relocate anywhere 
and can furnish references as to ability 
and character, Box 6888, c/o Automotive 
News, Detroit 26. 


calling 





ATTENTION 
MR. DEALER 


44-year-old Ford dealer has advan- 
tageously sold his 200 car deal. Have 
solid record of achievement with Ford 
Division including leadership with 
profit continuously over past four years. 
Looking for job as general manager 
or sales manager of 300 to 500 car 
deal—preferably Ford or Ford-Edsel 
dual. Middle Atlantic States or Florida 
preferred. Experience includes truck 
management, sales manager of 1,500 
car multiple point Ford deal and six 
years as dealer. Available when pres- 
ent deal is transferred to buyer, ap- 


proximately 60 days. 
Box 6910, c/o Automotive News, 


Detroit 26. 


DEALERSHIPS AVAILABLE 

HANDLING CHRYSLER, Plymouth and 
Willys. 150 to 250 car potential. Large 
annual payroll plus large farming area. 
Fastest growing district in the Pacific 
northwest. Selling on account of health. 
$20,000 will handle, Box 6879, c/o Auto- 
motive News, Detroit 26. 

FOR SALE BY OWNER. Well equipped 
dealership handling DeSoto - Piymouth. 
Ideally located in Vermont, 200 new car 
potential. Modern new building and ad- 
joining used car lot. Can be bought with 
or without real estate. Long term lease 
available. Inventory clean and conserva- 
tive. Small investment required. If inter- 
ested, write Box 6884, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING INTERNA- 
TIONAL trucks in small northwestern 
Pennsylvania community. Good market. 
Complete shop handles all service jobs. 
Dwelling with rental apartment may be 
purchased with other assets. Excellent 
opportunity. Terms. Box 6876, c/o Auto- 
motive News, Detroit 26. 

LUCRATIVE METROPOLITAN. New York 
City GM deal. 350-500 units. Health 
makes sale imperative. No blue sky. Box 
6906, c/o Automotive News, Detroit 26. 


ed ee ee 





Replies to 


$12.30 per column inch. CLOSING: 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


DEALERSHIPS AVAILABLE 


LARGE DEALERSHIP FOR SALE, han- 
dling Buick, in lovely suburban New York 
community. Apply Box 6905, c/o Automo- 
tive News, Detroit 26. 





DEALERSHIP FOR SALE (One of Big 
Two)—Toronto-Hamilton, Ontario metro- 
politan area. Presently handling 500 cars 
a year. Unlimited opportunity. Good 
buildings plus two good used car lots in 
heart of city. Will sell or lease. Box 6904 
c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING Lincoln - Mer. 
cury-Continentals. Southwestern city of 
37,000 population plus trading area of 
five counties. Owner has other interests, 
Box 6907, c/o Automotive News, Detroit 
26. 


WELL ESTABLISHED DEALERSHIP han- 
dling Pontiac in small central Michigans 
town. Ideally located. $12,000 includes 
everything needed to step in, Shop equip 
ment includes GMC wrecker. Will lease 
building and used car lot, Box 6895, c/o 
Automotive News, Detroit 26. 


DO YOU WANT TO move to Florida? Han- 
diing Chrysler - Plymouth in central 
Florida, Trade area approximately 50,000, 
Excellent potential. Other interests of 
owner necessitates immediate sale. Good 
lease available. Box 6900, c/o Automo- 
tive News, Detroit 26. 


ONLY DEALERSHIP IN large Pacific 
northwest city handling General Motors 
car. Owned for many years by present 
operator who is retiring. Requires well 
financed buyer and owner might retain an 
interest for term. Box 6897, c/o Automo- 
tive New. Detroit 26. 


BEST GM DUAL, Southwest U.S.A. One 
hundred twenty thousand necessary to 
purchase and operate. Modern facilities. 
Three hundred new units yearly. Lease 
buildings. Reply Box 6898, c/o Automotive 
News, Detroit 26. 


SOUTH FLORIDA DEALERSHIP—One of 
the ‘‘Big Three.’’ Good facilities—excel- 
lent lease. No used cars or accounts re- 
ceivable. $50,000. Principals only. Box 
6899, c/o Automotive News, Detroit 26. 


AGENCY HANDLING OLDSMOBILE, 
60x120 building, showroom, parts, paint- 
body shop, used car lot, sold 70 new, 140 
used 1956, sales $500,000, 6-room suite 
included, Pennsylvania town, price $25,- 
000. Apple Co., Brokers, Cleveland 15, 
Ohio. 

DEALERSHIP FOR SALE handling Dodge 
and Plymouth cars and Dodge trucks 
located in beautiful Tidewater Virginia 
on the Chesapeake Bay. If you are look- 
ing for an excellent small business call 
or write Roland L. Foster, Foster Motor 
Co., Hudgins, Va. 








IMPORTED CAR AGENCY 


Long established. Located in the number |! 
selling area in the United States (San Fer- 
nando Valley, Calif.). Sold 700 units 1956. 
Very profitable fine lease show room, service 
dept., used car lot. $7500 handles. Box 69/4, 
c/o Automotive News, Detroit 26. 


AUTO AGENCY 
HANDLING FORD 


In Central Minnesota. Will sell equipment at 
$10,500 and inventory at cost. Building can be 
purchased or leased. Owner must sell due fo 
other business interests. Write Box 6911, c/o 
Automotive News, Detroit 26. 


Dealership Spells 
Renault $$$S$$$ for You 


Sell the world's lowest priced $1,345 
4door sedan. Up to 50 miles P.O.E. 
per gallon. 


Also the beautiful -DAUPHINE $1,645 
4door sedan. Up to 43 miles P.O.E. 
per gallon. 


For these superb economy cars, valuable 

dealerships now available-in North and 
Dakota, Nebraska, Colorado and 
ansas. 


Contact 


Ted Shidier 
SHIDLER MOTOR CO. 
Distributors 
9th and Broadwa Phone Forest 3-01 16 
WICHITA, KANSAS 


A Michigan Dealership Avail- 
able Handling Buick 


A chance of a lifetime for aggressive man. 
Only $45,000 buys parts and fixed assets. 
$100,000 total capital required by factory. 
Individual needs but $30,000 which can 
make $250,000 in five years. Hurry on this 
one. 500-700 cars and 175,000 trading 
area. 


Box 6881, c/o Automotive News, 
Detroit 26. 


j 






































DEALERSHIPS AVAILABLE 


In 
AUTOMOBILE AGENCY — ‘“*Big Three’’ 
dual located in wealthy suburb near Chi- 
cago, Net profit after all expenses for 
December and January over $10,000. No 
used cars, accounts receivable or real es- 
tate to buy. Attractive lease, modern 
building and adjoining used car lot. Low 
overhead. Factory approval necessary. 
Price—$45,000 cash. Write fully, giving 
background, etc, Box 6896, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIPS WANTED 


S0LLEGE GRADUATE. Just completed 3% 
years as Naval officer, Desire connection 
with GM agency. Purchase interest now, 
option of buyout later. Ready cash ap- 
proximately $30,000. Age 26. No auto ex- 
perience but have ability and willingness 
to learn. Best references, Prefer Illinois, 
Indiana, or Ohio. Box 6908, c/o Automo- 
tive News, Detroit 26. 


















UNDER 225 CARS—Chevrolet-Ford only. 








han- Outright sale or will work buyout con- 
’ York tract for maximum tax advantage. Florida 
itomo- or southeast. Box 6901, c/o Automotive 
News, Detroit 26. 
f Big |@M DEALERSHIP — - Chevrolet, Pontiac, 
meee Olds, Cadillac dual, Located California, 
De Arizona, Texas, New Mexico. 500 car 
Good plus. Have cash and factory approval. 
ots in Box 6894, c/o Automotive News, Detroit 
6904 | 26. = 
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“EXPENSE 
REDUCER” 


Is your competitor with low over- 
head making your life miserable? 
There's only one way t lick him— 
get yours down too. Order our 
“EXPENSE REDUCER" today and get 
overhead down where it belongs. 
Send just $2.00, you will receive 
it by return mail. 


Automotive Enterprises 


10600 Puritan Ave. Detroit 38, Mich. 


Have you tried controlling salesmen with 


HYPNOSIS? 

Please don't. It won't work. But, the “Daily 
Check”’ Plan Book will! It definitely increases 
sales. Determine at a GLANCE exact worth 
of salesmen—everyday. It's proven. 
Clip ad out RIGHT NOW—mail with letter- 
bead and signature, for | copy of Daily Check 
Mian Book and illustrated brochure, to 

MALCO SALES SERVICE 
5 7th Ave. Asbury Park, N. J. 








Inventory Service 
Buying or Selling a Dealership 
® Buy Right © Sell Right 
Parts—Accessories—Equipment 
* © A disinterested certified physical 
inventory will save you money © © 
DON'T GUESS—BE SURE 
Cali or write for service details. 
Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 


Western Dealers Attention 
9 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 








AAA DRIVEAWAY, INC. 
CHICAGO 
DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 
343 S. Dearborn WeEbster 9-2364 








RECOVERY 
SERVICE 


We cover all Eastern North Carolina! 


Delinquent payments, repossessions, re- 


ports and skip tracing. 


Layton's Recovery Service 


P. O. Box 222 Rocky Mount, N. C. 


Telephone 2-2769 





TRUCKS FOR SALE 





Brand New 
Ford "V-8" Diesels 
“F.900"—175" W.B. 


Five Available For Immediate Delivery 
Tremendous Reduction 
Excise Tax-Exempt 


Cummins JBS 150 H.P. Diesel; Clarke 5 Speed 
heavy duty transmission; 14 inch Lipe clutch; 
extra-heavy duty front springs; heavy duty 
vacuum booster brakes; six—i0.x 20 12 ply 
tires and tubes. Chassis modified if necessary. 


Ask for—Mal Martin or Earle Baugh 
RALPH HORGAN, INC. 


Broadway's Ford Dealer for 
Over A Quarter Of A Century 
1842 Broadway (60th) PL 7-1700 
New York 23, New York 





TRUCKS WANTED 


WANTED—525 HOLMES wrecker. Prefer 
Ford or Chevrolet, Must be Al, Send or 
call full details to Lew’s Garage, Dayton, 
Ohio. OR, 5339, 4025 Salem Ave. 


BUSINESS OPPORTUNITIES 


USED CAR LOT AVAILABLE—northwest 
section Detroit—134’x188’, Fully equipped 
with garage and office. Box 6893, c/o 
Automotive News, Detroit 26. 


MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. March, 1957 checked, On 
addressed labels, 35M, $14 per M, Box 
6912, c/o Automotive News, Detroit 26. 


CARS FOR SALE 




















CADILLAC 
7-Passenger, 1955 Limousines, $3,250 
(Air Conditioned, $3,500) 


A. A. Auto Service 


406 East 62nd St. e New York, N. Y. 








ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint,, Chicago, Milwaukee, Cincin- 
i, Louisville, St. Louis, Kansas Ci Lin- 


| 1956 Lincoln FOMOCO, 1956 





Neb., klahoma_ City, Fort orth, 
, New Orleans, Atlanta, Boston. 


ROBINSON CAR LEASING 
DIVISION 
THE HERTZ CORP. 


For specific information in any city, address: 
|. E. Spatig, Used Car Mgr. WEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 








Lloyd - Wagen 
GERMAN WONDER CAR 
$1,295 P. O. E. 


Dealers Inquire 


Gallagher Motors, Inc. 


Importers 
West of Mississippi 
907 E. Pike St. Seattle 22, Wash. 




















OPPORTUNITY 
USED CARS 


AND 
EX-TAXIS 


FORD * PLYM* CHEV 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 


HAVE HEATERS, DEFROSTERS. 
CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 


ANY QUANTITY . .5 to 500 
WRITE - WIRE - CALL 


JAMES F. WATERS. INC. | 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Blvd., Long Island City, N. Y. 


ST 6-3300 


H, CHARTERS A, H. AUSTIN 

















1956 


DODGE-PLY MOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 


PRICED RIGHT 


Automatic Transmission, 















De- 
froster, All Good Rubber, Some With 
Power Steering 
Quantities from 5 to 500 
Also 
"55 Fords - Plymouths 
Standard and Auto Transmission 
Write - Wire - or Phone 
Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 
37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 4-6351 
N. Y.’s Largest Volume Taxi Dealer 


Heater, 
















|| 5710 Baltimore Ave. 








CARS WANTED 





WANTED 


Big Three Dealers Interested in Repeat New 
Car Sales and Service Year "Round and Year 
After Year. 


Requirements are courtesy, integrity, relia- 
bility, and a desire to work and grow in a 
booming business with an expanding leasing 
company. We are national in operation and 
we need dealers for steady supply of cars 
and trucks. 


Dealers in Other Makes Are Also Invited 
fo Participate. 
Write Box 6864, c/o Automotive News, 
Detroit 26. 





ACCESSORIES FOR SALE 





New Mo-Par Radios 


1955-56 Chrysler, 1956 DeSoto, 
Re OOM .wiks.on cv5e0c uv ewsseusn ac. cee 
1951 to ‘54 Chrysler.... yuuaeny ne 


8 and 9 Tube Sets in Original Cartons 


1955-56 Pontiac GM. Part 
1954.55 Cadillac GM .. 


Mercury FOMOC . $49.95 


New Motorola Auto Radios 
1950 - 1954 


Ford, Chevrolet, Plymouth, orn 
Manual $27.50—Pushbutton $34. 
Complete radio 
Custom contro! heads to fit in dash of above 
cars, 


1957 Dodge—1956-7 Ford—1955-6 Plymouth— 
1955-6 Chevrolet 
Manual $29.95 

Custom radio complete to fit in dash of 


above cars. 
Fast, C.O.D. Shipment F.O.B, N..Y. 


LIBERTY AUTO RADIO 
161 St. New York 51, N. Y. 
LUdiow 8-941! 





191 E. 








___ PARTS FOR SALE 
KAISER PARTS. All models including 
hard-to-get body parts. Distributor net. 
Fast COD service. Willys Jeep Place, 61 
NW 11th St., Miami, Fla. 





BUICK PARTS 

ROCKY MOUNTAIN AREA 

Up to 50% Discount 
Quick Service — Mail — Wire or Phone 
c. O. D. 
Gerardot-Herrick Buick 
5225 E. Colfax Ave. Denver, Colo. 

Phone Florida 5-446! 


BUICK PARTS 


UP TO 50% DISCOUNT 


Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 


Chevrolet Parts 


Largest Stock on East Coast 
Orders Shipped Complete Same Day 


as Received. 


Lustine-Nicholson Chevrolet 
Hyattsville, Md. 


Phone Warfield 7-7200 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


PONTIAC PARTS 


Up to 50% Discount 
Fast C.O.D. Shipments 


FRONTIER PONTIAC INC. 
313 Commerce St, 
Fort Worth, Texas 
Phone ED, 2-518! 
Largest Pontiac Parts Dealer in Southwest 
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PARTS FOR SALE MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


BUICK PARTS 


UP TO 50% DISCOUNT 
Fast C.O.D. Shipments 


The Motor Sales Co. 
Mt. Royal and Maryland Aves. 
Baltimore |, Maryland 
Phone: SAratoga 7-331! 





TRUCK AND CAR SIGNS made DEALERS’ SPECIAL (F.0.8. Factory Net) 
with plastic letters. Metal, wood and $52.3 Fed. Tax Included 
masonite letters also, Brass stencils. 





AUXILIARY LEFT FOOT gas pedal, $6.95. 










































WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 


Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 


Guaranteed, Fits all cars, pickups, trucks, 
Dealers and jobbers order from R. V. 
Lehner Mfg., Ness City, Kans. 


Automatic Braking 


WITH BRAKE HOOK-UP 


ONLY... $5445 3i3 


GUIDE 
CABLES 
COMPLETE with 
Guide Cables and $61* 
BRAKE HOOK-UP 
QUICK-TOW Bumper- 
to-Bumper Tow Bar 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


TowKing,i.0.-0,45 
Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect ,“3, 207, <horges 


40 So. Clinton St., Chicago 6, Ill. 


GUIDE CABLES 


DEALERS’ SPECIAL (F.O.B. Factory Net) 


$9.90 Fed. Tax Included 
& = 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four = Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax Included 
Meets 1.C.C. Strength Requirements 
e = 


Liberal Quantity Discounts 
To Distributors 

_ Write for Illustrated Catalog 

Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


‘Leaders in the Industry 
Since 1939" 








MISCELLANEOUS 


PUBLIC 
AUCTION SALE 


NOTICE IS HEREBY GIVEN that pursuant to the order dated February 18, 1957, 
of the Honorable Thomas P. Thornton, United States District Judge, the sale of 
the following described property, previously announced for February 20th, 
1957, and adjourned by the court, will be held by the United States Marshal 
on the 20th day of March, 1957, at 10:00 A.M. at 3950 Lonyo, Detrait, Michi- 
gan. Sale to be to the highest bidder. 
OFFICE EQUIPMENT 
GARAGE EQUIPMENT 
10—1954 MACK TRACTORS WITH WINCH-LIFT 
SEMI-TRAILERS 
13—MACK DUMP TRUCKS 
10—1954 FORD DUMP TRUCKS 
2—FORD PICKUP TRUCKS 
1—1955 FORD SEDAN 


as described in the inventory posted on the premises. The property shall be offered 
for saie both as separate items or in groups, and in the aggregate, and the terms 
of the sale shall be payment in cash or certified check amounting to twenty-five 
percent (25%) of the highest bid upon acceptance thereof and the balance within 
ten (10) days. 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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